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‘These three deals have 
proved big 
money-makers 


Wuy? First, dealers make more money out 
of handling flashlights. These three types will 
give a faster rate of turnover than other types 
representing an equal stock investment. 


Second, dealers’ stocking problem is simpli- 
fied. 90 per cent of all flashlight sales are con- 
centrated in these three types. The pack- 
age becomes a display case on being opened. 
It is highly visible and lithographed in bright 
attractive colors. 

Third, your dealers have a better chance to 
display their stock of flashlights. The units 
are small enough to be put on the counter in 
full view of your customers. Prominent dis- 
play always stimulates demand. 


a Nights are getting longer. People need 


contains 6 Lveready No. 2616 cases. Eveready Flashlights. 
Order from us today. 


NATIONAL CARBON COMPANY, Iwnc. 
New York San Francisco 
Atlanta Chicazo Kansas City 


Unit of Union Carbi:e stad Carbon Corporation 
UCC 
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Unit No. 18 Unit No. 71 
contains 12 Eveready No. 2604 cases contains 6 Eveready No. 2671 cases. 

and 6 Eveready No. 2631 cases 


FLASHLIGHTS 
& BATTERIES 


-they sell faster 
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N 1906, V. C. Bruce Wetmore and 

the late Hanson M. Savage formed 
a partnership to go into the electrical 
jobbing business in Boston. All the 
money they had was $1,000 that they 
borrowed from a friend, who was to 
get 25 per cent of the first year’s 
profits. The miraculous then hap- 
pened, so it seemed to all of them, 
and it is said that the friend cleaned 
up over $5,000 on his $1,000 invest- 
ment. In the early years the business 
was incorporated as the Wetmore-Sav- 
age Co., and a few years ago, when 
the company became a Westinghouse 
agent-jobber, the name was changed 
to the Wetmore-Savage Electric Sup- 
ply Co. It is now one of the largest 
electrical supply jobbing  establish- 
ments in New England, with main 
office at. 76 Pearl St., Boston, and 
branches in Worcester and Spring- 
field, Mass., and Providence, R. I. 
The men on the cover this month are: 
Vv. C. Bruce Wetmore, president of 
the company, sitting in the center; 
E. V. Wetmore, general manager, at 
the left; Karl L. Norris, vice-presi- 
dent, at the right. 


RIZE winners for the July half 

of the Summer Sales Prize con- 
test are announced on page 3. Con- 
gratulations All,—particularly to Sam 
Reed, Reg. Every, Oscar Guttringer, 
V. L. McElmurry and Harold Karls- 
ruhe who won from two to four 
prizes each. There were over 1600 
scores sent in for July, from 200 
contestants who made entries. The 
number of scores per manufacturer 
ran as high as 115 in one case. The 
volume of sales in July, represented 
by all the 1600 odd scores was tre- 
mendous. Some day soon we will 
figure it all out for you. For the 
present, however, we might say that 
the 42 prize winning scores, alone, 
Amounted to over $83,000. Checks 
to the prize winners will go out im- 
mediately. Please be a bit patient 
about the special premiums. We 
have a big job ahead there, but they 
will go out soon. 


Published monthly. Entered as second class matter October 24, 1922, at the postoffice at Chicago, Illinois, under the Act of Mar. 3. 
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Frug 





OBBERS:—You are offered an opportunity to line 
up this month with us on the distribution of 
Frugal ranges. Our policy and products will bear 

the closest investigation, and our margin of profit 
together with our sales helps is such that your taking 
on our line will guarantee you a most lucrative mer- 


chandising arrangement. 



































Model F-No. 81—Close Burners 
Model F-No. 82—Open Burners 
Full Porcelain Enamel 
; Dimensions 22x40x39 

- Cooking Surface 20x21% 
5-1000 Watt Convenience Outlet 








i | 
OS 


Model BB : 
Semi-Porcelain Enamel Oven 13x13x15 
Dimensions 26x22x46% Cooking Surface 18x24 
3-1000 Watt; 1-660 Watt 


While your biggest opportunity lies 
in the sale of the Frugal popular-priced, 
low-operating cost, small-family-capacity 
stove, you will find at the same time a 
diversity of models in the Frugal Line 
generously ample to cover any and all 
requirements. 


You are protected to the fullest 
extent on your sales to dealers and con- 
tractors. That is our policy and will at 
all times be strictly adhered to. 


Jobbers contemplating the handling 
of electric ranges are invited to write us 
—without obligation—and will be given 
gladly all the details of our territorial 
arrangements. 


The Frugal Electric Mfg.Co. 


2249-51-53 Beechmont Ave., Cincinnati, Ohio 
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Prize Winners in July Contest 


Twenty-five Dollar Prizes Will Be Given by THE JOBBER’S 


SALESMAN to the Men Listed Bzlow—The Result of the July 


“Summer Sales Prize Contest.” 


Those Who Competed in the 


August Half of the Contest Are Now Urged to Send Their Score 
Cards in to Their Sales Managers at Once—Another Big List of 
Cash Prizes Awaits the August Winners 


PRODUCTS OF 


Aladdin Mfg. Co. 
Appleton Elec. Co. 
Beaver Machine & Tool Co. 
Benjamin Elec. Mfg. Co. 
Buffalo Forge Co. 
Bussmann Mfg. Co. 
Bull Dog Elec. Products Co. 
Bryant Elec. Co. 
Chase-Shawmut Co. 
Chicago Fuse Mfg. Co. 
Chicago Solder Co. 
Colt’s Patent Fire Arms Mfg. Co. 
Curtis Lighting, Inc. 
Cutler-Hammer Mfg. Co. 
Day-Fan Elec. Co. 
Kastern Tube & Tool Co. 
Economy Fuse & Mfg. Co. 
Fansteel Products Co. 
Frink Co. 
Fullman Mfg. Co. 
Grigsby-Grunow-Hinds Co. 
Hamilton-Beach Mfg. Co. 
Hemingray Glass Co. 
Hyvkon Mfg. Co. 

Indiana Rubber & Ins. Wire Co. 
Metal Specialties Mfg. Co. 
Metropolitan Device Corp. 
National Carbon Co. 

<onite Co. 

Propp Co. 
lteflector & Illuminating Co. 
‘eynolds Spring Co. 

orge Richards & Co. 

nry D. Sears 

~quare D Co. 
indard Elec. Stove Co. 
riangle Conduit Co. 


rumbull Elec. Mfg. Co. 


rumbull-Vanderpoel Elec. Mfg. Co. 


ibular Woven Fabrice Co. 
V. Fittings Co. 


iremold Co. 





WINNER 


Harold E. Karlsruhe 
L. J. Doig 


Jack Joselson 


C. Hax McCullough 


Sam Sudak 

V. L. MeEIlmurry 
F. R. Newberry 
V. L. MeElmurry 
Sidney Cohen 
Reginald Every 

B. P. Kuninger 
Charles Jones 
Scott Betts 
Kenneth Shambaugh 
W. W. Metzenthin 
Samuel R. Reed 
W. B. Croney 

Sam Moses 

Wm. H. Green 

W. J. Clark 

E. E. Hulburt 

J. H. Longstreet 
W. M. Kline 

Ben S. Gambill 
Jack E. Bisset 

R. E. Sanderson 
Samuel R. Reed 
Harold Karlsruhe 
O. G. Thorp 

Wm. H. Green 
Samuel R. Reed 
Oscar F. Luttringer 
Jack F. Vetter, Jr. 
Reginald Every 
Reginald Every 
Louis Woods 
Samuel R. Reed 
E. F. Daily 

Gerald O’Connor 
Frank Holsworth 
Oscar F. Luttringer 


Oscar F. Luttringer 





COMPANY 


_Manhattan Elec’l. Sup. Co., New York. 


Cent. States G. E. Sup. Co., Chicago. 


_A. Shemel & Co., New York. 


W. T. McCullough Elec. Co., Pittsburgh. 


_Frankelite Co., Cleveland. 


-Commercial Elec. Sup. Co., Detroit. 


Brown & Hall Sup. Co., St. Louis. 


Commercial Elec. Sup. Co., Detroit. 


City Elec. Co., Syracuse. 
_Canfield Supply Co., Kingston, N. Y. 


Hartman-Spreng Co., Mansfield, O. 
Sterling Elec. Co., Minneapolis. 


Illinois Elec. Co., Los Angeles. 


-P. & A. Elec. Sup. Co., Mansfield, O. 


American Elec. Co., St. Joseph, Mo. 


West Phila. Elec. Sup. Co., Philadelphia. 
Collins Elec. Co., Des Moines. 


-Hyland Elec. Sup. Co., Chicago. 
-Crown Elec’l Sup. Co., St. Louis. 


Hartman-Spreng Co., Mansfield, O. 

Southern New Eng. Elec. Co., New Haven, Conn. 
Iron City Elec. Co., Pittsburgh. 

Iron City Elec. Co., Pittsburgh. 

Braid Elec. Co., Nashville. 

Listenwalter & Gough, Los Angeles. 

P. & A. Elec. Sup. Co., Mansfield, O. 


_West Phila. ‘Elec. Sup. Co., Philadelphia. 
-Manhattan Elec’l. Sup. Co., New York. 
_Listenwalter & Gough, Los Angeles. 


-Crown Elec’l. Sup. Co., St. Louis. 


West Phila. Elec. Sup. Co., Philadelphia. 
Colonial Elec. Co., Philadelphia. 

Crown Elec’l. Sup. Co., St. Louis. 
Canfield Supply Co., Kingston, N. Y. 
Canfield Supply Co., Kingston, N. Y. 
Interstate Elec. Co., New Orleans. 

West Phila. Elec. Sup. Co., Philadelphia. 
W. T. McCullough Elec. Co., Pittsburgh. 
Steiner Elec. Co., Chicago. 

Lindley Elec. Sup. Co., Philadelphia. 
Colonial Elec. Co., Philadelphia. 


Colonial Elec. Co., Philadelphia. 

















THE JOBBER’SfJ]SALESMAN 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUS’ 


thy — 


[ae 


The Space pone the 
Dotted Line~ 


ILL never make your “Bogey” for you 
unless you bend every effort towards filling 
it as completely as possible. 





— 











It would be a simple matter to jot down that 
order for rubber covered wire, thank Johnson for 
it, close your book and call it a day. But, every 
time you would do that, your competitor would 
come along and sell the Okonite Tape for the job. 


We make a tape for A contractor cannot install wire without tape. 
every purpose. “Oko- He knows it, and the time is ripe to sell the Okonite 


nite” tape, black Tape when he needs the wire. 


“Manson” tape, ‘ 
“Dundee A” Pi: i The jobber’s salesman who constantly bears this 


tape and “Dundee B” thought in mind will do a nice job for himself, his 
friction tape. house and us on Okonite Tapes. 


THE OKONITE COMPANY 
THE OKONITE-CALLENDER CABLE COMPANY, Inc. 
Factories: PASSAIC, N. J. PATERSON, N. J. 


SALES leat NEW YORK CH PITTSBURGH ST. LOUIS 
ATLAN BIRMINGHAM SAN FRANCISCO LOS ANGELES SEATTLE 


F. D. Lawrence Electric Co., Cincinnati, O. 
Novelty Electric Co., Phila., Pa. Pettingell- Andrews Co., Boston, Mass. 


Canadian Representatives: Engineering Materials Limited, Montreal 




















ON Cuban Representatives: Victor G, Mendoza Co., Havana 
/> 
San 
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Out His Own Salvation 





A Start from Scratch ua 


Given a Price Book, and Without ij 
Experience, How a Jobber’s Salesman : 
Was Sent into a Territory and Worked 


By DOUGLASS G. PILKINGTON 














ply Co. of Syracuse took on a new salesman. A 

territory and a price book were given him and he 
was officially what is known as a jobber’s salesman. The 
price book weighed about five pounds and contained a 
maze of facts and prices of about 5500 electrical devices 
ind products of every kind and description. 

The man was James H. Carpenter, and “Jim” as he 
became known, was scared. Now that he had all these 
prices and things, what was he going to do with them? 
‘im had been a practical electrician, and just previ- 
us to joining H. C. Roberts he had been in the fixture 
business. But even though fixtures are now one of his 
tems, at that time he didn’t even have them to make him 
‘eel at home. 

Not being hampered by precedent or any set way of 
loing things, he set out to find out what it was all about, 
0 rearrange, tab, cross index, and separate the different 
ines so he’d know where to find key socket, percolator, 
ifety switch prices and information when he wanted it 
1 a hurry. What resulted was something “every jobber’s 
ilesman should know.” 

The H. C. Roberts Electric Supply Co. publishes a 
arge general catalog, so Carpenter arranged the sheets 
n his price book in the same order in which the various 
tems were shown in the catalog. Appliances were first, 


| SIVE YEARS ago the H. C. Roberts Electric Sup- 


hen safety switches, then schedule material, and each 
ine was indicated by a little tab on the edge of the sheet 
o that he could instantly find the price, weight or stan- 
lard package quantity on anything a dealer requested. 
But this didn’t cover the subject—as it were. The 
ompany handled items not catalogued and was continually 









taking on more. Besides, there were lines which he 
wanted to push and-on which he wanted to carry ad- 
ditional information. There were contract forms to carry 
and other information sheets and literature. So he bought 
three fibre folders, each of which had a spring clip that 
could be opened with a twist of the wrist, a sheet inserted, 
and snapped shut again in an instant. 

In the first of these Jim inserted data sheets on ap- 
pliances, ranges, battery chargers, commercial cooking 
equipment, switches, panelboards, etc. In this he also 
placed the additional literature and sheets from the manu- 
facturers as they came along, as well as sheets showing 
the various newspaper advertising cuts for dealers’ use. 

The second folder contained photographs and literature 
on all types of lighting equipment—commercial, industrial 
and residential, with each different type and style of resi 
dential lighting fixtures separated and marked. 

Folder number three contained a supply of lamp, fuse 
and battery contract forms, trade acceptances, promissory 
notes, etc., of which he would be constantly in need. 

As time went on, these reference files were augmented 
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Now he has a “Day File’ which contains correspondence 
and papers relating to customers and prospects upon 
These papers are separated accord- 
ing to days and the towns he'll visit each day. 

But the “Bible” on which Jim Carpenter really de- 
pends is a little “Lefax’” book which contains about 12 


whom he is to call. 


divisions, each performing the following functions: 

Division 1 contains plain scratch paper. 

Division 2 shows his six routes in northwestern New 
York state, town by town and the hotel in each. Since 
for one reason or another he covers some towns in winter 
and some in summer, the letters ““W” or “S” appear be- 
fore each town. 

Division 8 contains “key sheets” with various symbols 
such as an asterisk meaning that he should call every trip, 
an X meaning a call once every five weeks, and a complete 
code of other things he should remember on each call in 
his territory. 

Division 4 is a list of his customers alphabetically ar- 
ranged with the symbols (shown on the key sheet) after 
each name, thus giving the complete story of each cus- 
tomer or prospect in one short line. 

Division 5 is a map of his territory with each town he 
makes circled in red. 

Division 6 consists of sheets giving personal informa- 
tion comprising a statement by months over the period 
of his five years’ service of gross sales, gross profit, per- 
centage of net profit, salary and expenses. This informa- 
tion is supplied by the company periodically and he keeps 
this record of it all so he can tell instantly just what he 
is producing in the way of volume, what profit he is 
bringing the company, and the relation of his earnings 
and expenses to sales. 

Division 7 is journal sheets for keeping a day-by-day 
record of his traveling expenses. 

Division 8 is engineering data. : 

Division 9 is a record of contracts he has closed, with 
whom and on what. 

Division 10 is a list of prospective customers with the 
things they would probably purchase. 

Division 11 he calls his push sheets. There are three 
separate columns of electrical devices shown here. The 
first column is a list of general supply lines, the second 
column is a list of radio items and the third a conglomer- 
ate list of specialities that don’t fit into the other columns. 
To the third column he adds names of devices he sees 


advertised or in any way comes across and that he thi) 
he can sell. When he enters a dealer’s store and does 
know what to talk about in particular he opens the b: 
to the “push sheet” and runs down the three columns 
suggestions with said prospect or customer. 


Division 12 is a pocket on the inside of the back co, 
for his business ecards. 


This sounds as though Carpenter would need a tru 
to carry these things around (in fact it all weighs 
pounds) but he manages to get it into a large brief ca 
and it’s always in the rear seat of his car. The Lefa 
book he carries in his inside coat pocket and on most ca! 
it’s all he enters a dealer’s store with, unless it’s a n 
prospect or there’s some particular reason for toting tl 
big case in—but it’s always there when he needs it. |, 
the winter he always takes it in with him on every cal! 

Sounds like too much trouble? Maybe so, but Jim 
Carpenter produces the largest volume of business at th: 
highest profit of any salesman in the Syracuse house o 
the H. C. Roberts Electrical Supply Co. One might 
think he’d tire of all the detail of maintaining this stor 
of knowledge and facts but he hasn’t. He’s done it fo: 
five years and he’s still doing it, without a regiment oi 
clerks to help him out. 

In spite of the availability of prices, 90 per cent ot 
Jim Carpenter’s business is done without even mentioning 
a price, and his order tissues prove it. He says he hasn't 
found it necessary as he has the complete confidence of 
his trade. He doesn’t know anything about tricks in sell 
ing but he’s given a lot of thought to his profession of 
salesmanship and has landed on top of the heap by 
knowing what he is talking about and keeping his eyes 
and ears open at all times. 


Last, but not least, he takes his copy of Tue Jopser’s 
SALESMAN each month, notes new items being brought 
out by H. C. Roberts’ present suppliers or new concerns, 
and sells them to his trade direct from the advertisement 
He can do it because he doesn’t need to quote a price 
Knowing the business as well as he does he tells the 
dealer approximately what the price will be and the 
dealer is satisfied. 

This is a jobber’s salesman with the accent on the 
“salesman,’ and Jim Carpenter is a good example of 
just why it isn’t necessary to be an order-taker because 
one is a jobber’s salesman. 





that faced this business. That was all. 


ably pointed the right cause. 





Paid $1000 For Being “Too Busy to Read” 


HE competition for the business man’s hearing time has become so acute that many men have let 


themselves almost get out of the habit of reading. 

are wont to pile up on their desks because they are ‘“‘too busy” to read them. 
hundreds of executives are busily making mistakes and overlooking opportunities because they are denying 
their minds and their businesses the benefit of the experience and stimulus of other men’s ideas and findings. 
This train of thought comes to us as the result of an experience of a New York executive last week. This 
man called in a well-known business counsel to advise with him on a certain problem of his business. 
“expert” told him a story of another business in a similar line which had worked out the particular problem 
The bill was $1,000, and it was paid cheerfully, for it unquestion- 


That executive does not know that the story he paid $1,000 to hear was told in a business magazine 
that lay unopened on his desk while he was speaking to the 
discover it, for he is too busy to read.—Advertising and Selling. 


Even the journals of their industry or professions 
The result is that today 


The 


“expert.” And he probably never will 
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Speaking Of Your _ 
Telephone Operator «" 


Does She Keep You Plugging Under A 
Whip Wielded By Her Strong Right Arm? 


By WILLIS H. PARKER 


N THE business houses of distributors of electrical 
| equipment the private telephone exchange is gener- 

ally established near the entrance of the building 
and equipped with a sign bearing “Information” and pre- 
sided over by a young lady who often has additional work, 
such as filing, mailing ete., to do. 

Theoretically she is supposed to connect incoming tele- 
phone calls to the proper branch phone, give outgoing 
calls expedient service, answer questions of visitors who 
come in and otherwise make herself useful besides orna- 
mental. But she may be one of those employees who 
does only that which she has to do—merely a cog in a 
business machine. On the other hand she may be one of 
the most important personages in the organization—the 
main spring which keeps other departments of the busi- 
ness functioning to high speed. 

It would not take an observing person many visits to 
uncover some interesting sidelights on the telephone op- 
erator by calling several electrical supply houses by tele- 
phone or visiting them in person and asking the girl at 
the telephone desk for “‘information’’ concerning this or 
that subject or personage. 

Not long ago I had occasion to call the sales manager 
I did not know 
When the girl answered the telephone I told 
her I should like to speak to the sales manager. 

“You want Mr. 
connect you.” 


of an electrical company by telephone. 
his name. 


Just a minute and I'll 





She gave me the sales manager’s name and initials, so 
when I answered his telephone, there was no hesitancy 
on my part or fishing around for a question which diplo- 
matically put would give me this information. You can 
imagine yourself how much easier it was for me to get 
started with my conversation than if she had merely 
plugged in the sales manager’s phone, which is what many 
telephone operators do. In this case, the man I talked 
o was a definite individual identity and not a mere title. 
| was saved the embarrassing question—‘“To whom am I 
alking, please?” 

In another instance I had occasion to make a personal 
all upon one of the high-up officials of an electrical com- 
I knew his name and title from previously ob- 
I stopped at the telephone desk and 
We'll call him Smith 


pany. 
ained information. 
isked the young lady if he was in. 
or the sake of the story. 

The girl asked me to be seated and she would ring 
Smith’s private office and see if he was in. He wasn't. 
lhe she began calling several of the branch telephones 
n hopes of locating him in some part of the building. 


X 





DUA 


a 


Finally she turned to 
me and remarked that 
Mr. Smith apparently 
was not in the building 
and probably had not 
returned yet from lunch. 
I assured her that, since 


——e ar 
gh 
; 


the weather was warm, 
I should be glad to sit 
in the cool of the office 
until he arrived. 

I had never met Smith, 
telephone girl, but she felt, evidently, that I had an 
important mission and she was not content to wait, but 
put in several calls to various points outside and finally 
located him, told him that there was a visitor to see him 
and learned that he would be back in 10 or 15 minutes. 

What surprised me was that the girl had no idea 
I might 
have been a salesman, a buyer or merely a solicitor for 


fb 
Korres 


nor had I 





ever met the 


whether or not Mr. Smith wanted to see me. 


some charitable organization whom he might prefer to 
dodge. The experience struck me as so odd that after 
we had concluded our visit I asked Mr. Smith about it. 

I explained just what had occurred and added, “I am 
neither a salesman nor a buyer. I have merely taken up 
some of your valuable time. Perhaps it would have been 
better for you had she not called you back to the office 
to see me.” 

He graciously declined such a suggestion and then ex- 
plained that they considered their telephone operator the 
main spring of the business. “She feels that every man 
who comes into this place has an important errand. If 
he is a salesman he should be granted an interview as 
soon as possible, for a salesman’s time is valuable. If 
it is a customer, the customer’s time is valuable and should 
be conserved. Every visitor is entitled to immediate and 
courteous attention. 

“She has no iron-clad rules to follow, for we selected 
her for her general intelligence, and gave her free rein 
in her department. Sometimes she makes us see people 
or talk to people when we would prefer, no doubt, to 
delay. Yet we recognize that her method is right and we 
keep on plugging as though under a whip made from the 
cords on her switch-board and wielded by her strong 
right arm. 

“She watches our comings an goings like a hawk—we 
her to know our 


She has the itiner- 


have to sneak out if we don’t want 


whereabouts for the next few hours. 


= ‘ : a > PF 
arv of everv one of our city sales (Turn to Page 94 ) 
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Getting Down to Brass Tack: 


These Suggestions are Directed Particularly to the Boys Just Starting 





Out On the Road. They Are Prescribed As a Corrective for That 
“Dizzy Feeling” and It Is Hoped May Bring Relief 


By E. T. ROWLAND 


Sales Manager 
Southern New England Electric Co. 


I—STRATEGIC POSITION OF THE JOBBER’S 

SALESMAN IN THE INDUSTRY. 

E ALL know that this magazine—the only one 
W dedicated to our profession—is “founded on the 

belief that the salesman of the jobber is the 
most important man in the industry” and furthermore 
we all sincerely -believe in the truth of this statement. 
But how many of us have 
asked why? 


Hartford, Conn. 


How has the manufacturer reached this high plane 
efficiency? By constantly studying, planning and analy. 
ing or—expressed in other words—by engineering r 
search. And it is only by these same methods that t! 
jobber’s salesman can hope to rise to his opportuniti: 
and sell more merchandise at less cost to his house an 
greater profit to himself. 

Dr. Julius Klein, d 
rector of the bureau « 





Perhaps if we _ under- 
stand just why it is that 
we are so important it will 
give us a background for 
the discussion of how to do 
a more efficient job. 

Pick up 


magazine 


any business of a year. 
today and you 
will find articles by the 
best writers on business 
subjects discussing the 
problems of distribution, 
the high cost of selling, 
the difficulties of merchan- 
dising, etc. The distribu- 
tion of merchandise 
time been in a 
period of transition, The 
successful sales- 


has 
for some 


jobber’s 
man must realize what mill. 


gradual changes are going 





HIS is the beginning of a series of 

practical articles by EK. 'T. Rowland 
to be published in each issue of “THE 
JOBBER’S SALESMAN” for the better part 
While each chapter is com- 
plete in itself, upon some one phase of 
the salesman’s work, all are closely re- 
lated and will form practically a text 
book on selling in the electrical jobbing 
field. While intended more particularly 
for the cub salesman, or the young man 
coming up by way of the stock room 
and counter, and who hopes soon to win 
his salesman’s spurs, old-timers can get 
a lot out of them, for they are written 
by a man who has been through the 


foreign and domestic com 

merce of the United Stat: 

Department of Commerc: 
in an address before thi 
New England Industria 
Conference last winte: 
said: “There is no road 
to assured prosperity whic! 
is quite so direct as that 
which is mapped out wit! 
the accuracy that can com: 
only from painstaking in 
dustrial and marketing re 
search. The adaptation o/ 
engineering precision to 
distribution is the most ef- 
fective demonstration of 
the economy of knowledg: 
in business. The days of 
shirt-cuff accounting, rule- 
of-thumb manufacturing 








on and adapt himself to 
them. 

Progress and prosperity go hand in hand. Our country 
has enjoyed a prosperity never before equalled anywhere 
in the world. It has progressed by the development of 
new inventions and by efficient manufacturing until today 
it has reached a position where we cannot expect a con- 
tinuance of the same rate of gain in manufacturing econo- 
mies. Take apart a pull chain socket for instance or 
an attachment plug or even a fuse plug and estimate the 
number of separate operations required in its manufac- 
ture. You will marvel that it is possible for the manu- 
facturer to sell it for such a low price and still make 
any profit. You will realize that it is impossible to expect 
the manufacturer to make the same rate of progress in 
the future that he has in the past. He is rapidly ap- 
proaching his limit. Further progress must be made in 


the distribution rather than in the manufacture of his 


merchandise. 





and selling are over, except 
as an effective form of 
commercial suicide.”’ 

Since the post-war boom we have witnessed many 
changes in the industry; the rapid growth of radio to first 
place among the commodities handled by electrical sup- 
ply jobbers, the development of hand-to-mouth buying 
with the resultant localization of trading areas, changes 
in channels of retail distribution resulting in new outlets 
for our merchandise, keener competition, etc. 

Some electrical manufacturers are meeting the situation 
by establishing their own commercial research depart 
ments, sending out trained investigators to determine the 
logical centers of distribution, the trading area which can 
be economically served from each center and the amount 
of business available. Truly they are adapting engineer 
ing precision to the probléms of distribution. 

But after all they can only keep us within our logical! 
trading areas and give us quotas. It is up to us individu- 
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ly to actually sell the merchandise and beat the quotas. 
Ve also must adapt engineering precision to our own ter- 
tories and to, our selling methods. We must study our 
erchandise, search out all desirable outlets for this mer- 
handise and plan our work so as best to utilize our time. 


We are the men on the firing line and it is upon us that 
he industry depends to go over the top. That is why 
we are “the most important men in the industry.” 


II—WHAT ARE THE IMPLEMENTS 
OF YOUR PROFESSION? 


In the previous chapter we emphasized the importance 
if “adapting engineering precision to distribution.” Per- 
haps the very terseness of this phrase tended to scare you 
but all it means is a little hard, straight thinking and 
study combined with a normal amount of common sense 
and the will to do. 


Just as the surgeon has his instruments, the lawyer his 
library and the mechanic his tools which he must learn to 
use skillfully before he can practice his profession or 
trade—so you, too, have certain implements which you 
must learn to use with skill if you are to rise. 


Price-book and Catalogues.—These are the implements 
of your profession. Watch the experienced jobber’s sales- 
man at work, see how deftly he flicks the pages of his 
price-book giving price after price with only a few. sec- 
onds’ delay. Watch him delve into his brief case, bring 
up the right catalogue and turn to just the page he wants 
in almost no time at all. It is impossible to over-empha- 
size the importance of being thoroughly familiar with 
these implements. The experience which an electrical 
contractor friend related to me brings out this point. 


This contractor was in the midst of an unusual rush 
of business and was pressed for time but had a sizable 
order waiting for some jobber’s salesman. It so hap- 
pened that the first salesman to call was a “cub,” a prince 
of a chap with an unusually likeable personality and rep- 
resenting a house of national reputation. But he was 
unfamiliar with his price-books and catalogues. It took 
him several minutes to quote on each item and some of 
the less common items he could not find at all. The re- 
sult was that the contractor could spare no more time 
ind dismissed the salesman without an order. 


A few hours later an old timer from a competitive 
house dropped in and the contractor again pulled out 
his list. Prices were quoted in a few seconds and when 
it came to an item of a rather unusual switch, out came 
he proper manufacturer’s catalogue from the salesman’s 
brief case and the several available types were thoroughly 
explained to the contractor in a very few minutes, with 
the result that the entire list—‘‘from soup to nuts” —went 
down in the salesman’s order book. 


“Any jobs I can help you land?” he asked. 


“Well,” said the contractor, “I’ve got a small factory 
that wants a ventilating fan but I don’t know what size 
they need. You probably can’t help me on this, I'll have 
to send for the manufacturer’s man.” 


“Most assuredly I can help you,’ replied the sales- 
man, “I got all my ventilating dope right here,” and 
he proudly patted his bulging (Turn to Page 94) 























E. T. ROWLAND 


OT LONG ago a salesman came to Mr. Row- 

land after his first few days on the road and 

said he felt “just dizzy.”” He had so many differ- 

ent items to sell and so many prospective cus- 

tomers to be sold that he couldn’t see how it was 
possible for any one man to do the job. 

So they “got down to brass tacks’ and talked 
over the importance of the salesman’s job, what 
qualifications he should have and how he could 
best go about his work. These thoughts Mr. Row- 
land has developed into series of articles that 
will be extremely interesting to those younger 
readers of THe Jopper’s SALESMAN who some- 
times get that dizzy sensation themselves. 

E. T. Rowland is now sales manager of the 
Southern New England Electric Co., electrical 
jobber at Hartford, Conn., with branches at New 


Haven, Bridgeport and Waterbury. 

He was born at New Haven, Conn., April 14, 1891. 
His academic education was unusually thorough as he 
graduated from Sheffield Scientific School, Yale Uni- 
versity, 1911, followed by post graduate work at the 
same institution with degree of Mechanical Engineer. 

The General Electric “Test” course at the Schenectady 
and Pittsfield works came next, followed by the General 
Electric Student Salesman’s course. ‘Then he became 
engineer, meter sales dept., General Electric Co. 

Successive positions that he has held, leading up to 
his present one include: Sales Manager, United Illumi- 
nating Co., New Haven, Conn.; New Business Manager, 
Continental Gas & Electric Corp., Omaha, Nebr.; Master 
Engineer, Senior Grade, 37th Engineers, (Electrical- 
Mechanical), Ist Army, A.E.F.; Mission to Belgium, 
War Damages in Allied Countries, American Commis- 
sion to Negotiate Peace; Appliance Specialist, New 
England Engineering Co., Waterbury, Conn.; Sales 
Manager, Southern New England Electric Co., Hartford, 
Conn. 

Mr. Rowland is a member Yale Chapter Society of 
Sigma Xi, Wooster Lodge No. 79, A. F. & A. M., New 
Haven; Hayes-Velhage Post American Legion, West 
Hartford, and City Club of Hartford. He is married 
and has one son. His favorite diversions are fishing and 
bridge and he is known to his friends among the trade 
as “Jack” or “E. T.” 
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This Bird Is 


a Go-Getter 


Why a Robin Is a High Power Salesman 
and Some Other Simple Lessons 


By COIT A. SMITH 


ELL, fellows, I just seen a big, fat robin making 
W a slaughterhouse out of our lawn, and, believe 

me, for single-handed destruction, he made Sam- 
son and his jawbone look like a bum. 

Now, a robin making the world unsafe for the Fishbait 
Family was no new sight for me, but I had never gave it 
the right attention before. All I want for my trouble is 
credit for discovering the only living thing on earth that 
has less chance of life than a 
pedestrian on Michigan Boule- 


SOME GUYS 
GETALL THE 
Luck! 


vard. 

Being as you already know 
how a robin operates, I have 
to tell you. First he cocks his 
good ear like the Victrola dog 
and tunes in on the subway 
underneath the grass, where 
the worms are staggering home 
from all-night parties. When- 
ever one of ’em comes up for 
air, Robbie starts a haymaker 
from between his shoulders 
and, Sock! it’s all over but the 
swallowing. 

It had just rained a cloud- 
burst and a couple of deluges, 
the sun had come out 
warm and reminded all the 
worms they would rather go 
fishing than home at that time 
in the morning, so my robin 
was finding the pickings extra 
good. It was just like you or me landing in a live burg 
and all the other salesmen died or missed their train and 
we would take the town to the cleaners for everything 
in the book. 

Well, I says to myself I will keep tab on this bimbo 
because he’s shooting under par and will probably break 
the course record. I was after facts and figures—holes- 
in-one, beak-power and worms per square yard. I got 
out the old opera glasses, which guaranteed a fme view 


ae 


“OO: 


then 


of every shot and the result. 

I says I will count each miss as a strike on him. When 
he aimed but refused to swing, I give him credit for 
judgement and chalked down a ball. Probably too low 
or wide of the plate. A small piece was a single, a half- 
portion a two-bagger and a full worm a home-run. In 
spite of the rain that made business good, I claim the 
final score was a knockout. Up to the time a dog scared 
him away this Big Bug and Worm Man from Old Or- 
chard went to bat 67 times and came through with 49 
hits—grand average, .731. Ha! Ha! Ty Cobb or Rog 
Hornsby wouldn’t give no more than their right eye to 
see them figures after their name! 

Now, maybe you think I’m cuckoo to say a salesman 


is anything like a robin. Shoosh! All that bird needed 


Se] 
oy ae 
gs 


WISH | WAS [faze : 
A AROBIN! fr _ 


The Lawn Was That Robin’s Territory And He 
Was There For Just One Thing—Business! 


to look like a real salesman was a price-book and a cig: 
The rest of his actions was identical with the boys th 
make big money and see their figures in black ink on! 
Yes, sir, that lawn was that robin’s territory, and } 
was there just for one thing—Business. He was a 
signed there by his sales manager, Mrs. Robin, who si! 
on the nest checking the orders and keeping the fuzz 
little stockholders warm under her tummy. Long 
everything’s Jake she lets Roi 
bie route himself and paddi 
his own canoe. But, like an) 
good sales manager, when he: 
man don’t make his hour) 
quota and the said stockholders 
is squalling for dividends, sl 
gets busy and tells him when 
to bunt, swing or wait ’em out 
Here’s why Robin is like « 
high-power salesman. First, 
there’s no lost motion. He can 
snare a dinner the size of a 
Kiwanis banquet and not waste 


ATTA BOY, | @ 
ROBBIE ! 
DON'T 

LOSE HIM! 


a dozen steps. Time is worms 
to him, so he’s on the job every 
And, Oh, boy! how he 
does The best 
looking lady robin in the neigh 
borhood could walk by when 


he’s teeing off and he wouldn't 


minute. 
concentrate ! 


give her a tumble. 


What’s more, you'll never 
see a close-up of no robin with tears dripping off his bill 
over bum credit, sorehead customers, too many cats in 
the territory or lost business. Sometimes he gets a worm 
stretched six inches out of the ground like a rubber band, 
then loses him with a snap. Does he stand there chew 
ing the fat and wishing he was a plumber or a bootlegger ¢ 
He does not! He kicks the mud off his spikes, hops to 
the next prospect and strikes harder after a miss. 

I said there was a lesson here, and what put the Under 
writer's Label on it for me was four sparrows which lit 
near the robin after I quit counting up on him. While 
he was taking the short cuts and packing in the tender 
loin at almost every step, these here sparrows was all over 
the outfield, getting fooled on BB shot and doing a days 
work for a few grass seeds. Also, they fought like cats 
and dogs all the time, ruining their digestion and scaring 
all the game away. Just a quartet of order-takers. 

Well, fellows, I’m on a diet and all I got here on my 
desk is a snifter of grape-juice, but I’ll make it taste 
like Johnnie Walker by adding a toast to a couple of 
regular guys—the red-vested robin and the go-getting 
salesman. 

More power to the both of ‘em! 

Harp Luck Sam. 
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How to Meet the Various 
“Fronts” of Customers 


A Jobber’s Salesman Who Is an Expert at 
Crashing the Gate Tells Some of His Methods 
By JOHN T, BARTLETT 


HAVE the reputation, with the management, and 
I among the salesmen of our company, of being an 
expert at “crashing the gate.” 

During the past three months, I have lined up as cus- 
tomers half a dozen dealers who, for years, have been 
considered “hopeless,” “impossible,” by boys regularly 
calling on them. One was John Dickens, Pike County 
dealer, a mighty good account, whom the traveling frater- 
nity here called the biggest crab in the trade of the state. 

Some of the boys think I have a gift. They compli- 
ment me upon my nerve. 

Now, nerve is exactly what I don’t possess in any 
greater amount than any other salesmen. My wife could 
tell a half dozen stories to prove that. The secrets of 
my success with hard-boiled, discourteous, hard-to-handle 
dealers is my understanding of “fronts”. I understand 
fronts several times as well as most salesmen. I have 
studied them and learned how to contend with them. 

There are some sales obstacles which are genuine and 
difficult. How can you sell a dealer already stocked up 
in excess, perhaps, of his needs for six months ahead? 
That is what I call a real sales obstacle. Fronts, on the 
contrary, are seldom bona fide obstacles. Once you learn 
how to crash them, you make sales. 





A front is a general defensive method, adopted by a 
dealer in much the same spirit which a salesman adopts 
general offensive tactics, such as the smiling demeanor, 
A great many dealers, I find, adopt fronts, because they 
are weak, just like the barking, rushing tactics of Joe 
Miller’s collie pup. As a boy I had fled in terror a dozen 
times from Miller’s dog, until one day, I ran into a corner 
and turned, terrified. I shall never forget my astonish- 
ment as the pup legged it, tail between legs, as I rushed 
it. 

I learned later that every barking dog in the village 
was a big bluffer. I had only to rush toward it, growling 
myself, and it would flee. 

Fronts! 

Every little while, I came on a growling, crabbed busi- 
ness man. Frequently, he has his employees in terror. He 
doesn’t talk, he grunts. Such men, I have found, almost 
invariably are like the bluffer pointing an unloaded re- 
volver at another. All the victim needs to do is to show 
disdain of the weapon, step in close, and the aggressor 
is disarmed. 

In a majority of cases, show the dealer with a front 
that you are not afraid of him in the least, and you have 
taken the lead in the situation. 





















































“‘One of the Fronts I Found Difficult to Deal With for a Long Time Was the ‘Very Busy’ Front” 
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i.—What jobber took a present to the King of Spain, 
and what did he take? (P. 54) 





2.—Who is the mainspring of a jobbing business? (P. 7) 


3.—Name the two large wiring-device manufacturers who 
have recently consolidated. (P. 134) 
4.—Why is a robin like a high-power salesman? (P. 10) 


5.—What large wire companies recently formed a merger? 
(P. 1382) 


6.—How many new laws are being enacted annually by the 
federal congress and state legislatures? (P. 70) 


~~ 


.—What are the implements of a jobber salesman’s pro- 
fession? (P. 9) 


oe) 


.—What jobber by the name of “Pierce” has a “Pearce” 
in its organization? (P. 52) 


9.—Who paid $1,000 for being “too busy too read?” (P. 6) 


10.—Can a radio operator work with a broken neck? (P. 17) 








“Quizzically” Speaking 





11.—What jobber’s salesman won four prizes in the July 
Summer Sales Prize Contest? (P. 3) : 


12.—What New England sales manager has started a series 
of articles in this issue? (P. 9) 
13.—What noted jobber almost became a lawyer? (P. 25) 


14.—Who is the new president of Robbins & Myers Co.? 
(P. 132) 


15.—How would you handle the customer with the “very 


busy” front? (P. 12) 
16.—Who is Jay Fitch? (P. 50) 
17.—What is a good way to sell high-profit merchandise? 


(P. 18) 


18.—Who is Marcus A. Curran and what important position 
has he taken with Bryant? (P. 138) 


19.—Who makes lamps out of the giant cactus? (P. 14) 


20.—Who is now general manager of the Lake States 
Gen’! Electric Supply Co. at Toledo? (P. 57) 








An electrical salesman requires the respect of a pro- 
spective customer, if he is to sell him to best advantage, 
and to keep his account. How can we have the respect 
of a dealer when, because he affects a stern, hard-boiled 
manner, we tremble in our shoes and show our fear of 
him? 

I have crashed the gate repeatedly simply by putting 
myself on a level with the hard-boiled buyer, and good 
naturedly staying there. It is not my practice, for ex- 
ample, to light a cigarette in a man’s office, unless I have 
his wish. ‘Two or three times the past year, however, I 
have unconcernedly pulled out a package of cigarettes 
and lighted one, simply to show my host that I did not 
stand in awe of him! 

More times than that, I have, deliberately, addressed 
him by his surname, less the “Mr.’—just so he would 
have tangible evidence of my feeling of equality. 

And on certain occasions I have used familiar terms— 
‘old man”, “old-timer”, “brother”, although I am _ not 
given to such familiarities generally—just to demonstrate 
the pointed pistol, the loud bark mean nothing to me, 
because I know they are bluffs only. 

I don’t want my readers to gather from this that I am 
recommending offensive familiarity. I am against it. The 
point I am getting at is that fronts in general are revol- 
vers without cartridges in the chambers. They are shams. 
Refusing to be cowed by them, an electrical salesman 
instantly wins the respect of the dealer. 

Once a salesman has learned that stern demeanor is a 
front only, in nearly every case, and that it is nothing at 
all to fear, he can cope with it. 

Good salesmen aren’t machines. Constantly they are 
adapting methods to the specific situation. The first 
time I met Bill Roberts, up in Chilson County, his treat- 
ment was so rude and offensive that I stopped short, 
paused, and then spoke thus— 

“Something doesn’t sit well with you this morning, Mr. 
Roberts. What is it? Don’t you like my looks? 








And I tried to throw in some good nature as I put the 
question. 

“I like your looks all right,” Roberts snapped at me, 
“but I don’t like the blankty blank house you represent!” 

There it was, right out in the open—the sale’s obstacle. 

I didn’t win Roberts on that trip. His antipathy to 
the house was too great. I did, however, establish the 
basis of personal good feeling. After two more calls, as 
a favor to me, he gave us an order! 

When a customer suddenly presents a crusty front, | 
make it a point to learn before the interview is out what 
the reason is. I ask him if everything is all right with 
the last order. I inquire about his personal affairs, in 
a general way, to bring to the surface the disturbing ele- 
ment. Sometimes, I will ask, point blank, what is on 
his chest. 

One of the fronts I found difficult to deal with, for a 
long time, was the “very busy” front. This bird seemed 
to have a perfect defense. 

I ask myself now whether the front is genuine or not. 
Is the dealer just stalling me, working me, or is he 
genuinely very busy? 

I have various tactics. I can say this—not nearly as 
much as once do I make appointments for a future hour 
in the day. 

A snapshot decision is necessary. On chronic offender 
pulled the dodge on me and I came back like this— 

“And I am in the same boat, Mr. Williams! I couldn't 
give you more than 10 minutes this afternoon on a bet!” 

And then I began to question him, rapid fire style, on 
his needs. My unexpected reply somehow “got” him. I 
didn’t carry away a great order, but a very good small 
one. 

Much more than I used to do, I ask dealers to conform 
to my convenience. A man has to be mighty careful in 
this, but where the customer relation is mighty strong, it 
is perfectly feasible frequently (Turn to Page 90) 
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Systematic Fishing for the 
Long-Profit Orders 


How the Fobes Supply Co. Teaches Its Sales- 
men That the Sale Is Not Always the Thing 
By F. E, DAVIS 


Sales Manager 
IN AN INTERVIEW WITH RUEL McDANIEL 


sale is not always the thing. More and more, 

according to F. E. Davis, sales manager of the 
Portland division, the company has realized that the size 
of the order and the actual volume of annual business 
are secondary to profits; and the firm has recently formu- 
lated a sales plan whereby pro- 
fits, rather than mere volume, 


Wi the Fobes Supply Co. of Portland, Ore., the 


the actual profits produced by his monthly sales.” 

So the Portland division of Fobes Supply Co. has just 
adopted a policy of working for profits first, volume 
second. 

The buying department made up a list of all items 
and opposite each set the margin of gross profit. These 
items were arranged in divisions 
to simplify the matter, certain 





is the Big Boss. 

For several years Mr. Davis 
was a salesman for Fobes Sup- 
ply Co. and he worked all 
through the field of selling to 
the desk of sales-manager, which 
job he took over about a year 
ago. Being able to see the busi- 
ness of selling from the view- 
point of the salesman as well as 
from that of the “‘office’’ was in- 
strumental in the adoption of 
the new plan of pushing long- 
profit items. Having been a 
salesman for years, Mr. Davis 
recognized the natural tendency 
on the part of the average sales- 
man, whether he was on com- 








groups or classes of merchandise 
carrying about the same margin. 
Now as new items are added 
to stock, they are given a classi- 
fication and take their place on 
the profit list. 

Every salesman has a list of 
all merchandise, showing him 
what the profit on each item or 
group of items is. That in itself 
is a constant reminder that he 
is really working for the com- 
pany to show a profit and not 
mere volume. 

The firm holds frequent meet- 
ings with salesmen, during 
which time Mr. Davis or some 
other executive goes over the 








mission or straight salary, to sell 
1 certain minimum amount of 
voods a month; and he recognized the fact that the big 
idea was to sell this arbitrary quota, regardless of 
whether or not the sales meant profit to the firm or not. 

“Of course every good salesman has the interest of the 
iouse at heart,” declares Mr. Davis, “but at the same 
time it is only human nature for any ambitious salesman 
o want to make a good volume showing. To beat the 
ther fellow’s gross sales, or to make his sales quota, if 
e has one, is naturally his first consideration; he hopes 
hat the house will make a good profit on everything he 
sells. 

‘We do not use quotas in the usual sense of the word 
iere. But whether a firm uses quotas or doesn’t, whether 
t pays commissions or straight salaries, every salesman 
ias at least an arbitrary quota to shoot at. If he is on 
ommission, he figures out about how much he sell each 
nonth to make the income he wants; if he is on straight 
alary, he has a pretty fair idea of about what volume 
s expected of him each month. . In either case there is 
in arbitrary quota, and each man strives for his quota; 
ind this quota is invariably set in volume figures, not in 


lists with the salesmen and 
discusses with them the vari- 
ous long-profit lines. The men are diligently shown that 
they are not working merely to show a large volume at 
the end of the month or year, but to make money for the 
company. They are shown that they cannot afford to 
take the line of least resistance and sell what items sell 
best, regardless of margin. 

“We of course must of necessity carry a certain stock 
which represent practically no net profit,” says Mr. 
Davis, “yet we carry it because we must complete our 
service by giving customers what they want. Obviously 
there is no point in the salesmen making any special 
effort to sell such lines, for there are some items that 
mean the more we sell of them the less money we make!” 

The margin of profit made on an article does not mean 
everything, however, in determining the force with which 
it is pushed, Mr. Davis points out. There are some lines 
which are so well and favorably known that they sell 
themselves, practically; and although they do not repre- 
sent the margin of gross profit that some other items 
carry, the net profit is sometimes really greater because 
of the lack of resistance confronted in selling them. This 
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O thousands of tourists passing through Arizona, 

and to many natives of that state, the giant cac- 
tus, silent sentinel of the desert, gives no evidence of 
being useful. But to Fred E. White of Florence, 
Ariz., they are a means of livelihood. For years he 
has fashioned many useful things from the cactus- 
wood by a process known only to himself and that has 
defied many imitators. Lamps, pin cushions, watch 
charms, inlaid wood and numerous other articles are 
made in his backyard work shop. He has discovered 
a process whereby he can plate some of the fine fili- 
gree work of nature with copper, gold and silver. 





His work ontiin & 11 awards at the World’s 
far as is known he is the only person in the world making such use of the many species of cactii—P. & A. Photo. 


Fair in 1893, and as 








condition is taken into consideration, obviously, in listing 
items and groups of merchandise to be pushed. 

“What we especially aim to do with this plan,” Mr. 
Davis continues, “is to focus the attention of the salesmen 
upon actual articles and actual net profits, rather than 
mere volume. When a man is working primarily to show 
a favorable volume figure at the end of the month, and 
he comes upon a moderately-sized customer who can be 
sold an extravagant order of some popular-selling article 
of merchandise because of the public demand or because 
of the customer’s weakness, he is likely to push this sale 
for all it is worth, even though it represents but a thin 
margin of profit for the house. By so doing, he commits 
In the first place, he has artificially puffed 
In the second place, by loading his customer 
with this one he eliminates the customer so far as 
his buying other, long-profit, The cus- 
tomer’s credit and buying power is limited; and when he 
goes near the limit on one item, he cannot buy a variety 


two evils. 

his volume. 
item, 
merchandise. 


of other stuff that represents a long-profit, until he has 
paid for this big, one-sided order. 

“The salesman who thus over-sells a customer not only 
injures his house but his customer as well. By selling 
the customer his credit limit on one line, he throws that 
man’s stock into one-sidedness; and a one-sided stock 
means that he will be unable to fill many calls for lack 
of a complete stock. The merchant is powerless to 
remedy the situation momentarily because he has already 
bought his limit of something which he did not have to 
have, in such quantities.” 

By talking to the salesmen from this point of view 
the company is accomplishing noticable results in the 
spreading out of its. sales over the proper profit items. 
Because he was a salesman for several years himself, Mr. 
Davis knows the workings of a salesman’s mind, knows 
how he likes to see his sales volume climb; and in know- 
ing this, he knows how to talk with the salesmen from 
the standpoint of profits rather than sales. 








Semi-Annual Meeting 
Electrical Supply Jobbers Association 


Book-Cadillac Hotel, Detroit 


Week of November 14, 1927 














September, 1927 


- . ‘ ee e Ba ie 
THE JOBBER'SfRJSALESMAN 


15 





cQUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Keep On Climbing 


Too Soon 


Existence is Like Climbing a High Mountain; We Never 
Know How Near We Are to Success Until We Arrive 


HAT “everything comes to him who 
waits” may be doubted; but there is no 


By DR. FRANK CRANE 


fore he tasted it, he set the cup down to get a 
handkerchief from the bedroom. Qn his return 


doubt that little comes to him who he found a great spider had fallen from the ceil- 


doesn’t wait. “Too Soon” might be marked 


over most failures. 
Giving up, just when 
the tide is beginning 
to turn, has been the 
source of innumerable 
defeats. 

A story was recently 
published in the news- 
papers telling of the 
suicide of a rich coal 
operator. His business 
had come to a crisis 
and his financial situa- 
tion was in a tangled 
state. He thought him- 
self penniless and 
could not face poverty 
so took his own life. 
The executors, when 
they had straightened 
out his estate, found 
that he was worth over 
a million dollars. If he 
had waited to know the 
worst and get the ac- 
tual facts all would 
have been well. Too 
soon he admitted de- 
feat. 

It is related that 


while Frederick the Great was living at his 
castle, Sans Souci, he went into his breakfast 
room as usual to drink a cup of chocolate. Be- 


ing into his cup. 

















Copyright, 1927, by Dr. Frank Crane 


He called for fresh chocolate, 


and the next moment 
heard the report of a 
pistol. The cook had 
been suborned to poison 
the chocolate and sup- 
posing his treachery 
had been found out, 
shot himself. The at- 
tempted assassination 
would never have been 
discovered had the cook 
not taken the worst as 
a foregone conclusion. 

Existence is often 
likened to climbing a 
high mountain. In the 
matter of knowing 
when to give up, we are 
like blind men crawling 
up the steep incline. 
We never know how 
near we are to the top 
until we reach it. 

We never know how 
near we are to success 
until we arrive. When 
the crawling seems 
steepest and the top 
farthest away, we often 
find, looking back, that 


we were just on the verge of the summit. 
Those who quit, never are sure whether they 
are near or far from their goal. 





An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, | y 
Jobbers, on Market and Price Conditions for 22 Key Products 








COMMODITY 


EASTERN STATES* 


CENTRAL STATES* | 


WESTERN STATE: 





MARKET PRICES 
July 15 to General 
Aug. 15 Trend 


MARKET PRICES 
July 15 to General 
Aug. 15 


MARKET PRICE 
July 15 to Genera 











Aug. 15 Trend 
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Transformers, insulators, distribution equip- 
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Motors and control apparatus 











Safety switches 





Wiring devices 
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Conduit and fittings 
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Commercial lighting units 
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Residential lighting units 
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Street lighting equipment 
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Heating appliances 








Motor-driven appliances 
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Flashlights and batteries 
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Telephone equipment 
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Storage batteries 
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ALL 22 LINES COMBINED 





duly 46—Amg: 1554001 os os icccns wena he 
June 15—July 15, 1927 
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5 ees 





EASTERN STATES 


Good | Fair | Poor 
Sainte Bee Wana 
| 48% | 32% 

a 


81% _|_ 80% 


20% 


26% | 53% | 


21% 


CENTRAL STATES 


WESTERN STATES 
Good | | 











| 
AT% | 35% 


32% 











48% | 29% 


25% 





39% 





*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama, 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, 


Oklahoma and Texas; Central States all between. 
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“Talking Back” was the order of the day in Los 
Angeles recently at the annual convention of the 
Progressive Chiropractors. Some industries have all 
the luck for the girls entered in a “perfect back” 
beauty contest in that city decided to have their 


















































spinal columns x-rayed to determine 
if said backs would “* stand up” un- 

der the inspection of the contest 
§ judges. The top photograph shows 
Miss Marie Stanley under the light 
: surrounded by internes or what have 
» you. In the close-up Dr. Howell, 
president of the association, is get- 
ting some inside information of the 
back of Ruth Hurschler. In case 
anyone has noticed or is curious 
about the machine, it might be added 
that it produces Roentgen Rays. 
Now read the caption on the right 
if you are interested in contrasts. 
Upper Photo by Herbert, lower, 


oy BP: & A. 
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| Pictorial Review of Electrical Developments 






Below is a public telephone for which there is never a 
waiting list. It is located on a buoy spar, in Dorchester 
Bay, and it connects by direct line to the U. S. Life Saving 
Station close by on shore. It is the only phone so located in 
New England waters. It would be a tough break to swim 
out to phone the “Mrs.” that you were taking a nice order 
and would be a little late for dinner—then find you had to 
use a Slug. 


If you think Lindbergh has grit (and he has) read this 
one: The distinction of being the only licensed radio opera- 
tor with a broken neck belongs to Merrill V. Beagle, of 
Rosemont, Va. He recently passed the government exami 
nations for first class operators. Beagle was part way 
through a course at the Loomis Radio College when his 
neck was broken in an auto accident. Beagle wearing a 
steel and leather body brace has returned to complete his 
course. Photo by P. & UA. 
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The “Wireless Airplane” has arrived! Dr. George K. Burgess, 
director of the Bureau of Standards, and Dr. J. H. Dellinger, 
chief of the radio laboratory of the bureau and other members 
of the laboratory staff, are seen examining the airplane at College 
Park, Maryland, which is guided exclusively by radio waves. The 
course of safety is automatically indicated by vari-colored lights 
flashed on the instrument board.—Photo by Harris & Ewing. 


q eee 


Illness mothered this invention:—Seven years’ illness left F. M. Durkee 
of Brookline, Mass., too weak to push a lawn mover, so he mounted the 
motor of an old vacuum cleaner on a flat axle, connecting it to a couple 
of toy cart wheels. Through holes, which he bored in the axle he ran shafts 
about four inches long and three eighths of an inch in diameter, and at the 
tops of these shafts he put pulleys and connected them by a sewing 
machine belt to the shaft of the motor. Then he placed thin discs on the 
bottoms of these shafts, and bolted safety razor blades to the discs, and 
with the completion of his work, he had an electric lawn mover. From the 
rough model he devised an improved machine.—Photo by Herbert. 





Kept in a dark room from noon unt 
seven o’clock in the evening, Master Cardi- 
nal, famous rooster of radio. station 
K.M.M.A. of Clay Center, Nebr., is brought 
into a very brightly lighted room. The 
rooster, evidently thinking it is morning, 
lets out his call into the microphone near- 
by, and listeners-in know it is seven 
o'clock. Some wit wrote on the margin 
of the original picture “that’s a heluva 
life for a rooster.” And come to think of 
it, it is—Photo by P. & A. 


‘ 


rawous 
DOUBLE DOLLAR 60) 
marerews Coos 


are 
EGGS Orne Meee e 


America’s $31,000,000 importation of tea 
is controlled by the tip of one human 
tongue. The sovereign possessor is George 
F. Mitchell, supervising examiner of the 
United States Tea Control Laboratory. It 
is his duty to determine by taste whether 
tea offered for import to this country meets 
federal standards for approximately 2,000 
grades, kinds and varieties.—Photo by P. 
& A. 


Above:—Just a good-looking group of Broadway show girls who welcomed the “Crosley Stork” to New York when the 
National Air Tour flyers arrived at Curtiss Field. The “Stork” bore the latest Crosley radio receiver to New York. 
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1-X-Ray reflectors are 

the best product that 
scientific research, skilled 
workmanship, and finest 
of materials can produce. 


2 -X-Ray reflectors are 

made by an organiza- 
tion whose success is based 
on more than 30 years of 
healthy growth and sound 
financing. 


3—-Curtis Lighting, Inc., 

is national in scope, 
having sales engineers in 
all large cities, and subsid- 
iary companies in New 


York and Los Angeles. 


4-X-Ray reflectors are 

the pioneers—they are 
the only silvered glass re- 
flectors that for 30 years 
have been considered 
“Standard for Show Win- 


dows.” 


—All X-Ray reflectors 
are insured against de- 
fect in workmanship and 
material. The good name 
of a large and responsible 
organization stands be- 
hind them. 


—The Trade Policy of 
the manufacturer of 
X-Ray reflectors protects 
the dealer and jobber at 


all times. 


CURTIS 
LIGHTING, Inc. 


1119 W. Jackson Blvd. 
CHICAGO 


New York— 

31 W. Forty-Sixth St. 
Los Angeles— 

3113 W. Sixth St. 





























The Curtis Building, Chicago, 
houses the factory and main offices of 
Curtis Lighting, Inc. 
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Time Savers—Both &° 
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Brilliant feats of aeronautical achievement, such as Col. 
Lindbergh’s flight to Paris, pave the way for the more practical appli- 
cation of every-day air service. 


Advertising campaigns are in themselves brilliant affairs but 
they merely pave the way for the practical follow up, and closing, by 
the salesman. 


The three-time savers: Aeronautical feats—advertising 
campaigns—the salesman. All important to accomplish an end. 


The practical application of an industry, the merchandising 4 

of a product, lies in the hands of those whose every-day efforts are 

applied along the lines of their profession. True—the brilliant feats, 
tthe advertising,—help, but before the public will accept a thing as 

a fact, as practical, it must be proven so. The salesman that is ever 

ready to grasp these facts, the aids that are thrust before him will be 

successful; providing the product is right. 


We know that KONDU is right because the leaders of 
every industry are large users of KONDU. 


Over 3500 recognized leaders in their lines ue KONDU. 
Is this not proof that the product is right? 























ERIE MALLEABLE IRON CO. 


KONDU DIV. ERIE, PENNA. 
OFFICES IN PRINCIPAL CITIES 
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KONDU THREADLE 


Photo above shows the back of a 
heating control panel for a large 


radio broadcasting station. 


The cutting of 40 threads was 


eliminated on this panel 


At the left is a view of a control 
panel in a large western cold 
storage plant. Neat, isn’t it? 

103 threads eliminated on this 





unit. 


This means a great Saving in 


money. 
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eA COMPLETE LINE 


Quality through and through 


Standard Electrics “have everything”. 
The line is complete—electric ranges 
for every purpose; big, heavy-duty 
ranges, for hotel, club and restaurant 
kitchens; domestic ranges to fit the 
needs of large or smaller homes; special 
types for apartments, adapted to the 
new compact kitchen with built-in fea- 
tures. There’s everything for you to 
work with—including the Standard 
reputation for quality materials and 


For 
multiple sales 


Standards for apartments run into 
volume business. Here’s one of the 
most popular — No. 423S — shelf 
type. Oven aluminum lined; Pyrex 
glass door panels. Equipped with 
convenience outlet for attaching any 
electrical appliance such as toaster, 
percolator or waffle iron. A beau- 
tiful Standard Electric typical of the 
quality that characterizes the who'e 
Standard family of electric cooking 
devices. 





workmanship. Recognizing 
the importance of the job- 
ber’s salesman in the Stand- 
ard success, we should like to place full 
information in your hands—facts ot 
interest to any man concerned in the 
great and growing field of high-grade 
electrical merchandise distribution.— 
Why not ask for it? 


» . 


Standard Electric Water Heater 


Ask for folder which fully describes this important, thor- 
oughly-tested Standard device with a real selling field. 








The STANDARD ELECTRIC STOVE Company 
TOLEDO - OHIO - U:S:A 


Standard 


ELECTRIC RANGES 


“Standard quality has never been questioned” 
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Representative Jobbing Establishments 


William Davis Hawk, Kingston, New York. 





FIXTURE SHOW ROCK 
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Harry Byrne 


President, North Coast Electric Co., Seattle, Wash. 
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MEN YOU SHOULD KNOW 


Harry Byrne 


the North Coast Electric Co., Seattle, are exceeded 

only by his modesty and reticence to talk about 
them. He is an admirable conversationalist—except when 
you want to talk about Harry Byrne! But because of his 
hesitancy in talking about himself and the things he has 
done for the electrical jobbing industry in the Pacific 
Northwest, the story of his ac- 
tivities makes all the more 


FE HE accomplishments of Harry Byrne, president of 


President, 
North Coast Electric Co. 


Mr. Crosley’s office where he believed he could gain addi- 
tional law knowledge and experience faster if he went to 
Chicago; so he went to that city, armed with a dozen let- 
ters aimed at securing a position in some Chicago law 
office where he could continue the study of law. But he 
never did use those letters. Young Byrne tried to make 
himself believe that he wanted to be a lawyer, but down 

deep in his heart he wanted to 





worthwhile reading. 

Mr. Byrne’s activities, so far 
as the North Coast Electric Co. 
and the Pacific Northwest are 
concerned, began 15 years ago 
when he and his family came 
on something of an adventuring 
trip to Oregon and Washing- 
ton, from New York City, 
where Mr. Byrne was on leave 
of absence from the Allis-Chal- 
mers Manufacturing Co. 

But the story of Harry 
Byrne and what he has done 
in the electrical industry go a 
long way back of that. In fact, 
the electrical field ruined what 
doubtless would have been a 
good lawyer, when it lured Mr. 
Byrne into it. 


Byrne also 





He Built a Business 


HIS IS the story of a law- 

yer gone wrong when he got 
the electrical bug. With an un- 
dying desire for knowledge of 
the electrical industry, Harry 
had an 
strong ambition to have an elec- 
trical business of his own. How 
he went about getting the busi- 
ness and then building it up is 
an interesting story though hard 
to pry out of him, for he is not 
given to talking of himself. 


get into this strange new elec- 
trical industry that was just 
beginning to shape itself. He 
told himself that he would go 
around to the office and plant 
of the Western Electric Co. 
and watch them work. They 
offered him a job, and he took 
it “until something good turned 
up” in some law office. Well, 
that law job has not as yet 
turned up! 

In 1900 the Western Elec- 
tric people sent Mr. Byrne up 
to Milwaukee in charge of that 


equally 


district, selling machinery and 
supplies. Here he gained sell- 
ing experience which was des- 
tined to be of so much value 
later. But he liked the appa- 
ratus field much better than that 








Back in 1892 he was an of- 
fice boy in the law office of 
Powell Crosley, father of the present radio manufacturing 
company’s head bearing that name. Mr. Crosley was a 
successful lawyer, and young Harry was holding down 
the honors of office boy while studying law in his spare 
moments. Law was to be his career. 

He had not been there long, however, when the owners 
of the building in which the office was located had it elec- 
trified. If the truth were known, it is probable that 
some of the routine duties of office boy went over till some 
other day, while young Byrne followed the workmen 
‘round, from floor to floor, and watched them make the 
\arious installations, put in the wiring and so on. By the 
time the electrical equipment was completely installed 
this embryonic lawyer knew enough about electricity to 
change fuses when one burned out and make other minor 
djustments. It was not long before the building owner 
vas calling upon him regularly to make emergency repairs. 

In those days electricians were scarce indeed. Not long 
fterwards a theater in Cincinnati installed new electrical 
quipment for the stage, and young Byrne not only 
atched this being done but showed so much interest that 
e was hired to go over there in the evening and operate 
ie footlights, the “lightning” machine and other electrical 
pparatus for creating “atmosphere.” His favorite duty 
as the creating of “storms.” 

Three or four years later he had reached a point in 





of selling machinery and sup- 
plies; and when he had an op- 
portunity to go with.the Bullock Electric Co. and work 
out of the Indianapolis office, he took it, managing the 
consolidated office of that company and Wagner Electric 
Co. 

When about a year later Bullock was taken over by 
Allis-Chalmers, he went to the Chicago office, remained 
about a year and then was transferred to New York, from 
whence he covered the United States and much of Europe 
in the interest of Allis-Chalmers. It was on one of his 
western trips for this company that first Mr. Byrne be- 
came interested in the Pacific Northwest. 

Obviously Harry Byrne was ambitious. The chronology 
of his experience to this point proves that. First of all, 
he had an undying desire for knowledge of the electrical 
industry; and it was his aim to own an electrical business 
sometime.. For four or five years prior to his coming to 
Washington on leave there had remained constantly in his 
mind this desire for ownership. Everything he did he 
made a step in that direction. 

In Seattle Mr. Byrne found what seemed to him the 
very concern he wanted. It was a small, though old-estab- 
lished electrical jobbing company. He immediately began 
negotiations for it. It was not the size of business he had 
planned to head, but it was a nucleus. One big reason 
the North Coast Electric Co. has attained such rapid 
growth, without a doubt was the (Turn to Page 84) 
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Milner Forms Jobbing Com- 
pany in Cleveland 
George F. Milner, some years ago 
sales manager of the Erner Electric 
Co., Cleveland, and later in the ap- 
pliance business, has formed a com- 








pany to do an electrical jobbing busi- 
ness in that city under the name of 
the Milner Electric Co. of Cleveland, 
The address is 3060 Superior 
him is 


Inc. 
Ave. Associated with his 
brother—J. A. Milner, vice-president 
S. F. Kitchen is pur- 
They handle general 
supplies, and fixtures, 
covering part of the state of Ohio. At 
present two city, 

country and two counter salesmen. 

* * * 


Barrett Buys Out Cleary 

The Barrett Electric Co. of St. 
Louis has bought out the Cleary Elec- 
tric Co. of the same city. The set- 
up now at Barrett is: W. S. Barrett, 
president; J. P. 


and secretary. 
chasing agent. 

appliances 
there 


are one 


Cleary, vice-presi- 
dent; K. Watson, secretary, and J. H. 
Gerhardt, This 
should make a strong combination. 

* * 


* 
Graybar Fort Worth Branch 
A new branch has been opened by 

the Graybar Electric Co., at Fort 

Worth, Tex., in charge of A. K. Siebe. 


purchasing agent. 


$ 


William Davis Hawk of Kingston, N. Y., has an exceptionally 
up-to-date electrical jobbing establishment, some pictures of 
which are presented elsewhere in this issue. 
They are live ones. 
Reading from the left: Ed Cyr, truck driver; R. T. Fuller, 
credit manager; Louis Kegler, salesman; W. F. Clarke, mer- 


the organization is on his or her toes. 
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Portland Jobber Reorganized 
Spencer F. Fearon, Inc., is successor 
to the Eastern Electric Supply Co., 
45 Market St., Portland, Me. Spen- 
cer F. Fearon is president of the com- 
pany, which does a wholesale business 
in electrical supplies. 
* * # 
News from North State 
The North State Electric Supply 
Co., Raleigh, N. C., has added 200 
square feet of floor space to its present 
warehouse. 
H. M. 
Westinghouse safety switch quota by 
more than any other salesman in the 
Atlantic district so he was awarded a 
trip to the Westinghouse switch plant. 


Sutherland exceeded his 


The company has just been ap- 
pointed distributor on the following 
Majestic 


lines: Cunningham tubes; 


eliminators; Newcombe-Hawley _ re- 
producers; Frink window reflectors, 


and Matthews anchors and_ switches. 













ye 
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And every one of 





chandising manager; C. 
bookkeeper; William Davis Hawk, president; Marie Rimm, 
secretary; Martin Haefele, salesman; Frances Lennox, purchas 
ing department; E. C. Almquist, Belden Mfg. Co.; James Aiken. 
salesman; N. Cranston, shipping clerk; John Conlin, counte: 
salesman; Richard Shortell, stock clerk. 


Brown & Hall Add to 
Warehouse 

The Brown & Hall Supply Co., s 
Louis, Mo., has acquired the two stor 
building on the west of its prese: 
location and additional warehous: 
space on the opposite side of tl: 
street. This arrangement gives tli 
company the equal of three floors t) 
its present building. 

On August 2, the fourth annual At 
water Kent dealers convention for tl 
Missouri and Illinois territory was 
given. This meeting, which was held 
at the Chase hotel, was attended }) 


500 dealers. 
* * * 


Fixture Exhibit at Chicago 


in June 

There will be a national exhibit ot 
lighting equipment next year and it 
will be held in Chicago. This was 
decided at the mid-summer conventioi 
of the Artistic Lighting Equipment 
Association held at Atlantic City in 
June. It was the general opinion. 
however, that attendance at the exhib 
it would be greatly increased if this 
event were scheduled for one of the 
summer months instead of being held 
in January, as heretofore. It was. 
therefore, decided to hold the exhibit 
in June, 1928. 








Atkins, salesman; Freda Thurin. 


Ss. 















“eptember, 1927 THE JOBBER’S SALESMAN 27 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Sell 


Garages 
in 
September 





XPERIENCED jobbers’ salesmen will make a 

drive during September on the “Buffalo 

Breezo” business available to them from 
garages. 


No other class of user should be so easy to sell. 
Carbon monoxide poisoning is deadly, and a running 
engine plus lack of ventilation has been the cause of 
many deaths. 








Cars will soon be driven in for overhauling, doors 
will be closed against cold, and as a consequence 
garage owners will be in a most receptive mood for 
a story on proper ventilation. 





Seek out the prospects now. If you are unable to 
figure the proper size fan to recommend, send us a 
sketch of the garage together with dimensions and 
we will help you land the order. 




















Push the sales of Buffalo Breezo Fans to Garages 
in September. It’s a sure bet for increased business. 

















Buffalo Forge Company 
201 Mortimer Street Buffalo, N. Y. 


In Canada: Canadian Blower & Forge C6., Ltd., Kitchener, Ont 


“BUFFALO 
BREE ZO” 
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Porcelain sockets in the pull-chai; 
hey, keyless or push-button types— 
also surface switches—a complet: 
line for basement installation.C-H 
Wiring Devices are neater in ap 
bearance, easier to install and 
carry the reputation of the C-H 
Trademark. 





























added profits to you 


HE modern home, literally from cellar to garret, needs 
wiring and plenty of it. So much the better for you as an 
electrical contractor. 


And it’s to your vital interest to see that it gets all it needs! 
Too often today the wiring conveniences built into the home 
prove inadequate after the home has been occupied for a short 
time. Multiple plugs, cord extensions and other expediencies 
are resorted to, to meet the ever-increasing electrical demands. 


CUTLER 


Modern Wiring 
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3ELL COMPLETE CONVENIENCE “. BUILD GOOD WILL 

















Typical Examples from a Complete Line 
Approved by the Underwriters 





How much better to get full provision into the origi- 
nal specifications!—how much better for the architect’s 
reputation—for your own! Then too, you'll be able to 
do a better job and make more money. 







C-H Porcelain Sockets 


ee — 





Take the modern basement—here’s a real chance for 
progress in home wiring. 


The age of better basements 


Basements today are coming into their own. Every- 
one is boosting their improvement. Oil-burner manu- 
facturers, linoleum manufacturers—everyone with some- 
thing to sell that can be used to “dress-up” the basement. : 
The switchmechanism of theC-H Porcelain Socket 


You have the most vital product of all—electrical is strong and positive. Ihe construction through- 

. . : out is rugged to withstand years of service. A 
convenience, for light, for tools, for appliances of every single center screw saves time in wiring and in- 
d a oe terchange of caps and bases is possible. Made in 
escription. the key, keyless, push-button and pull-chain types 


Approved by the Underwriters. 


Cash in on it 


Urge upon the architect or owner more adequate 
wiring for the basement—more duplex receptacles where 
only single receptacles are provided in the specifications. 
Call attention to the fact that there’s a complete C-H 
Line of wiring devices designed to bring the same elec- 
trical convenience to the basement that the rest of the 
house will enjoy. 


C-H Duplex 


Receptacles 





Help eliminate the dark stairways by placing three- 














way switches top and bottom. Point out the refine- ey 9 a 
) ment and convenience of the C-H Door Switch that fits ine moulded Thermoplax—unusually 
bo ° ill b ° ed strongand shallow. Large binding posts 
any type of box. Your suggestions will be appreciated— uke teeiiies eam. 
you’re the man who knows wiring devices and where 
. they belong. C-H Push Button Surface 
And the architect and builder knows, as you do, that Switches 
the C-H Trademark stands for quality—that you can paterson ect a 
build C-H Wiring Devices into the home with confi- Tuassk tgeriowie om 
dence—that the client will accept them on the reputa- Light, ond duck festons 
tion of the trademark and enjoy years of unfailing elec- sitions. "The CAH 4103 ts 
trical service. Your jobber can supply you. a 
q by the Underwriters. 





The CUTLER-HAMMER Mfg. Co. 


Pioneer Manufacturers of Electrical Apparatus 


1213 St. Paul Avenue 
MILWAUKEE, WIS. 


AMMER 


CNecesstttzes 
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Ross D. Takes a Vacation 


Well, Me, i says to myself after 
workin hard a whole year chasin ad- 
vertisers an such that i ought to have 
a vacation or sumthin. Well, i puts 
this up to the boss and to tell the 
truth, Me, he dont manifest a heluva 
lot of enthusiasm but says if I'll call 
on a few jobbers an advertisers on my 
trip i can take the time! 


So me an the Missus we oils up the 
new bus and starts off. Well, we 
goes first to Rockford, Ills., and drops 
in to Elec. offis. 
They got it fixed up swell now. I 
asked for 
sales manager but he was out doing 


Swords Co.’s new 


my friend Martin who is 
whatever sales managers do when they 
aint in there offses and Mr. Swords 
was out and Mr. Smith he was out but 
i met a nice young man named Haw- 
kins i think he said his name wuz and 
he gives me a few remarks as to how 
business wuz an the way that bunch 
all there with all the 


wuz workin 
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bosses out they should hav no kick 
comin on business. 

Well, we beats it on up to Madison, 
Wis. and tries to see Bill Muehl who 
is the boss of Crescent Elec. Supply 
Co. there but Bill must have had in a 
heavy customer or somethin cause he 
couldn’t see me an it was Saturday 
anyway so I drops over to see Mr. 
Ramsay who runs the French Battery 
Co. and we chewed the fat a few min- 
utes regarding politics an a few things 
in general an i figures the Missus must 
be up by that time so i beats it. 

Well, the nex stop wuz La Crosse, 
Wis. and i drops in to see Mr. Brind- 
ley of W. A. Roosevelt Co. there. We 
discusses things in general and special- 
ly whether Wisconsin will tie its usual 


can on the U. of Chicago football 
team this fall. You know, Me. that’s 
the game that your boss Henery 


Young usually buys hisself a suit uv 
close or somethin on me each year! 
Well, Mr. Brindley sez he aint got no 
complaint regardin bizness, that the 












HOSE of you in the Far West can 
be on the lookout for Coit A. Smith, 
otherwise known as Duke Smith, alias 
“Hard Luck Sam.” He is on his way to 
see you. He has two ambitions in life— 
one to write up the best stories, and get 
the best news notes and snap shots possi- 
ble of western jobbers and their salesmen. 
The other is to get the most subscriptions 
to Tue Jopper’s SaresMAN that the ter- 
ritory will supply. Your co-operation in 
helping him to realize both of these laud- 
able ambitions will be appreciated. We 
are running these pictures so that you will 
know him at sight. If you are camera shy 
he will get you anyway with the Graflex. 


The dog will not accompany him as the 
dog works in “vodeville” and cannot get 
away to make the trip. 

Duke starts in at Denver, then goes to 
Salt Lake City, San Francisco, Portland, 
Seattle, Vancouver. Then, if you are not 
kind to him he will work his way back 
according to a schedule regulated by the 
freight movements. On the other hand, 
if you are kind to him, and many sub- 
scriptions come in, he will be shipped 
back a la carte on the best trains. 

Seriously, we wish to get a lot more 
news than we have been getting about 
the doings of Pacific Coast jobbers. When 






Smith comes in to see you please, as the 
saying goes, “loosen up” and tell him a 
lot. 


‘ 


boys is all workin hard and thin, 
coming along well. Sed he had jus 
had a nice meetin of his radio dealer 
an things luk fine fer a plumb gu 
seazon. 


Well then we beats it fer the Twi 
Cities. About 90% uv the jobbers u), 
there was away to the assn. Island 0) 
sum where. Bill Jockers wuz away 
from the Great Northern Electric Ap 
pliance Co. which is what he calls th 
St. Paul Electric Co. now but Mr 
Smith who runs the radio dept. passed 
Well, 
Messrs. Thomas an Mample of N. W. 
Elec. Equip. Co. of St. Paul, they wuz 
both away but Mr. Ritter sees me and 
we discusses politiks and_ business 


the time uv day with me, ete. 


conditions. He sez crops an condi 
tions all luk good out that way an 
that the great N. W. should do some 
Mr. Ritter is a 
fine man an he aint a hard boiled pur- 
chasing agent like Bill Thompson of 
Northland Elec. Supply, Minneapolis 
an sum others i mite mention in pas- 
Bill Holdorf of Graybar, St. 
Paul, wuz in an made his usual kicks 
about my ability to take pitchers, etc! 
C. M. Price of Price Elec. he wuz out 
to. All I cud figger, Mc, wuz that 
some wun up in the woods wuz about 
to buy 10 lbs. of tape or somethin an 
all these bosses were after it or goin 
fishin, anyhow they wuznt at their 
offises ! 


real business this year. 


sin! 


Mr. 
Nebelthau of Peerless wuz up at the 
Island but i says wie gehts to Mr. 
Carlson the hardworkin Treasurer and 
tries to borrow four bits from Paul 
Roney. Mr. Carlson says things 
looked good an collections cud have 
been a lot worse. Chatted a few 
minutes with D. E. Ford of North- 
land Elec. Supply Co., he seemed 
pretty optimistic but he generally is, 
you dont ever find no crepe hanging 
around that house, even Bill Thomp- 
son 


Same thing in Minneapolis. 


cheerful ! 
Martin Buehler of Graybar wasnt 
down that morning having been out 
on a big deal with Frank Swazey of 
New York who wuz visitin the house. 
Mr. Wilkinson wuz there an he said 
fishin an huntin wuz gud an inquired 
what i called a vacashun anyway! i 
said i always worked on my yacashun 
but i didnt get away with that with 
him cuz he knew me too well when i 
worked with Western Elec. Co. which 
is whut they used to call Graybar you 
remember, Mc! 


being more or less 
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A Quality Cleaner — Popular Priced 
Backed by a BIG Advertising Campaign 
A Real Opportunity for Live Jobbers 


to make BIG Money 


JEWEL 
$4475 


{Includes 8-piece 
set of attachments } 









iullalinly 


PUTT Loe 
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The Clements-Jewel 
advertising cam- 
paign starts in Sep- 
tember in the states 
of Illinois, Wiscon- 
sin, Indiana, Michi- 
gan and Iowa, and 
will be extended into 
other territories soon 
as possible. Strictest 
jobber policy will 
prevail. You are in- 
vited to join us and 
participate in the 
plan. Write for de- 


tails today. 
vane 


CLEMENTS MFG. CO. 0625 Fulton St., Chicago, III. 
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Well, i finally found a boss home! 
Mr. Stephenson of Sterling Elec. Co. 
wuz in an we had a great chat over ol 
times. Just any of you manufacturers 
salesmen who can catch Mr. Stephen- 
son when he feels like reminisinsin or 
however you spel it, Me. an you will 
sure spend an enjoyable few minutes. 
Didnt see Ernie Lindquist, he wuz out 
to as wuz Henry Espen of Ensign 
Kise. iCo. 
things wuz all right. 

Mr. Goldsboro of W. S. Nott Co. 
wuz away but Lee Atherton and Mr. 
Cooley seemed happy enuf so business 


Mr. Ensign, however, said 


must be gud there. 

Kondishuns luk mighty fine for a 
big year in the northwest, Mc. and 
these boys are all entitled to it. They 
are all live wires in the Twin Cities 
and good fellows. There seems to be 
mighty lil ‘cut throat” kompetishun 
up there too. Its a good plaise, Me. 

Well, to run on an on an on as yer 
boss sez, Mc. we leaves the next day 
for Ioway, beatin it rite thru Minne- 
sota to Mason City where we stopped 
to give Julius Andrae Co.’s branch the 
Found Jay Fitch the 


manager away as is the quiet lil habit 


up and down. 


of mgrs and sales mgrs in that part 
of the country but Mr. Bast an gang 
inkludin the great Shorty Hoare gives 


us a fine welcome. Mrs. Hilda Mc- 
Grath who is the hansome lil lady in 
the pitcher you see elsewhere in the 
book somewheres comes out and chews 
the fat with the Missus while i asks 
Mr. Bast all about it an such. 

We then beats it for Des Moines an 
when we arrives in town we spends an 
hour or two tryin to find the hotel as 
they apparently dont put no names on 
their streets but we finally meets an 
ol konfedrit soldjer or somethin an 
he tells us the dope. 

The next day out we starts huntin 
up jobbers. We goes to Larry Bod- 
kins place, he calls it the Elec. Con- 
tractors Supply Co. Larry aint there, 
out doin somethin and the rest of the 
bunch wouldnt let me take no pitchers, 
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they wuz all too busy or too modest 
somethin.“ Evidently modesty is , 
grate karakteristic (is that spel: | 
rite, hey Mc) of Iowa electric fol , 
because Mason City wuz the on 

plaise i cud get any pitchers an t! 

Andrae bunch there must all ha, 

kum from Wisconsin! 

Well, I beats it over to Midwe- 
Elec. Co.’s place, Mr. Melton the ney 
manager he aint in but i passes tl 
kompliments uv the season with M; 
Robel who says there no noos outsid: 
of the fact that business is good a: 
gettin better which is enuf 
hey Me? 

Drops in at the House of Downing, 
Mr. Downing, according to Mr. Ross 
(that’s a fine name, hey Mc?) being 
up at Lake Okeebogee (Or somethin 
like that taking a kind of vacation. 
Mr. Ross sez business prospects al! 
looked gud. 

Dropped in to Brown-Camp Hard 
ware Co. to say hello, but Mr. Brown, 
Jr. who runs the elec. dept. wasnt 
around so there you are again. The 
Graybar manager he also was out and 
then i weaves over to the Collins Elec. 
Co. Mr. John Collins wuz there but 
Mr. Ed., who according to John does 
all the work around the place, he wuz 


out too and there you are again! 
(Turn to Page 37) 


noos, 


These interesting pictures show the Allen Electric Co. of 
Cleveland—its personnel and place of business. The center in- 
sert is President H. W. Allen. Incidentally, he is of the oldest, 
in point of years in the service, among the electrical jobbers 
of Cleveland. 

In the group at the left are the boys who bring home the 
bacon. From left to right: Ralph Restow; J. Friedel, sales 


manager; A. F. Gruggle, lamp specialist; Zahn; H. W. Allen: 
J. J. Greenway, and R. F. McDowell. 

In the right hand group are: standing from left to right. 
Pearl Olm; Ralph Restow, who always wears a smile; Mis: 
Waldheger; Miss Crebbin; H. W. Allen; Wm. Schneider. 
shipping clerk; Fred Volna, who delivers the goods. Front row 
J. Freidel; A. Gurgle; Zahn; R. McDowell, and J. Greenway. 
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four greatest opportunity 


‘Jor Big Socket Power Profits 


ADE for the millions - + - priced 

for the millions -- + the Raytheon- 
equipped Sterling Model R-81 presents 
brand new sales opportunities found in 
no other Power Unit. 


Lowest Priced Raytheon Model 


At $28.50 complete, it is the lowest priced 
genuine Raytheon-equipped Socket 
Power on the market today. Life tests 
have proved beyond question, that the 
Raytheon BH Tube[{125 mils—300 volts} 
holds its voltage. The Raytheon “Seal 
of Approval” is every dealer’s guarantee 
of permanency. Add to this the advan- 
tages of Sterling quality and low price. 


Operates up to 8 Tubes 


R-81 incorporates the Sterling feature of 
perfected voltage regulation enabling it 
to provide exact “B” current for the big 


majority of radio sets using up to 8 tubes 
including power tube. Thus you can 
cater to an ever widening range of set 
owners on a minimum stock. 


Advertising 


The big drive back of Sterling Socket 
Powers is about to open. On the follow- 
ing page are reproduced a few of the ad- 
vertisements shortly to appear in news- 
papers and magazines. Window cards, 
counter cards, folders, will do their share 
in “bringing home the bacon” for you 
dealers. Make up your mind to be in on 
this nation-wide sales drive. 


R-81 is the “B” Power for the 3-tube 
customer. It is the “B” Power for the 
8-tube buyer. It is the “B” Power for 
90% of all radio owners. Get in touch 
with your jobber or write us direct. 


THE STERLING MANUFACTURING COMPANY 


2831 Prospect Avenue 


rerling& J3}] 


Cleveland, Ohio 


1) 





aun tthe | 
amazingl 
low price 





including 
Genuine 
Raytheo 
BH Tube 
Model R-81 











When Sterling 
Comes to 
your city— 


HE kind of advertising you’d select for 

your own, in newspapers and magazines 
++++ eye-compelling showcards for your 
windows and counters ++: attractive folders 
to broadcast to your customers :: >: special 
letters for your mailing lists. That’s what 
Sterling plans to do in your town::: if you 
will lend your cooperation. 


Thousands of users have confidence in the 
products Sterling is asking you to sell +-:: 
months of proving and testing have resulted 
in new performance and new low prices 
beyond all comparison for Sterling quality. 
Quality plus low price make Sterling Power 
Units leaders in your radio sales. 


Sterling has what you really want «+: Let’s 
get together. Tell the world you handle the 
Sterling line. Build up a Socket Power 
business that will uphold your store’s repu- 
tation as a place where only the most 
dependable merchandise is sold. 


Again we say: Get the information—get 
in touch with us or your jobber today. 
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fever see such a bunch of hard 
workers in your life, hey Mc. 

You know, Me. there has been a 
lot of haywire and hooey been shot 
round about Ioway being down an 
out, politikul unrest (whatever that 
is) farmers starvin to death an all 
that sort of thing, but i think it is a 
lot of bunk, Ioway is all rite an gettin 
along fine, crops all look gud, towns 
are well kept up, everybody is busy, 
why, Me, i got a unkel in a little wee 
town in Iowa who runs a produce store 
an me an the Missus spends a cuple of 
days there (you know i wuz on a vaca- 
tion Mc) and i must have talked to haff 
a hundred farmers and their wives an 
daughters an they all of them wuz 
doin gud an them Ioway girls, say Me, 
after seein all them dames who run 
around Chicago, half starved, skinny 
legged, collar bones all stikin out an 
eatin salads fer lunch (except when 
sum poor nut buys it for em! you 
know, Mc) to see them well fed fine 
luken Ioway girls, an they aint nuthin 
at all rong with the Minnesota an 
Wisconsin girls either, Mc, believe me 
a treat 
kuntry boy like me to see real girls 
Its a darn gud thing the 
Missus wuz along or i would have 


its to a plain unegicated 


again. 


stayed rite out there in loway! 

An them Ioway roads they all say 
are so bad, i remember you wrote a 
story once about tryin to get some- 
where out thar to sell a lite plant 
once an gettin stuck 
in the mud, well Mec, them roads 
are all right, there is a lot of konkreet 


or somethin 


in Ioway, the gravel roads are gud an 
wide an even the dirt roads aint bad, 
they are all well beaten down an it 
would take a deluge to make em 
muddy. Well, to return to our mutons 
as the french say, hey Me, we leaves 
Des Moines an roams on to Sioux City 
an after a gud nites sleep we calls on 
A. C. Ruble of the McGraw Co. there. 
Well, he dont seem to have nothin to 
worry about, makes a lot of them wise 
crax he.is noted for at conventions 
an such an then out he goes to sell 
somethin or as i hev mentioned before 
whatever it is that bosses do away 
frum their offises. Then i mills over 
to Mr. Warren’s place an i catches 
him just kumin in from one of these 
mysterious visits an we discusses poli- 
tiks an other things, etc. Both of the 
looked 


Sioux City jobbers mighty 


prosperous. 


From there we manoovers clear bak 
across the state to Waterloo where i 
meets Mr. J. E. Sweeney of the 
Waterloo Elec. Supply Co. Mr. 
Sweeney grew up with the Westing- 
house bunch at Pittsburgh but finally 
wanted to get into a real kuntry where 
they have movies on Sunday and see 
17 


years ago or thereabouts he comes out 


the sun once in a while so about 


to Waterloo. He wuz also doin a good 
business an no “kik kumin.”’ 


We then skedaddles down to Cedar 
Rapids to see Terry-Durin Co. J. B. 
hisself wuz out but Mr. Durin an me 
talked over matters between bites of 
his razor and things are going well in 


their part of Ioway. By the way, Me, 
the young lady who runs the “Miss In- 
formation” station at Terry-Durin’s 
promised to send us ‘in a noos note 
once in a while so if she sees this here 
poetic effusion of mine, will she please 
remember her promis? 

Well from Cedar Rapids we goes to 
Dubuque, chats a few minutes with 
Mr. Hornbeck (I hope i got his name 
rite) of Crescent Electric Supply Co. 
between customers an then we beats it 
That's a 


spend a vacashun, Mc! 


for home. great way to 


* * * 


Granden Reorganizes 

The Granden Electric Co., Omaha, 
announces a complete change in its 
organization, W. L. Burgess retiring 
The 
new arrangement is as follows: Chas. 
A. Granden, president; J. L. Archer, 
vice-president and treasurer; E. E. 
Gray, secretary, and George H. Nor- 
quist, factory superintendent. 


as an officer of the company. 


* * * 


Mountain Changes its Name 

The name of the Elec- 
tric Supplies Co., Springfield, Mass., 
been changed to Hampden Elec- 
Supply Co. 
Dwight St. 


Mountain 


has 
tric The address is now 
216 

The same policy is effective in the 
Rives 


and his sales force hold the confidence 


firm’s relations with dealers. 


of dealers, because they make dealers 
that they know 
they're doing and just how to do it. 


see exactly what 
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A few snaps taken at the Electric Appliance Company, 
Chicago, picnic held at Harms Woods on July 30. 
“Billy” Low, president, sharing a bottle of pop with 
Marie Noble; ‘Dutch’ Krudup, automotive salesman; Frank 
Hagerman, sales manager (details are lacking, but our hazard is 
that Frank is doing a muscle dance); R 


right: 


; ee 


Left to 
picnic. 


(Bob) Mitten, 


tug of war. 


manager of the automotive department, and below is a group 
of some of the employes surrounding Mr. Hayes (standing in 
the center) secretary of the company. 
The single men won the ball game, the electrical men 
the relay race, and the automotive men were victorious in the 


About 100 attended the 














A Stunningly Beautiful 
new line of Buss Lights 
backed by tremendous 
advertising campaign! 








Blue Flower 
Translucent Shade. 
Ivory Metal Base. 


An unprecedented opportun- 
ity for volume sales for you 


When any dealer sees the brilliancy of the new 
1928 Buss Light shades in their genuine oil paint 
colors, and the graceful new Buss Light bases, he is 
going to sit up and take notice. 


And when you show him the most outstanding 
advertising campaign ever put behind a small elec- 
trical article, you are going to have a sales volume 
on Buss Lights undreamed of in any past season. 


Any retailer you sell now is bound to repeat in 
volume when this tremendous advertising begins 
to move the merchandise out of his store. 


Buss Light advertising this season is 
as big as that on National MazdaLamps 


Westinghouse, Hotpoint or Western Electric. It is 
the biggest advertising campaign ever put behind 
a small electrical article—most of it in color pages. 

It is quite obvious if the re- 
tailer (and therefore, you and 
your firm) is to get the benefit of 
the tremendous sales that this 
year’s advertising program can 
produce, the retailer must first 
have a stock of the new 1928 
Buss Lights to sell not later than 
October Ist. And second, he 
must have a display of Buss 
Lights in his window and in his 
store to let the people know that 
he has the lights which are so 
heavily advertised in the maga- 
zines. 


See hOw much more 
useful this convertible 
stand lamp is than 
the rigid kind 





yo 


Red Chrysanthemum 
Translucent Shade 
Bronze Metal Base. 


You can offer your dealers 
professional tetera ote: 


ming service - - - F REE 


No detail work or red tape is connected with this 
offer you make the dealer. Every dealer located in 
a city of 50,000 or more or who is within thirty 
miles of a city of 200,000 or more, who buys 24 or 
more of the $3.00 model Buss Lights, can have an 
expert professional window trimmer come out to 
his store and put in a beautiful Buss Light window 
display for him. ‘The dealer doesn’t have to do a 
thing but say what week he wants his window dis- 
play put in. You drop a card in the mail to Buss 
and the window trimmer will come out with all the 
display material and put in the window display. 

When you are in doubt as to the dealer being 
within reach of Buss FREE window trim service, 
just send his name anyway. If possible, a man will 
be sent—if not the display material will be sent the 
dealer with a chart showing how he can quickly in- 
stall the window, himself. 

Tremendous as Buss Light 
advertising is this season, what 
any retailer gets out of it in 
sales of Buss Lights in his own 
store depends on how effectively 
he ties up with it by window 
display and counter display. 


Remember, the adver- 
tising starts October Ist. 
Net a daycan be lost in get- 
ting distribution on Buss 
Lights if your dealers are 
to share in the sales vol- 
ume it can bring them. 


PRINT IY BINDIN 
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Here’s an 
award that 
will bring 
joy to 
your wife, 
mother or 
sweetheart 


Wouldn’t you like to walk into your 
esome evening and say, ‘‘Just look 
that new style lamp that Buss gave 
2” Wouldn’t that please the ladies? 
ouldn’t their pride in your accom- 
shment make you glow with pleasure. 
Before you go any further, read the 
cription of this beautiful Spanish 
mp below. 


w to Win this Buss Award 


Go right on working in your regular 
y, and every time you sign up a 
pler for a free window trim service 
ter of 24 or more Buss Lights, as per 
er on the opposite page, you just 
hdinthe card tous. When 10 cards 
e been received from you, your 
p will be forwarded at once, post- 
d. Buss furnishes you convenient 
stal cards for this purpose. 
To help you quickly win a Buss 
ard and build up your sales volume, 
ss gives you a beautiful portfolio 
the size to slide into your binder. 
¢ whole wonderful merchandising 
y of the new 1928 Buss Light and 
tremendous advertising campaign 
old in full colors. 
When a dealer sees the brilliancy of 
1928 Buss Lights and the most out- 
nding advertising campaign ever 
behind a small electrical article, he 
't going to be able to resist handing 
1 an order for these 24 lamps. 


fou Can Win More than 
One Award 


As you can probably secure very 
ckly 10 orders entitling the dealer to 
dow di splays for 24 or more Lights, 

can go ahead and secure 10 more 
Hwin another Spanish Beauty Lamp. 


This Award Plan Closes 
October 8th 


As the advertising campaign will be 
full swing by October Ist, to win an 
arc, 10 window display orders must 
secured not later than October 8th, 

that  indow displays of such orders 
be installed early in October. 
















SINDING 


tii? 


Buss Light Sales Award Plan 


or Distributor Salesmen 


Nota Contest, but a reward in appreciation of your sales efforts 








design and coloring. It is an original, exclusive design, 
by one of America’s nationally noted artists. Even from 
this picture, anyone can recognize its distinctive beauty, with a 12-inch wide shade. The shade has a spec ial 
but only the lamp itself can show its unusual charms. 


background, with the flowers and bird done in brilliant 


Bussmann Mfg. Co., 2530 University St., St. Louis, U. S. A. ‘ig 








The Spanish Beauty Lamp 
A new type adjustable shade table lamp eighteen inches high 


This table lamp is simply stunning in the beauty ofits translucent colors. The base is of beautifully finished 
Statuary Bronze Metal. 
This is a real full size table lamp, being 18 inches high, 


patent bulb holder that holds the shade tilted in any 
The parchment-type shade has a rich opaque black direction when you want to focus the light rays to one side 
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Baldwin-Hall of Syracuse 

In June, 1921, the wiring device 
business suffered a loss. Fred S. 
Baldwin, general sales manager of 
Pass & Seymour, Inc., resigned to go 
into the electrical supply jobbing 
business. There seemed to be no par- 
ticular reason but probably he wanted 
to experience the thrill of being a 
customer instead of a salesman. So 
he wrote Wm. H. Hall, Jr., at that 
time Chicago district manager for 
P. & S., and told him he was a part- 
ner in the Baldwin-Hall Co., 809 
East Water St., Syracuse, N. Y.— 
electrical jobbers. 

From a somewhat modest beginning, 
in two years larger quarters were nec- 
the Baldwin-Hall Co. 


purchased the building next door at 


essary and 







No. 1.—Boys of the Store and 
Warehouse Staff. No. 2.—Groth 
and Ingraham of the Outside 
Staff. No. 3.—B.-H. Building. 
No. 4.—President Fred S. Bald- 
win, Baldwin-Hall Electric Co., 
Syracuse, N. Y. 


No. 811. Put together with 309 they 
now had 10,000 sq. ft. of floor space, 
comprising four floors and a basement. 
In the six years that have passed 
since June, 1921, the company has 
had a steady and sound, upward 
growth, each month showing an _ in- 
crease over the one before. 

Among other things, Fred Baldwin 
and Bill Hall possess vision and a 
knowledge of Syracuse. They saw 
that the business district was rapidly 
moving toward the section of town 
they 
wanted to establish their business, so 
they took 
original capital and bought the build- 
Their 
prognostications have come true for 
today the buildings at 309 and 311 


are worth quite a few times what 


and street corner on which 
a good portion of their 


ing at 309 instead of renting it. 


they paid for them. 


Messrs. Baldwin and Hall are not 
plungers: they are inclined more 
toward conservatism. They never 
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went into radio (except tubes and bat- 
teries) and never did a great deal 
with appliances. They believed a 
successful business could be built and 
money made in selling supplies to 
electrical contractors and dealers. 
They adhered to this policy and have 
succeeded. Only recently they 
started out after industrial business. 
“Standard, quality lines of electrical 
supplies” might be put down as their 
motto. 


In 1926 their business was five 
times what it was the first year, and 
the first six months of 1927 were 24 
per cent ahead of the same period in 
1926; and to cap the climax their 
cost of doing business is only 13 per 
cent in spite of a complete jobbing 
establishment with the usual overhead. 
This seems to decry “poor business” 
and points to the fact that money can 
















be made in the electrical supply job- 
bing business if the jobber is progres- 
sive but cautious and handles the right 
lines. 

Everybody works at Baldwin-Hall. 
There are five outside salesmen among 
whom is included Mr. Hall who still 
spends most of his time outside. A 
bevy of girls does the clerical work, 
while the boys of the store and ware- 
house staff are shown in photo No. 1. 
F. J. Ferry, fourth from the left, runs 
the store and seems to do a little of 
everything which includes quotations, 
phone calls, grief, entertainment of 
visiting manufacturers’ 
tives, ete. 


representa- 


Photo No. 2 is representative of the 
outside city sales staff. On the left 
is Herb Groth who covers the con- 
tractor-dealer trade while George 
Ingraham on the right, calls on indus- 


trials in the Studebaker coupe | 
which they are standing. Photo N. 
8 is the building and Photo No. 4 
a likeness of Mr. Baldwin, himse] 
Last May the Baldwin-Hall Com 
pany was elected to membership i 
the Electrical Supply Jobbers Asso 


ciation. 
* * 


Nolloth on Sick List 


J. Nolloth, assistant general man 
ager and purchasing agent of th 
Milnor Electric Co., Cincinnati was 
in the hospital about August 15. 
Though particulars are not available it 
is hoped that nothing serious is the 
matter. While he was away Mr. 
Jackson looked after his work. 

* & 
Fowler Receives McGraw 
Award 

The contractor dealers medal and 
purse for 1927 given under the James 
H. McGraw Award was presented at 






























the convention of the Association of 
Electragists-International, Chase Ho- 
tel, St. Louis, to Joseph A. Fowler 
with citation. This is made in recog- 
nition of Mr. Fowler’s constructive 
contribution to the advancement of the 
contractor-dealer branch of the elec- 
trical industry, by personally inter- 
preting to the national associations of 
the manufacturers, jobbers and power 
companies the present economic and 
trade problems of the contractor and 
dealer, and by his leadership winning 
for them new understanding and sup- 
port throughout the industry. 


2: 2 @ 


Syracuse Has New Warehouse 
The Syracuse Supply Co., Syracuse, 

N. Y., has a new warehouse which is 

said to be one of the fmest in the state. 
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“The Magic Lam 
_/rom The Magic City 
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‘Nationally ' d 
) YS The Jamous $“) .75 
Mee No. Hs rameus 2 
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7 You Know what your Regular Trade Discount is 














No. 74 This low price is possible because of shrewd savings brought about 

by greatly increased production to meet the sweeping demand for 

The most popular this justly famous lamp. You can sell this season more of these 
and practical all- 


purpose lamp on fast-moving lamps than ever before. Get your order in early and 
Backed by Na- you will avoid the risk of disappointment. We have stock well ahead 
ing in 1927 at but the experience of past demands beyond our highest calculations 


the new price, ; “ : 
gata le teaches us the wisdom of urging an early reservation of your re- 
e y PF e & ? 2 


than ever. quirements. 


ALADDIN MANUFACTURING COMPANY 
Sales Division No. 14 Muncie (The Magic City), Ind. 


ALADDIN 


=. LAMPS x. 


an New Permanent 
. . 
old 
\LADDIN MFG. COMPANY, Sales Division No. 14, Muncie (The Magic City), Ind. 


. Display Suite 823 
American Furniture 

T ° " ° P a “in — “h were 

‘entlemen: Please send catalog with discounts on the famous No. 74 Deskflex and the entire Aladdin Line, also copy of fagi 

story of Aladdin Lamp.” 

















Mart, Chicago 
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Makes a Radio 
Reproducer 
out of any piano 


$10 2° 





Size-Height 18” 16"high—13 "wide 
Weight 15 Ibs. 4'n”"deep-Weight IO Ibs. 
$3022 $ 162° 


Utah Radio Products Co., 1615 So. Michigan Ave., Chicago 


The Newest l/deas:: 


| 
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1927 Model Utah Junior 
$loesc $1250 





s$ioo°ce 
1Oft.air column 
40” high x 28"wide 
x 12”deep. 


Utah Radio Products Co., 1615 So. Michigan Ave., Chicago 


the most Complete Line 
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ive News 
bout Live Ones a 
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Tue Caroxiina Exectric SuppPiy 
Co., Spartanburg, S. C., has added 
J. W. Walter to its staff. He will 
cover western North Carolina. 


Joun P. Duxe, who has worked in 
the shipping department, store and 
office of the A. M. Little Co., Syra- 
cuse, N. Y., has been assigned an out- 
side territory in the northern part of 
New York. Stewart Chappell has 
been employed as a salesman in the 
Syracuse and suburban territory call- 
ing on dealer trade. This company 
has also added Bradley F. Little, Mr. 
Little’s son, to the service department. 





Joun Watson is a new salesman 
with the Economy Electric Supply 
Co., Ft. Worth, Tex. 

W. M. Powe t has been employed 
by the 
Charleston, W. Va., to cover the Big 


Virginian Electric, Inc., 


Sandy and Huntington territory. 


R. A. 


Pa., is now 


BaLLENTINE, of Kingston, 


covering northeastern 
Pennsylvania for the Rumsey Electric 


Co., Philadelphia. 


Huser Exvecrric Suppty Co., Inc., 
Rochester, N. Y., have employed Seth 
Young as city salesman. 

C. R. Gitsert, sales representative 
of the Graybar Electric Co., Chicago, 
who was located at South Bend han- 
dling northern Indiana and southern 
Michigan, has been transferred to the 
Milwaukee branch. He is succeeded 
in South Bend by R. W. Bledsoe, who 
formerly worked out of Milwaukee. 


FREED is a new counter 
man with the West Philadelphia Elec- 
tric Supply Co., Philadelphia. 


NATHAN 


THe Centrat States Evecrric 
Co., Kansas City, Mo., has employed 
A. DeBerry to cover its western Mis- 
souri territory. 


H. H. Mivier has joined the 
American Electric Co., St. Joseph, 
Mo., as radio salesman in the Missouri 
territory. 

Ben Kapran of the Belasco Elec- 


tric Supply Co., Chicago, IIl., is 























On July 1, C. S. Mersick & Co., New Haven, Conn., jobbers, took over the business 


of Geo. O. Simons, Inc., of Hea>tford. 


This house will be operated as a branch from 
the main offices in New Haven with P. G. Weber in charge. 
left to right: J. A. Sullivan, store manager; 


The above picture, from 
P. G. Weber, general manager; and C. H. 


Albee, sales manager from the New Haven office. 





“There’s deviltry afoot,” thought th: 
writer as he caught the broad smiles on 
the faces of these girls when they lined 


up for a picture. And the devil was i: 
it, sure enough! See him there at th: 
elbow of the young lady at the left? He 
looks quite as much pleased at being 
snapped as do the girls. In the picture, 
left to right, are: Mr. H. P. Devil, dept 
of pub.; Miss Alice Nicholas, cashier and 
switchboard operator; Miss Merle Quinn. 
lamp dept., and Miss Helen Green, G. FE 
dept. All ates with the Metropolitan 
Elec’l. Supply Co., 180 W. Lake St., Chi 
cago. 





spending an enjoyable vacation up in 


Michigan. 


AMERICAN ELECTRICAL SUPPLY Co.. 
Chicago, announces the addition ot 
Sinclair Randall to its sales force. 





THe CoiumBian Evectricat Co.. 
Kansas City, Mo., has two new sales 
men—H. E. Miller, radio salesman 
and T. P. Tobin in the general supply 
department. 


Oscar HorGenson has joined thx 
North Coast Electric Co.’s sales fore 
at Tacoma, Wash., while I. W. Miller. 
who formerly worked out of this of 
fice, has been transferred from Taco 
ma to Seattle. 

A. Craig was recently employed by 
the Crescent Electric Co., Detroit, as 
salesman. 

Geo. L. Gassick and Edw. Avedon 
are two new boys with the Myers 
Electric Supply Co. at Los Angeles. 
the former as a salesman and the lat 
ter as an order clerk. 





Cuaries E. Deane, formerly wit! 


. the Chicago Fuse Mfg. Co., is now 2 


(Turn to Page 47) 
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COVERS EASILY 
INSTALLED 


° a 











—_ 





The covers and wiring devices can 
be easily installed even in difficult 
places, as they can be turned so as 
to bring the fastening screws into 
an accessible position. 

A few turns of the screw driver 
and the cover is on, and on to stay 


The 
New Obround 
ONDULET 


The Latest and Greatest Condulet Development 
For other Distinctive and Novel features and listings of the New Obround Condulets, 


see Catalog No. 2100. 


CROUSE-HINDS COMPANY 


ESTABLISHED 1897 


SYRACUSE, N.Y., U.S.A. 





Sules Offices 


NEW YORK BOSTON CHICAGO 
PHILADELPHIA OETRO'T CLEVELAND sT .ovuv's MINNEAPOLS 
PITTSBURGH CINCINNAT? ATLANTA SAN FRANCISCO Mit WAUKEE 


CH 278 S 
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Electric Cleaner and “Polisher 


@9HE ROYAL has always set the 


pace in vacuum cleaner engineering. 


“Yes, we know the Royal is the best 
cleaner on the market” is the verdict 
of dealers who know. We have an 
interesting NEW proposition for Job- 
bers. It is a combination of Price, 
Profit and Protection, backed by 
Royal’s well known Quality. 


If you have not seen a Royal man 
RECENTLY, write or wire. Under 
present jobbing conditions, the Royal 
wholesale franchise is particularly 
valuable to Independent Jobbers who 
handle household appliances. 


@9he P. A. GEIER CO., Cleveland, Ohio 
540—560 East 105th St. 


Manufactured in Canada by 
CONTINENTAL ELECTRIC COMPANY, LTD. 


507 King St., East, Toronto, Ontario 
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sman with the Graybar Electric 
Newark. John F. Clumans has 


( 

been employed in the warehouse. 
\.pERT Haute is a newcomer in 

H. C. Roberts Electric Supply Co.'s 


store at Wilmington, Dela., taking the 
place of Lew Owens who now spends 
most of his time assisting Mr. Cline 
in the details incident to keeping a 
branch house running smoothly. 


[ue Crescent ExLectric Suppiy 
(o., Dubuque, Ia., has added D. T. 
Swift to its sales organization. He 
will cover the northern Iowa territory, 


working out of Dubuque. 
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Ben Ba.tpwin has been transferred 
from the San Francisco office of the 
Pacific States Electric Co. to the 
Seattle office, replacing Larry Zant 
who resigned to enter the engineering 
field. 


Haro.tp ScHOENDUVE, who was for- 
merly in the office of the Lake States 
General Electric Supply Co., Akron, 
Ohio. is now working on the outside 
as a city salesman, while Wm. Gray, 
who formerly handled the city terri- 
tory, is traveling an outside territory. 
Geo. Schoenduve is working in the 
office. 


L. N. 


Wesrmark, formerly with 






the Wesco Supply Co., St. Louis, is 
















now covering southern Illinois for the 
Brown & Hall Supply Co. of the same 
city. 

O. G. Lanpon, not Lordon as we 
had it last month, for the past seven 
Knowl- 


son Co. division of the Lake States G. 


vears representing the A. T. 


E. S. Co., Detroit, resigned June 1 to 
of 
Capitol 


cover his old territory southern 
the 


Supply Co., Lansing. 


Michigan for Electric 


Lovis Penge has been added to the 
Tel-Electric 
will call 


radio department of the 
He 


radio dealers of the city of Houston. 


Co., Houston, Tex. on 











© 














I} 


shipments. 


lis new building of the Union Electric Co., 420 Duquesne 
» contains every modern facility for the handling of orders 
A feature of the receiving and shipping de- 


room for the display 


bring their customers 





direction of a representative of the A. W. 
room is built for the 













of the Reiser fixtures which is under the 
teiser Co. This 
convenience and use of dealers either to 





tment is that the place where the trucks are located serves 
\ garage at night where all cars are stored. 

(he building is reinforced concrete containing 55,000 feet of 
r space. A metal chute carries packages from the various 
rs to the first floor where the packing and shipping room is 
ited. The offices are all located on the second floor with 
cellent daylight and ventilation. The photographs show the 
nner and style of the stock floors and the easily located 
k. Parking space is rented next door from the owner of 
building adjoining, which gives free parking to customers 
» call. 

\ new feature is that of the installation of a lighting fixture 









to or to send customers to see the display. 
All sales of lighting fixtures are made through dealers, there 
being no retail sales either over the counter or sale of fixtures 
made by this company. A display room for household appli- 


ances and radio is placed at the entrance of the fixture display 


room. 
Upper left—general offices taken under artificial light from 
Holophane “Filterlites.”. Upper right—Display on opening 


night. Lower left—Appliance display at entrance of lighting 
fixture display room. Lower right—Top of Chute leading to 
all floors below, and shipping room. 
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De Luxe 
Heater Cord 
Set No. 610 





E are passing through the greatest era of build 
ing this country has ever experienced. Struc 
tures of sky-piercing proportions are being 
erected on every hand. Opinions, both from financil 
and building sources, indicate that this activity will be: / 
carried right through the fall and on into the winter. 


In hotels alone a veritable race is on to achieve the last word JB ev¢ 
in size and appointments. No expense is spared in carrying out 9B De 
in every detail that kind of individual beauty which collective); 
gives to the edifices standing on our boulevards the polish they J | 
have. suff 


Proper electrical devices are just as necessary as correct furn! 
ture design in achieving this purpose. And, that accounts 1 
great measure for Reynolite Products being specified by the lead 
ing architects in this period of unusual development. 














Straight 
3-Way 


Convenience 
Tap No. 360 





Straight Two-Way 
Convenience Tap 
No. 220 


REYNOLD¥ 


Jacksong 


1-2-3-4 
Toggle 





Gang 
Plates 
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\for the 
Demand... 











TRADE MARK REG. 


LL of us must lend some thought to preparing for this Fall 
demand. We are doing our part, as always, to not only 
maintain the present desirable volume, but also to bend 

every effort toward creating additional outlets for Reynolite 
out HB Devices. 


lobbers, in turn, should check their stock most carefully and order 
sufhciently to take care of their requirements. 


Jobbers’ salesmen, too, must take a hand in this preparation by looking 

their contractor-dealers’ interests; stocking them properly; trimming 
‘ windows if necessary, and above all making them even better mer- 
indisers of Reynolite Devices than they are today. 





lt is only by each of us playing properly our individual part that the 


isitee cag sepcaney al aiiecoas = a eats Molded Unit Duplex 
nerative effort so necessary to mutual success can be secured. Flush Receptacle No. 
4 4 


ence 


360 






Appliance Cord Separable Attachement 
Switch No. 110 Plug No. 420 


Angle Two Way 
. a R | N G C Convenience Tap 
No. 240 
* 


nMichigan 
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C. Farnune, formerly of the Roch- 
ester house of the Robertson-Cataract 
Electric Co., has been transferred to 
the Syracuse house, where he has 
charge of purchases and stock. 

Ray Rices has again returned to 
his old job with Tel-Electric, Hous- 
ton, Tex., and will cover the western 
territory. 

G. W. AnGus is new radio man in 
charge at the Florida Electric Supply 
Co., Jacksonville. He came from the 
Radio Corp. 

The McDonald Electric Co., Inc., 
of Miami, Fla., has moved into new 
quarters at 367 N. W. 6th St. 

F. A. Jounson, sales manager of 
the Continental Electric Co., Kansas 
City, Mo., decided to give the whole 
bunch of salesmen a two weeks’ vaca- 
tion at the same time, August 1 to 15. 
When they got back how the orders 
must have rolled in. 

FRANK BerRNaRDIN and C. H. Anis 
of the Midwest General Electric Sup- 
ply Co., Kansas City, left August 4 
for the G. E. jobbers’ meeting at As- 
sociation Island. Of course Bernardin 
is an old timer at the Island, but how 
about Anis? Was this his baptism? 

Unitrep Exvectric Suppty Co., Salt 
Lake City, Utah, has moved into new 
quarters at 117 West Fourth St. 


Tom L. 


Erner Electric Co., Cleveland, who 


Murray, salesman of the 


has been sick for a long time, got 
back on his territory about July 15. 
Everybody is glad to see Tom back 
on the job again. 

I’. M. Hain has been employed as 
city salesman by the McGraw Co., of 
Omaha, Neb. 


* * * 


Jay Fitch of Mason City 


Away up in northern Iowa in almost 
walking distance of Minnesota is 
Mason City. 


fame of this thriving city, outside of 


The principal claim to 


the fact that it has one of the most 
annoying stop and go light systems in 
its business district that ever the suf- 
fering tourist encountered, is the 
branch house of Julius Andrae & Sons 
Co. Under the guiding hand of Jay L. 
Fitch, this is one of the largest of the 
Iowa jobbers. 


























Jay L. Fitch, Julius Andrae & Sons Co. 


Jay Fitch, as you will see by his 
picture, as Sid Corby who claims to 
know him expresses it, “is a two-fisted, 
he-man, always on the job and ready 
He is a tough compet- 
According 
to H. E. Bast, assistant manager, who 


for business. 
itor, but a square guy.” 


did the honors to the J. S. reporter, 
in Mr. Fitch’s absence, he has been 
with Andrae & Sons over seven years, 
since 1922 manager at Mason City. 
* * * 
Tel-Electric Sales 
Conference 

The semi-annual sales conference of 
the Tel-Electric Co., Houston, Tex. 
was held from August 1 to the 5, in- 
clusive, at the Brazos Hotel, Houston. 

Manufacturers’ representatives of 
more than 15 companies were present, 
with complete displays of products. 
The entire city and country sales 
force was present, and included the 
F. Philo, assistant gen- 
eral manager; M. N. Sneed; D. 
Jacobs; E. A. Gauthier; W. L. Byrd; 
E. C. Lyle; L. Peine; V. R. Gonzales ; 
J. G. Gillette; J. B. Matthews, and 
J. D. Randall. 


Discussions of policy, prices, com- 


following: L. 





petition and other items of interest 
were held. The general opinion was 
that this was the most successful con 
ference that the company has ever 


held. 


+ & 


Flannery Takes On Apex Line 
The Flannery Electrical Supp!) 
Co. of Greensboro, N. C., announces 
that it has been appointed distributor 
of the Apex line in North Carolina 

The complete Apex line covers dii 
ferent styles of washers, gas and el« 
tric ironers in various sizes, vacuu! 
cleaners, bench grinder and ventila' 
ing fans. 

The company intends to activ: 
merchandise the line and to put tl 
greater percentage of its effort for tl 
coming month on building up its 4 


tribution on this item. 
+ + 


Doubleday-Hill Entertains 
Dealers 


On July 7 and 8, the Doubled: 
Hill Electric Co., Washington, D. ‘ 
held a convention at the Willard ho 
for Crosley dealers. The latest mod 
els were demonstrated to the la: 
group in attendance. 
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Many Uses g i= reason you get so many calls 





for Day-Fan Cleaners—maybe in 


¢ e = o 
much bigger proportion than for 
In a Cro uc electric irons or toasters—is because the 


Day-Fan Cleaner is used all day in 


2 varlous ways. 
Make Many The more uses a product has, the 


more reasons why people buy it. Day- 
| Fan Cleaner takes the dust out of coats. 
| ff a eS carpets, clothes and rugs. It cleans 
| draperies, furs, lamp shades and auto- 
mobile upholstery. It is always on the 


| sed f go—in the garage, in the cellar, in every 
| That is Why The room of the house. 
Day -Fan Cleaner It is so easy to operate that a woman 


is a Dealer-Favorite will use it in preference to a large size 
vacuum cleaner—no bulk—no weight 
—no trouble to connect. Day-Fan 
Cleaner is light, it fits in the hand, it 





















Retails plugs in without fuss. It’s as easy to use 
for as a whisk broom. 
$18.7 5 Point out those advantages to your 


dealers, let them feel the powerful suc- 
tion, then remind them that its many 
uses make its low price of $18.75 a 
cheap investment for a woman in a 
household help. Write us for informa- 
tion. 





Day-Fan 
CLEANER 


DAY-FAN FANS 


Not- all fans perform alike—and you 
can prove it with Day-Fan Fans. Here 
you have a product with eight big 
selling points—Extra Air Delivery 
Big Blades—Husky Motor—Heat Proof 
Dirt Proof—Damp Proof—38 Years 
of Fan Experience—Economical. 
Not all fans have all these features 
and your customers know it. Write us 
for information. 


DAY-FAN ELECTRIC COMPANY, DAYTON, OHIO 


for More Than 38 Years Manufacturers of High Grade Electrical Apparatus 
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Progress of Efengee 


No doubt most of the trade is al- 


ready acquainted with the news of the 


the 
Supply Co., Chicago, to larger quar- 
12 North Jefferson St. This 
change took place in May of. this 


removal of Efengee Electrical 


ters at 
year, and a grand opening was held 


At least 
500 guests, including contractor-cus- 


on the evening of May 24. 


tomers, brother jobbers and manufac- 
turers’ men were present; and, accord- 
ing to reports from all hands, every- 
one had a most enjoyable time. 

The history of the company dates 
back to 1918 when Charles Gollay, 
Sidney Soldinger and Joseph Fink 
started the business at 160 North 
Wells St. By May, 1920, the firm 
had grown to such an extent that it 
was necessary to lease larger quar- 
ters. This time Efengee located at 
122 W. Lake St. In 1922 Gollay and 
Soldinger sold their interests to Fink, 
and a short time afterwards the busi- 
ness was turned into a corporation. 
The three members of this corporation 
were Joseph Fink, Saul Weinress and 
Sam C. Horwitz. 

The business continued to prosper 
steadily after the change, until finally 
the recent removal had been necessi- 
tated. 
one-half 


Now Efengee has a two and 
brick 
16,000 
available, 


basement 
Here 


space is 


and 
to itself. 
floor 


story 
structure all 
sq. ft. of 
which is more than double the amount 
the company had in its old location 
on Lake St. 
fixture display room is one of the 
Ef- 


is said, one of the 


A large and beautiful 


main attractions of the new store. 


engee carries, it 
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largest lighting fixture stocks in the 
Middle West, and another feature is 
that every number on display in its 
large showroom is carried in stock. 
All its fixture lines are handled ex- 
clusively in this territory. 

Arrow, Appleton, Wadsworth, Bull- 
Dog, Burgess, Hubbell, Inland Glass, 
Roach-Appleton Richards, 
representative of the type of lines 


and are 
handled by this house. 

The officers of the company are as 
follows: Joseph Fink, president and 
general manager; Saul Weinress, vice- 
president; Sam C. Horwitz, treasurer ; 
Morris Fink, secretary. 

* * * 

Pierce Folks at Indian Rocks 

B. E. Pearce, vice-president and 
general manager of the Pierce Electric 
Co., of Tampa, Jacksonville 
Miami, Fla., entertained the depart- 


and 


ment heads and employees of the 








Presenting three live wires of the Allen Elec. Co., Cleveland’s new jobbing house. 


On the left with the straw hat is M. L. 


Zahn, salesman; center is H. W. Allen, presi- 


dent, and next to him on the end is Ralph Restow, also owner of the Willys-Knight 


shown in the picture. 
on the lake. 


This picture was taken at Zahn’s summer home at Ashtabula 


Pierce Electric Co., and engineers 
connected with the local branch 0: 
the Westinghouse Electric & Mfg. Co., 
office at his cottage at Indian Rocks, 
Saturday, Aug. 20, 1927. The follow 
ing were present: 

J. F. Pierce, president, and family: 
Fk. G. Judge, merchandise and sales 
mgr.; D. Bryan Logan, auditor; Jo 
C. Thomas, chief accountant; B. ( 
Luttrell, credit dept.; J. A. Mook, 
radio dept.; Ty Frost, traffic dept.: R 
J. Livingston, fixture dept.; Glenn 
Smith, sales engineer; H. D. Silver 
thorne, sales engineer; Wm. M. Har 
lee, sales dept.; Wm. Bryans, servic: 
dept.; Mrs. G. S. Logan, secretary: 
Miss Talley Bell Jackson, accountant: 
Miss Effie statistics; Fred 
Frick, radio Miss Tren 
Lindsey, billing; Miss Austa Lynn, 


Sellars, 
engineer ; 


Boswell, illum 
Regar. 
sales engineer; J. J. Jacobs, clerk; \\ 
E. Houser, Rodger 
Drew, transportation; Mrs. J. G. Cos 


service dept.; E. R. 
inating sales engineer; H. A. 


transportation ; 


tello, stenographer. 

The party, including families 0! 
employees, numbered about 75. Leon > 
Restaurant necessar)\ 
good things to eat and drink. Mr 
Mook furnished radio entertainmen! 

* * * 


furnished the 


Terry-Durin Take Autovent 
Line 

The Autovent Fan & Blower Co. 0! 
Chicago has appointed as its distribu 
tors in the Iowa territory, the Terr) 
Durin Co., Cedar Rapids, Ia. 1! 
Terry-Durin Co. travels seven sales 
men in the territory, which enables | 
to give excellent service to contractors. 
dealers and consumer prospects, !! 
connection with requirements for \ 
tilating equipment. 
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| Stands First in Industrial Lighting 


A Reflector or Fixture 


for Every No matter what the requirement may 
Industrial Lighting be, whether in a powder mill or a soap 
Requirement 


factory, a machine shop or a con 
mercial laundry, there is a Benjamin 
Reflector or Lighting Fixture that 
will fill the bill completely. 





Ts RLM Reflector Socket for 


Back of every piece of Benjamin 
of General Lighting 


Industrial Lighting Equipment is an 
industry-old reputation for leadership 
in industrial lighting. 


And built into every reflector or fix- 
ture is some exclusive Benjamin 
feature that maintains this leadership 
and prestige. 





a Elliptical Angle Reflector Socket 
for Lighting from the Side 


Benjamin educational literature is in- 
creasing the market for better light- 
ing and will help you make sales. Our 
Illuminating Engineering Department 
will cooperate with you in solving 
your customers’ lighting problems. 





. We Fe 
it: — 


ed Gas and Vapor Proof Fixture 
ni for Places where Fire and Ex- 
plosion Hazards Exist 


Benjamin Electric Mfg. Co. 


120-128 S. Sangamon St., Chicago 


247 W. 17th Street 448 Bryant Street 
New York San Francisco 





Type RR Threaded Equipment 
of for Extra Heavy Duty 





Our booklet “Light and Its Effect on Production” 
will help you sell. Send for it today. 








} 


ri 
[r 
) ; 


= | 


EXCLUSIVE FEATURES 5 














y oN Benjamin Benjamin Benjamin Crysteel 
} Lamp Grip Shock - Absorb- ; Self-Locking Porcelain Enamel 
| “xen - Holds the lamp ing Socket = Socket An impervious reflecting 
if (4 firmly in the Where there is — Prevents theft | surface, with a reflection 
socket. Avoids vibration from maf | or unauthor- | co-efficient much higher 
bk. possibility of heavy machinery | ssersr vr @ ized removal of | than the rating required 
lamp working loose. Pre- | or any possibility of the lamps. Cuts | by the RLM standards. 


vents arcing; breakage of 
lamp, and givesa longer life 
to both lamp and socket. A 


feature that closes many 
¢ sales. 





fixture and lamps receiving 
hard knocks, the shock- 
absorbing socket takes up 
the jar and avoids damage 
to lamp and fixture. 





down replacement costs of 
high powered lamps and 
avoids the danger which 
attends removal of light in 
hazardous places. 





Easily cleaned. Withstands 
the heat of the lamp and 
the corroding wear of dirt, 
dust, gases and vapors in all 
kinds of industry. 








| 
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O’Brien Takes a Present to 
the King 
T. J. O’Brien, president and treas- 
urer of the Hartford Electric Supply 
Co., with Mrs. O’Brien, left for Spain 
on March 19, for a two months’ tour 


T. J. O’Brien 


of that country. He took with him as 
a present to King Alphonse XIII a 
for 
which his company is the Connecticut 
and Rhode Island distributor. 


Grebe synchrophase _ receiver, 


Through the courtesy of the United 
States Ambassador, Ogden Hammond, 
Mr. O’Brien presented the set to His 
Majesty who was very much pleased 
the gift 
written that he has received very sat- 


with and who has since 


isfving results from his present. 
Although Spain operates the third 
largest number of broadcasting sta- 
tions in the world, United States and 
Canada occupying first and second 
positions respectively, there are very 
few high-class radio receivers in use 
or sold in Spain. A visit to a sup- 
posedly high-class radio retail store 
in Madrid for 


sale made in the United States from 
There are prac- 


reveals merchandise 
five to 10 years ago. 
tically no modern receivers for sale in 
Spain today. 

This is due to two conditions; one 
is the extreme average poverty of all 
the inhabitants, and the other is the 
very high duty imposed by the Span- 
ish government on radio imports. 

A rather amusing incident in con- 
nection with bringing in this partic- 


ular gift for His Majesty lay in the 
difficulty in convincing the customs 
authorities that it was a gift for the 
king, in spite of the engraved plates 
accompanying the receiver. As they 
insisted upon a very high duty being 
paid, a compromise was finally made 
whereby the set was delivered to the 
customs authorities and they sent it 
direct to the Royal Palace. This ne- 
cessitated the payment of about $8.00 
express charges and it took just 12 
days to go from Malaga to Madrid, 
a distance of about 350 miles and a 
very easy over-night journey. 
* & # 

Curbstoner Observes That— 

Printer’s Ink thinks that one way 
to reach jobbers’ salesmen is by send- 
ing them advertising matter. Well, 
that makes two of us, at least. 


They've organized a society of ali- 
mony payers in Chicago. One fellow 
showed up with the problem solved. 
He married another woman who is 
helping him pay it. 


In Milwaukee they hung Hawaiian 
wreaths on the Pacific Flyers when 
they visited there. Wonder how 
they'd take care of Chamberlin. 


“Treland must be free” was the cry 


in the old days. Since they’ve taken 
to shooting down public officials it 


looks like they are right. 


The depth of six and one half 1) iJes 
which was recently sounded in the 
Pacific Ocean answers the questio: of 
what to do with your old razor blades. 

The two first men attached to ‘he 
new army aviation unit in Illinois ire 
an army surgeon and an operation 
officer. And yet, we are told flying is 
safe. 


Ad in Chicago Tribune:—‘“W ant 
shotgun for my $500 equity in W. sub. 
lot.” We're looking for the same 


salesman. 
* * * 


Wholesale Discontinues Two 
Departments 
The Wholesale Electric Co., San 
Francisco, has discontinued its elec- 
trical supply and fixture departments 
in its San Francisco and Stockton 
houses. The company will continue to 
handle electrical and radio specialties. 
* * * 


Electrical Credit Barometer 

The accompanying tabulation shows 
the number of delinquent accounts, the 
total amounts and the average amounts 
as reported to the National Credit 
Association by member manufacturers 
and jobbers through its various divi- 
sions, for July, 1927, as compared with 
the same month the previous year. 
Also these figures are shown for the 
first seven months’ period of 1926 and 
1927. 


COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
“THE ELECTRICAL CREDIT BAROMETER” 
JULY 31, 1927 
NUMBER OF ACCOUNTS REPORTED 


Division July 
1926 

New York 339 

Middle & Southern Atlantic. 202 213 
New England ‘ 177 
Pacific Coast 18 
Central 787 


232 


vient 1388 
TOTAL 


TOTAL 1427 


Increase 


July 


Middle & Southern 


Atlantic 24,36 93965 — 
L175.2 % 
+ 29.6 % 


New England 
Pacific Coast 
Central 


87,366 98,620 


1927 


95 Decrease 
New York 5 45 § 52,475 + 


% % 
Increase Increase 

or 7 Months or 
Decrease 1926 1927 Decrease 
— 315 % 2739 2336 — 14.7 % 
+ 545% 1885 1194 — 12.5 ° 
98.8 % 630 1102 + 74.9 % 
12.5 % 183 117 — 36. “% 
6.06% 6380 6580 + 2.35% 


2.81% 11297 11279 — _ .16 


AMOUNTS REPORTED 


% % 
Increase 

7 Months or 
1927 Decrease 
$ 377,145 6.138% 


or 

1926 
16.4 % $ 401,775 — 
1.63 
+100.5 
— 42.1 % 
+ 9.54% 


148,483 — 
60,562 
31,444 

693,924 


146,055 
121,465 

16,294 
760,115 


4.50% 


2.58% 





hs Cy iV Aron $167,635 $201,183 


AVERAGE 


1926 
Scot erase do colic tates Bae clas Se $133 


New York 
Middle & Southern Atlantic 
New England 

Pacific Coast 

Central 


+ 20. 


$1,421,074 + 6.35% 





% $1,336,188 

AMOUNTS 
July Months 

1927 

$1143 

858 

771 

1240 

818 


1926 
$1022 
752 
686 
1103 
763 


1927 
$226 
109 
136 
152 
114 
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Changes in Personnel 
some changes have been made in 
organization of the Crown Elec- 
trical Supply Co. of St. Louis. L. M. 
\forton is now president, C. M. Mor- 
ton, treasurer, and H. L. Crown, sec- 
tary and general manager. 


\. R. Weaver is now sales manager 

the Graybar Electric Co., Colum- 
bus, O., in place of F. H. Van Gor- 
who has left the company. 


acer, 


G. D. Cole is now general manager 


of the Lake States G. E. S. Co., 
loledo. W. G. Nagel is chairman of 
the board. 


The personnel of the Lake States 
G. E. S. Co., Cleveland, now is: A. C. 
Kinzel, manager; W. N. 
Holtois, purchasing agent and service 
manager; W. J. Manly credit mana- 


general 


e! 

C. A, Isaxson, former city sales- 

nan of the McGraw Co., Omaha, 

Neb., has been made sales manager of 
Omaha house. 

. Tuomas is no longer sales man- 

r of the Frankelite Co., Cleveland. 

i. J. Reuth, formerly 

it, now holds down both positions. 


purchasing 


D. Apair of the Carter 


Electric Co., Atlanta, Ga., has as- 


GEORGE 


sumed responsibility for all merchan- 
lise sales. Warren W. Booth, formerly 






charge of the Carter Electric 
Lighting Fixture Studio, which 
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been 


branch of the business has 
sold, has now been placed in charge 
of the wholesale residential lighting 


fixture department. 


Harry F. Ropgers, formerly sales- 
manager of the Southern Electric Co., 
Richmond, Va., is now managing the 
been 


company’s branch which has 


opened at Charlotte, N. C. 


* * * 


Jobbers Sales Activities 


Barrett Evectricat Suppiy Co., 
St. Louis, Mo.—A recent campaign 
on Kodel’s new “Kuprox’” develop- 
ments for radio chargers and power 
units was run by this company with 
very gratifying results. 

Evectric Suppty & EQuiPpMENT 
Co., Erie, Pa——This company has in- 
augurated a G-E refrigerator cam- 
paign. 

Revere Evecrric Co., Chicago, Ill. 

Had a special display of the Royal 
Rochester line at the Palmer House, 


The 


same display and a special sales cam- 


Chicago, from June 26 to July 2. 


paign was run at the office July 5 to 9. 
Wm. Davis Hawk, Kingston, N. Y. 
The boys are putting over “Philco”’ 

socket power campaign with a bang. 
VaRNEY ELectTrIcAL Suppty Co., 

Indianapolis, Ind.—A very successful 

campaign on Westinghouse automatic 

irons was run by this company re- 
cently. 
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These “Inmates” belong to the Glasco Electric Co., St. Louis—from left to right: 

Kuhn, counter sales; L. C. Scott, mgr. counter sales; Frank Dierker, counter 

Frank Gartland, counter sales; Harry Sachs, city sales; Ed Forhman, fixture 

s; John G. Searles, sales mgr.; Al. Bauer, city sales; Russell Pinnell, counter 

s; Ed Butler, city sales; Joe Glacken, city sales. This was not taken in front 
their place, we hasten to say, but beside a second-hand clothing store. 














The many friends of R. S. Mitten will 
be both surprised and happy to know that 


“Bob” has again affiliated himself with 
the Electric Appliance Co., Chicago. He 
will have charge of the department which 
he was both instrumental in creating and 





building—the automotive supply depart- 
ment. 
Linptey Exvectrric Supprty Co. 


Philadelphia, Pa.—Spent considerable 
time on “Unilet’” Threadless Fittings 
during July. 

Unitep Evecrric Suppry Co., Salt 
Lake City, Utah—Have 


sales campaign on “Universal” Ranges 


started a 


and appliances which will extend un- 
til Christmas. 


PeaBopy Exvectrric Co., Oklahoma 
City, Okla—Are running campaign 
on Westinghouse Automatic Irons on 
Southwestern Light & Power Co. 


properties. 





CENTRAL States GENERAL ELeEc- 
TRIc SuppLty Co., Cuicaco.—A cam- 
paign has been put in effect on 


G.E. 880 red paint. 


H. C. Roserts 
Co., Wilmington, 


Evectric Supp vy 
Dela.—This 
pany is campaigning on “Esrobert”’ 
Lamps, Westinghouse percolator sets, 
American Xmas 


com- 


Flyer trains, and 


goods. 





Co., 
have 


EvLectric Supply 
Ia. : -These 


taken on and are pushing the Freed- 


CRESCENT 
Dubuque, people 
Eiseman line. They are finding pros- 
pects very bright for the coming year. 
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has become its guarantee 


In placing our name and trade-mark on more 
than 4,500,000 Square D installations, we have 
given to present and future buyers of electri- 
cal equipment a guarantee more binding 
than any written agreement could be. 


For 24 years the Square D symbol has stood 
for the most advanced electrical thinking, the 
highest standards of manufacture and the 
most efficient service. It has won acceptance 
everywhere as the symbol of quality, rightly 
priced. 


This very fact commits the Square D Com- 
pany for all time to a continuance of the 
policies which have built such public confi- 
dence, and have brought to Square D un- 
questioned leadership in the Safety Switch 
industry. 


The guarantee of the Square D name, of 
course, extends to all equipment bearing our 
trade-mark. This is your assurance of value 
and satisfaction in any Square D product— 
power panels, industrial switches, current 
testers and other devices designed to make 
the use of electricity safer and more efficient 
in both homes and industries. 


FACTORIES AT: DETROIT, MICH., PERU, IND. 


BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pitts- 
burgh, St. Louis, Philadelphia, Cincinnati, Milwaukee, Atlanta, 
Cleveland, San Francisco, Los Angeles, Syracuse, Kansas City, 
New Orleans, Baltimore, Columbus, Minneapolis, Indianapolis 


SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, 


BRANCH OFFICES: Toronto, Montreal 


a mi 
SQUARE: D) 
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SQUARE D COMPANY, DETROIT, U.S.A. 


(114) 


ONT. 


EQUIPMENT 


{OST IMPORTANT MAN IN THE INDUS’1 


| Electragists Convention Most 
| Successful 
The 27th annual convention 0: 
| Association of Electragists, Int: 
tional which was held August 8 { 
| at the Hotel Chase, St. 
| undoubtedly one of the most suc 


Louis 


| ful meetings ever held by this org. 
| zation. 

Manufacturers and jobbers 
operated splendidly with the | 
_tragists in exhibiting products 
personally attending the various \. 
sions. 

The Instructive subjects of °\ 
United Industry,” “The Association 
at Work,” and “Selling Our Servic 
were well handled by such men a, 
Clyde L. Chamberlin, association pres 
'ident; H. T. Sands, president, H. | 
L. A.; W. W. Freeman, 
Society for Electrical Development; 
D. Hayes Murphy, vice-president oi 
the supply division, National Elec 
trical Manufacturers Association, and 
the managers of the various divisions 

of the association. 


president, 





| Graybar, General Electric Co. and 
| Westinghouse Electric & Mfg. Co. all kept 
/open house and entertained the visitor's 
| Ben Cohen of the Glasco Electric Co. and 
his new sales manager, Jack Searls, were 
around. Ed, Hardie of Kansas City had 
his usual luck at the indoor sports as did 
that well known winner Frank Goding ot 
| Emerson Electric Co. 
| 

Malcolm Forbes Sterrett, a well known 
jobber of Dallas was about reminiscencing 
on Texas. 





| G. E. Cullinan, vice-president of Gra) 
| bar Electric Co., gave a splendid talk 
| He brought Martin Oberlander of the New 
| York staff with him. Geo. Carroa of 
| Graybar St. Louis who has been “hors de 








At the Ashland Electric Co., Chicazo 
Left, contractor-customer, Salesman F.ii'! 
Watts in the center and general mana:’! 
Harry Serzen at the right. 
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Li mmmat in every iy bene a iin acorn tree ~* 
—~ there’s a n“ALORN jewel that you u should s see 








AEGRN SCREWLESS BAKELITE PLATES 











a Aske Cnyone 


Acorn Screwless Plates fill a need 
everywhere Homes and large 
buildings can now be equipped 

y with perfectly insulated, De: id 
eg ae 


p= = I ron t Pla ¢ NY e 
mo! nd blend of r 
No scre to mat Ye 
No screw h { C ect C 
laden dust. They amped place 
slight pressure of tl bs after Pp 
and finishin e da 
Acor! lat ¢ 
sand | 
Creal 











Cfor Permanency Una Beauty — Use 
ACORN SCREWLESS PLATES 
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‘iT NELA PARK [ff 
y CLEVELAND | 


DVOUDCIDG a 


UPER SELLING SERVICE 
to bring you 


Better Lighting Business 


This is a plan which will pay the jobber who 
sells better lighting as generously as better 
lighting pays the consumer who buys it. 





NATIONAL 


ational 
MAZDA 
LAMPS 


Ee @& 
2 C C ° 
ENERAL ELECT 














‘iB you could hire twelve good men for the wages of 
two you would leap at the opportunity. And so. 
also, are industrial executives leaping at better lighting 
when they are convincingly shown that it brings an 
average increase in production of 12% at a cost of only 
2% of the payroll. 


There is no question but what stores and factories 
everywhere are eager to buy better lighting when they 
really understand what it is and how much it pays. And 
it is equally clear that 1,000,000 stores and 300,000 
factories in the United States provide a tremendous 
market for this better lighting 


Realizing this the National Lamp Works is placing with 
its Sales Divisions trained lighting experts who know the 
facts about better lighting and know how to forcefull\ 
present them to store and factory executives. 


You jobbers’ salesmen have the contact with these stores an 
factories that need better lighting and you have found to 
that to sell it an idea must be sold well—and ahead of th 
wire, fixtures and lamps. 


These specialists are at your call to sell with you and for you. 








we 
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is no field of 
nanactivity where 
ter lighting will 
not pay dividends 
ist as it pays in 
warping mill 
Altoona, Pa. 
» by courtesy of 
Holophane) 
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10 to 1 for the Jobber 


OR every dollar's worth of lamps sold for a lighting installation 

ten dollars’ worth of equipment is sold. That is the dollars 
and cents reason why every jobber will profit by calling on his 
nearest National Lamp Works’ Sales Division to help him sell 
better lighting to factories and stores in his territory. As an 
example of this 10 to 1 profit for the jobber, consider this 
typical case :— 
\ Buffalo factory of 69,800 square feet floor area was re-lighted with 300- 


watt lamps in 698 outlets. The list price of the lamps for the installa- 
tion was $850, but see how the cost of equipment swelled the returns. 




















Equipment Per Outlet Entire Installation 
ittings - - - - - $ 2.2] $1,542.47 
onduit - . - . - .94 656.43 

Wire = - - - - - 1.94 1,351.76 
‘anel Boards - - - - 2.04 1,428.93 
ixtures - - - - - 471 3,287.63 
witches - - - - - RZ 80.60 
liscellaneous Supplies - - oi 356.82 
liscellaneous - - . .22 154.61 

Total . - $12.69 $8,859.25 
e advantage of this super selling service. The lighting specialist 


bh your National Sales Division will sell better lighting as it should 
sold and you will get the business. 

xe One specific prospect now and let us go to work on it for you. 
' we'll be glad to give you more details if you write the Sales 
motion Department, National Lamp Works of General Electric 
npany, Nela Park, Cleveland. 





Nine out of ten industrial plants are 
poorly lighted, and half the stores in 
America have yet to put good lighting 


on their sales force. 


ational 
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(SELLEM WRIGHT) 




















Work never killed anybody, but Day 
Netburn of the Alpert Electric Co., New 
York, goes it one further, and gets fat on 
it. In addition to being sales manager, he 
runs the store on 116th St. 





combat” recently was very much missed 
but Harry Goodell, district manager, did 
the Graybar honors in his absence. Harvey 
Neher was apparently in charge of Gray- 
bar headquarters. Ed. Jeep was also 
somewhat in evidence in his quiet way 


The Appleton Electric Co., was repre- 
sented as usual by Roy Hawkins and his 
assistant Mr. Donahue. The Bryant Elec- 
tric Co. had Bill Stacey of Chicago in 
charge with Ford Rush, Chester Robers 
(who still insists that jobbers’ salesmen 
should carry his ten Ibs. of switch plat 
samples around) and Clyde Foster. Ward 
Thomas, who also is connected with 
Bryant was there. 


The Bussman Mfg. Co. kept open hous 
with Geo. Delaney, Martin Wolf’s successor, 
and Harry Bussman assisting him in th 
task. 

W. A. Wilcox and L. E. Fuller did the 
honors for the Chicago Fuse Mfg. Co., and 
Jimmy Wilmot of Crouse-Hinds Co. was 
there as usual. 


Day-Brite Reflector Co. of St. Louis 
had a neat exhibit in charge of D. J. 
Biller, the hardest worker at the meeting. 


French Battery Co. was represented b} 
K. J. Helmhaltz, K. C. district manager 
G. A. Shipley, general sales manager from 
Madison was also present. 


Leo Mockenhaupft, western manager of 
Harvey Hubbell, Inc., had his gang with 
him in Dodge roadsters. He gave us 
bunch of news notes regarding changes i! 
organization which we lost but which wi! 
appear in a later issue. 


Safety Cable Co. and National Meta 
Molding Co. both had fine exhibits and 
most appropriate souvenirs. 


Pass & Seymour had an exhibit of sev 
eral new products in charge of Bri 
Haffner and his crowd. 


The well known Tom Bibber of Triang|: 
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the wave, 


| Sern the surging sweep of the sea, is the 
“onward march” of ETTCO popularity. 


> A ETTCO Quality has registered so emphati- 

<A cally with contractors that sales resistance 

lee has been steadily reduced. 

| And ETTCO’S well-known Jobber Policy 

7 —plus our constant advertising to contrac- 
NS 





tors—help to make this popularity perma- 
x nent. 


The jobber’s salesman who “rides in on the 
waves —ties in with “ETTCO acceptance” 
—can be sure of three things: 
. —a bulging order book, “hoorays” from 
— the “office” and, best of all, thoroughly satis- 


fied customers. 


EASTERN TUBE & TOOL CO., Inc. 


BROOKLYN, N. Y. 








ARMORED CABLE FLEXIBLE STEEL CONDUIT 


Non-metallic Conduit Non-metallic Sheathed Cable 
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m °  Jobbers 


e" _ Salesmanagers 
Purchasing Agents 
Executives 


Send for the new and beauti- 
ful Catalog sheets showing in 
actual colors the complete line of 
“PORCELIER” Bathroom, Bed- 
room, Kitchen and Living room 
wall brackets and ceiling pieces. 


“PORCELIER” designs and 
beautiful pastel shades (hand 
applied) will match almost any 
color scheme. 





Conduit Co., Inc. was present wit! 
usual vim, vigor and vitality, along 

Roy Busch of his St. Louis branch. 

Riley De Lano boss of Varney Ek 
Supply Co., Indianapolis, in Tom’s 
arguing about Indiana politics. 


Van Cleef Bros. of Chicago had a 
exhibit of their tape, etc. products 
charge of Maxim Van Cleef and H 
Wexelberg. 


Wagner Electric Corp. bunch were t! 
in fine fettle, L. L. Goding continu 
calling attention to the fine installatio: 
Wagner fans in the Chase Hotel, Me, 
Nagel, Forkner and Johnson were mi! 
about but P. Lloyd Lewis was conspic) 
by his absence. 


The Wiremold Co. had a good ex! 
with Arnold Friend of Chicago suppo 
to be there. If he was ye scribe do 
remember seeing him! 


The St. Louis switch board manu 
turers, Frank Adam Electric Co. and \\ 


| Wurdack Electric Co. both had very 


structive exhibits. 


In all, as Roy Haege of Wesco Supply 


Co. said, it was a good meeting 


pleasant and instructive times were hia 


Many well known jobbers attended 


meeting. Chicago sent down = amu! 
others, Bill Weiss of Graybar, John Dui 
| can of the Illinois Electric Co., Fred Fi 
| mann and Van Marker of the Re 
Electric Co., Joe Fink of the Effenge: 
Electric Co., and Adolph Albiez of Engl: 


| by all. Martin Wolf, busy with his nev 
| work in Chicago, was surely missed 


+} 
( 


ere 


“PORCELIERS” are made of 
wood Electric Supply Co. Most of the st 


genuine vitrified porcelain and | Louis jobbers were present off and 01 


° ° ° | Hap Ward of Manhattan had a bevy ot 
will not chip, tarnish nor craze. | fine looking St. Louis girls in tow at eac! 


Rilke sheeting ae hes “ps | eee Bere et ek 

Fixturing” campaigns going on J (inte, {lary (eambard of te Pon 

everywhere by selling “PORCE- § | »@!!s he was supposed to be passing out’ 

ic LIERS” to your Contractor- 
No. 528—1 Dealers. 


With Convenience Outlet i. PROFIT is THERE for 
the Jobber. 





Tear off the handy coupon and mail for your set of catalog sheets. 


PORCELIER MFG. CO., 
1026 Fifth Ave., Pittsburgh, Pa. 


Please send us the catalog sheets (of course this does not 
obligate us). 


NAME 





Company 








City 
This was taken in Saginaw, Mich 
| where the Detroit Electric Co. has 
branch under the able direction of A. J 
| Hudson, shown on the right. The cha} 
| on the left is J. C. Koch, salesman. 


State 
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Note for Sales Meeting! 


2). “(hat line of lamp guards is most 


interesting ? 


“@Mhy? ‘he quality in the products. 
A line complete for all 
modern requirements. 
Eleven salesmen of the 
manufacturer representing 
it actively the year round. 
Close co-operation with 
jobbers handling stocks. 
Advertising. 











2. Ohall we catalog it? ¢4 


FOR CORRESPONDENCE PURPOSES: 


FLEXIBLE STEEL LACING COMPANY 000 0 2... AL LENGTH. ALSO 
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IN PORTABLE STYLES 
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Three FRINK Products 


Marketed through legitimate jobbers only. Each embraces the 
high qualities of illumination and workmanship for which Frink 
has been noted since 1857. Gives a complete window lighting 
service. 





SILVERLITE SPOT-O-FLOD 











Multilite 


A CONTINUOUS trough reflector using reflectors built on the Silverlite 


principle, adaptable from 60-watt to 200-watt lamps. Miultilite reflec: 
tors come in units of 2 to 10 individual reflectors. They are wired and ready 
to install, eliminating cost of individual outlets. The unit construction gives 
far greater flexibility of light and color control and results in neater, more 
economical illumination. Described in our circular No. 79-B. 


Silverlite 
NM all-metal reflector susceptible to adjustment for filament foci for three 
different size lamps. This adjustment is made instantly because of the 
collapsible neck, and exclusive feature in Silverlite reflectors. No special 
holders are required. The reflectors fit the standard 314” holders used 
everywhere. Color screens can be attached without extra clamps, hooks, ete. 


~ 


Described in our circular No. 7 


Spot-o-Flod 
COMBINATION spot and flood light admitting of instant adjustment, 
without the use of tools, to any angle. The beam is controlled from 
a spot of 24 inches to flood of ten feet at a distance of 10 ft. Color frame 


and screens come with each unit permit of individual color spot or flood of | 


entire window. Described in circular No. 84. 


THE FRINK CO., Inc. 


Branches in All Principal Cities 





‘has recently said: 


10th Ave. and 24th St., New York | 


e 
What of America 
By GEORGE LEE 
Counsel 
Nebraska Gas & Electric Co. 

At one of the jobber meetings at 
celsior Springs, Mr. Lee, a lawyer, m 
an address about the Law. What he 
had a bearing on all of us—men, wor 
and children, jobbers or what not. 
other words he explained, in langu 
simple, clear and humanly _ interest 
what we are “up against” in this ¢ 
and age in America. While it is not » 
sible here to give his address in full, a: 
what follows is an abstract, it is sufficien 
to set anyone to thinking who reads it 
Editor. 

O NE OF the world’s eminent and 

practical students of government 
“As I watch the 
American nation speeding gaily, witli 
invincible optimism, down the road to 
destruction, I seem to be contemplat- 
ing the greatest tragedy in the histor) 
of mankind.” 

A great lawyer, formerly solicitor 
general of the United States, recent], 
said to the American Bar Association: 
“The foundation of mankind—family, 
church, state and otherwise—is_ be- 
ing shaken. ‘The morale of our civi 
lization is being shattered.” 

Rome, mistress of the ancient world 
was land and _ sea. 
Rome was superior, cultured, elegant. 
Rome was learned in jurisprudence 
and gave to the world the Napoleonic 


supreme upon 


code. She was dominating and pre- 
dominating in commerce, but while 
Nero fiddled Rome burned. <A _ horde 
of uncouth, illiterate and boorish bar- 
barians swept her from the face of 
the 
solution. 


earth. Dissipation spelled dis 
And Rome and Roman civi 
lization today are scarcely memories. 
American government is threatened 
American business is crucified—b\ 
statutory law. We are law mad, and 
as a lawyer I say this advisedly. ‘Tl 
apprehensions of every business man 
in America must certainly be aroused 
by the 
the past 25 


striking interference within 
vears of legislation both 
State and Federal with individual ac 
One of thi 


major, if not the major, activities of 


tivities and with business. 


modern industry is to defend _ itself 
from serious injury or complete de 
struction by meddlesome and_ re 
strictive legislation. 

Legislatures and Congresses com: 
and go and year by year create and 
re-create new requirements, conditions. 
qualifications, licenses, rules and regu 
lations until commerce and _ industr) 
are so circumscribed and ham strung 
as to defy comprehension. A_ few 
years ago it was astounding even the) 
to know that out of every 47 of ou 
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Paulding’s 


Interchangeable Porcelain 
Sockets Well Received 
by the Trade 


Electrical Contractors like them because of the 
ease in wiring;—jobbers like them because they 
reduce stock and sell more easily. 


They both like them because their investments 
The clamp method is strongest and are cut to a minimum. It is no longer neces- 
most fool-proof ever developed. ; 

sary to carry each item complete. 


Now, they can carry the key, keyless and pull 
chain mechanisms in stock and assemble them 
in either porcelain or brass shell husks. And 
to cap it all, Paulding Interchangeable Porce- 
lain Sockets cost no more than ordinary types. 


See How Much Easier 
They Are to Assemble 


There is no fumbling for screws. They are 
where you can see them and get at them ina 
jiffy. And that other nuisance of screws fall- 
amg se nmr ing out is a thing of the past. The threads at 
pel A snag og pene the end are upset so they can’t fall out. 
clamps, and cap is free. 
Whether you are a jobber or a contractor, you 
will want full particulars of the big money 
saving and time saving opportunities this new 
line offers you. 


Write for Prices, etc. 


Paulding 


— ees, ‘bl ; ° 
wy A pn pe John I. Paulding, Inc. 


to fasten socket to base. 
New Bedford, Mass. 
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Don Clarke, head of the radio depart 
ment at Wetmore-Savage Electric Sup) 
Co. in Springfield, Mass., recently spent 
few days “hooking ’em” out of Lak: 
Greenough, in New Hampshire. Ratti 
looks as though Don had to do batt\ 
with this fellow from the appearance 
the boat. 


meat li ER SERVICE SWITCHES wage earning population one citiz 


was engaged in some form of public 
employment. ‘Today the number 0 
public servants has increased to tli 


This Newest Type amazing proportion of one in 12 and 
for every 11 wage earners above tli 


THE ROTARY COMBINATION age of 16 years there is one paid 
public servant. This is the vastest 
and hungriest horde of non-producers. 
tax-eaters and parasites that ever ex 
isted in any country, any time an) 








Approved Wherever Central Stations Specify 


ONE Outfit for installing main service and branch place. 


circuits, with all fuses accessible for renewal or How strange, how incongruous that 
we of this generation should uncom 


plainingly tolerate and endure tli 
very evils which our progenitors cha! 
Cat. No. 755A Cat. No. 756B lenged and repudiated 150 years ago 


3 pole, two plug fuses, S. N., And here it is very pertinent to re 
2 pole, single plug fuse, 30 30 amp., 125-250 volt, service iy a? 
amp., 125 volt, service switch, switch, 4—2 wire branches, mark that one of the strong indict 
2—2 wire branches, 2 fuses. 4 fuses. ments of King George, recited in tli 


American Declaration of Independ 
Catalog sent on request. ence reads as follows: ‘He has en 
acted a multitude of new offices and 
sent swarms of officers to harass our 


PO LI ] L \ N ae and eat out their substance. 
We have today in American busi 


ness, an autocratic and tyrannical bu 


| P | reaucracy,—commissions, boards, tri 
bunals and officers—a thousand fold 


greater in number than King Georg 


1250 ATLANTIC AVENUE Sa a Gace one 
BROOKLYN y¥ NEW YORK dreamed of. 


CHICAGO PITTSBURGH DETROIT ne eee Seer 
PHILADELPHIA ST. LOUIS MINNEAPOLIS | actually forbidden to do more things 
BOSTON ATLANTA SEATTLE | and do more things that are forbid 
| den than any other people of an: 


replacement. 
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ten metal, 


Vented through 
the Fibre 


Note that Union Fuse Casings 
are vented through the fibre— 
not through the end caps. This 
lusive method instantly re- 
leases. the pressure generated 

n the fuse blows—protects 
the end caps threads from mol- 


It’s the NUMBER of 


Renewals that Counts 






Simplicity is outstand- 
ing in Union Fuse con- 
struction, Only one end 
cap 1s removed when re- 
newing. A heavy fibre 
bar which does not 
warp from heat, holds 
all parts in permanent 
alignment, 


O have a new fuse for the few cents cost of a 

new link—that’s the big reason for buying re- 
newable fuses. Thusin order to get what you pay 
for, the number of renewals—the number of 
times the fuse can be expected to save its price 
—is the factor in selecting fuses. 


The exceptional strength of the heavy grey 
horn fibre used for Union Fuse Casings is one 
guarantee of more renewals—the efficient method 
of venting is another. Scientifically proportioned 
—opening through the fibre—these vents instant- 
ly release the high pressure generated when the 
fuse blows— protect the end cap threads from 
molten metal. Fusing of the renewable element 
always occurs midway of holding studs. Fusible 
link has slotted ends—is quickly replaced when 
studs are only slightly loosened. 


Thousands of users have experienced the dit- 
ference in fuses—get more of what they pay for 
by specifying Unions. 

The new Union Catalog No. 32 gives the latest complete information. 
A copy should be in your reference file. Write for your copy today— 


and also the “Fuse Selection Chart” which tells at a glance the capacity 
fuse for the proper protection of all equipment. 


CHICAGO FUSE MFc. Co. 








INCORPORATED 1889 


@ 
Manufacturers of Electrical Protecting Materials 


and Conduit Fittings 
1519 West 15th Street, Chicago 


> 










GEM Powerlets— 
Conduit Fittings which 
Outlast the Building 


Cast in one piece from malleable tron— 
heavily galvanized or enameled—GemPower- 
lets are rust and deterioration proof. They 
outlast the building—or the machine on 
which they are installed. 





Water-Proof Joints 


Conduit joints must be waterproof to pre- 
vent corrosion and high resistance in the 
conduit runs. Gem Powerlets have threaded 
hubs because that type joint is permanently 
right. Gem Powerlets are cast in one piece 
from malleable iron—no seams to open, 
won’t crack. 





Screws You Won’t Lose 


Retaining washers hold assembling screws of 
Gem Powerlets in place during installation. 
You won’t drop and lose them—a time sav- 
ing factor on every job. 








@) 


Write for 
Catalog No. P-32 







NION FUSES 


3ecause they are worth more they really cost less 
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Men Find— 


superlative comfort, convenience and pleasant 
surroundings at the Hotel Majestic—favorite 
stopping-place for traveled people. They know. 
Whether alone or with family, the location is 
ideal—only a step from theatre and shopping 
districts and a few minutes to all business 
centers. 

With a “front yard” of 843 acres, the big, 
cheery rooms at the Majestic are exceptionally 
attractive. The cuisine is unsurpassed, and 
good music, comfortable lounge, and other 
features combine to make you glad you came. 


Try it when next in New York 


Interesting Booklet on 
New York and Majestic 
Hotel—Free on Request. 
Proprietor 


Majestic Lyotel 


RESTAURANTS 


2 West 72nd Street 
Entire block fronting Central Park 
Overlooking 5th Ave. 


NEW YORK 


SS SS SS SSS STS SEES BSS SS SES SS BSE SSE SSS eee eee See 
The Hotel Majestic, Central Park West at 72nd Street, New York City 
Without obligating me, please send me Booklet on New York and Majestic 


Hotel and information as to arrangements for a party of 


Nannie 








The Jobber’s Salesman 




















civilization in the world’s his ry 
As business men, it may inte sj 
and perhaps startle you a littl t, 
learn that there are over two and | 
half million statutes and laws 
oretically in force in the Un od 
States and that new statutes, ru 


| laws and regulations for human 


duct and the control of business + 
being enacted by the Federal ( 


| gress and State Legislatures at ||) 


rate of 25,000 annually. 
Supreme Courts and Federal Courts 
I 
are grinding out annually over 30, 


| 000 written decisions, in an effort to 


construe and interpret conflicting aid 
overlapping statutes, and in an 
endeavor to reconcile the conflicts, 
collisions, inconsistencies and incon 
gruities of the legislative mind as cx 
pressed in multitudinous legislatiy: 
enactments. No lawyer can tell a busi- 
ness man what the law now is. No 
longer can he earn enough money even 
to buy the books that contain these de 


| cisions, 


Were it not so serious an actual 
ity it would be considered the greatest 
farce of all times. 

And to think that in the land otf 
the free and the home of the brave: 
the republic that gave to the world its 
finest constitution,x—a constitution 
which James Bryce, the great Englis) 
historian, said: “Is the greatest in- 
strument ever struck off at a single 
time by the mind of man,’’—to think 
that we have now come to the point in 
our lawmaking history where in a 
few months the Congress of the 
United States will introduce over 
15,000 bills. In the State Legislatures 
in a single winter there will likely) 
be introduced 150,000 bills. And to 
think that as business and profession 
al men we now permit our eminent 
lawmakers, who are not capable, on 
the average, of earning $100.00 a 
month, to regulate indiscriminately al! 
business; and prescribe rules of suc! 


| supreme importance as the use of fin 


ger bowls in restaurants; the lengt!: 
of bed sheets in country hotels; tli 
spilling of peanut shells on the sid: 
walks. We may be tender and merc: 
ful, as I shall point out later, wit!) 


| murderers, but God help the victim. 


under our legal set up, who ignores 
the legal etiquette of finger bowls and 
peanut shells. 

Will we never learn the lesson thiat 
legal restraints and restrictions wi!! 
be observed and respected only 
proportion as these legal restrain's 


| and restrictions represent, reflect ard 
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Providence 


RADIO WIRES 


] 
| 





3 Plai 
Hard Drawn +d 4 
inne 
Copper Antenna i ae 


Individually packed in neat, attractive cartons 


3 Plain or Braided 
Rubber Covered Solid or Flexible 


Lead-In Wire Black or Colored 
3 In Coils or On Spools 


Se 


Annunciator Wire Flexible Cords 
: Office Wire Miscellaneous Wires 
- Complete Stocks in Principal Cities 
a) 
: We Manufacture and Stock 
Ff Rubber Covered Wires Weatherproof Wire 
Fixture Wire and Cords Slow Burning Wire 


Lamp and Portable Cords Annunciator and Office Wires 

Heater Cord Rubber and Lead Cable 

All Rubber Service Cord Flexible Armored Cable 
Cablex—Non Metallic Sheathed Cable 





34 3 — yr 


Write for Our Prices 


“475 





x) 2 


Providence Insulated Wire Company ] 
58 Waldo St. Providence, Rhode Island ] 






















THE JOBBER'SfA)SALESMAN 
f= 











What a big roof covers 


in the picturesque Cumberland 
foothills is a world famed 


hotel 


"THOUSANDS visit this delightful region, to return again 

and again. Its charm is irresistible. In the midst of a 
setting often transferred to canvas by the brush of painter 
the great French Lick Springs Hotel lifts its seven stories 
under a genial sky. Six hundred airy spacious rooms are 
furnished to insure every comfort of a luxurious home. 
Guests retain vivid recollections of the quiet, unobtrusive 
courtesies that give added pleasure to their visit. The 
cuisine is unexcelled. 


For golf enthusiasts two superb uncrowded 18-hole courses, 
each with its modern, completely equipped Club House, 
provide opportunities for breaking records. The Upper 
Course is famed as one of the sportiest in America. 


French Lick Springs is the ideal spot to replenish your store 
of vitality. The natural, sparkling, rejuvenating waters pep 
up the system, and a plunge in the vibrant, tonic baths is 
a buoyant, delightful experience. Horseback riding, motor- 
ing, hiking, dancing, concerts, tennis and other wholesome 
recreations provide a constant round of healthful enjoy- 
ment. 


Autumn is ideal to visit French Lick Springs. Treat your- 
self to this royal vacation, and get in fine trim for the winter. 
Easily accessible by motor or rail. Through Pullmans from 
New York via Pennsylvania R. R. From Chicago via 
Monon route, a night’s ride. 


Write or Wire for Reservations. 


FRENCH LICK SPRINGS HOTEL 


French Lick, Indiana 


“‘Home of Pluto Water’’ 
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correspond to the moral sense 0 
community. Beyond this point 
will be neither respected nor ob. 
And the further lesson, \ 
ought to be elementary but is 
that social progress and civiliz 
itself do not eventuate from mult: 
inous nor multiplicious statutory 


| ulations prescribing individual |, 
_duct. Progress comes by deve) 


ment, through education of the |.) 
of citizenship that voluntarily ©» 


| forms itself to the standard of 


havior accepted by the community 
And yet the British Parliament, de- 


| liberating in session for nine monilis, 


enacts less than 200 statutes ap))li 
cable to the entire British empire and 


| upon which the sun never sets ! 


Does it take any great imagination 


| to visualize the slowing down of legit- 
| imate business and legitimate busi- 


ness promotion in an effort to learn 
the thousand and one ever changing 


| rules of the game? 


Reforming people by legislation is 


| like compulsory feeding of an unrul 


and disobedient child. Most of the 
gruel is spilled in the process and 
the patient is left more obstreperous 
and unruly than before. 

Under the old criminal law, if a 
man committed a crime with an axe 
he and he alone was punished and 
not the man who made or sold thi 
axe for an innocent purpose. Now 
we are told that in addition to the 
gentleman who wields the axe the one 
who makes or sells it may also be 
responsible. 

Under the English Common Law. 
which we adopted in this country, the 
intent of the offender was an essen 
tial ingredient in determining the d: 
gree of the offense. Under the mod 
ern reform statutes it makes no dit 
ference what the intent was. 

Under the common law, a defend 
ant could not be convicted unless |i 
knew the facts which constituted tlic 
offense. Under modern reform stat- 
utes he may be entirely ignorant 0! 
the existence of the facts which con 
stitute the offense and yet be guilt) 

For centuries it has been a funda 
mental principle of the law that tli 


| state must prove the guilt of the « 
| cused beyond a reasonable doubt, and 


under many modern reform statutr> 
the burden of proof is upon the ac 
cused to establish his innocence. 
May we not inquire how much for 
ther do we have to go to be separat:d 
from all of the common guaranti’s 
of liberty? What of America? W! 
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To the Electrical Trade 


NOTICE 


New Invention 


Revolutionizes finishes for electric wires, 
cables and tubing. 


“Slick-Finish” 


used on 


WIREFLEX ana Wireoucr 


is fully protected by 
U.S. Patent No. 1,635,829 









Retards Flame 
Resists Moisture 
Repels Heat 
Extreme Flexibility 
Lubricant Finish 
Non-Sticky Surface 
Smooth and Clean 








THe WiremorD ComPpANy 


HARTFORD,CONN. 





Picture is from an Actual 
Unretouched Photograph 
of a Hand-Twisted piece 
14/2 size Patented Slick- 
Vinish WIREFLEX. 
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Hanguncrs ‘ 


GUL Yb 


FLECTR/A\POWER 


Radio Power Units and 
Battery Eliminators 


In a maze of conflicting claims and experimental merchandise 

the most sensational proven successes of the field of Radio 
Power devices are the Harvard Power Units and the Harvard 
Battery Eliminators. Jobbers who want their customers to 
have the best device to be obtained at ANY price—and yet 
sold at an EXTREMELY MODERATE PRICE should write 
TODAY for full information, terms and samples. 








HARVARD 
Battery Eliminator 


Types C, D and E—‘‘A”™ Bat 
tery Eliminator 

Types AB; ABC—’A’, B 
and **C**’ Eliminator 

Quiet, constant power Nx 


bulbs; no acid. No batteries of 
any description, paste, jellied or 
therwise Operates direct from 
light socket—only uses current 
when set is in use Absolutely 
noiseless; controlled by single 
switch; very economical. 


Type “*C ‘ . List $39.50 


HARVARD 
Automatic Power Unit 


Complete and unfailing “‘A*’ supply fot 
Radio Sets of any size. Operates direct 
from light socket. No tubes; no moving 
parts; no trouble; absolutely silent. Con- 
tains specially designed glass cased battery. 
TlGe mR 2 BBO 
pa: US Se a 24.50 


These HARVARD products give Radio results that 

will astound you upon demonstration. And at their 
Very few Radio Power extremely low prices they can be featured extensively. 
Units or Eliminators in ; ; 
the market can compare Let us send you full information. 
with the Harvard line 


BIG VALUE « American Storage Battery Co. 


LOW PRICE—and none 


of them equals in efh- 339 A Street Boston, Mass. 


cient service 


si are ready to make Makers of the famous 


mmediate delivery. Send 


for samples today Harvard Storage Batteries 














of our constitutional privileges ? 
people of the United States x 
employ common sense in ever’ 
they do, except the most impo 
which is the making of law, and 
result we have ill-conceived, i|| 
structed statutory law bristling , jt), 
inconsistencies and impossibilitie, 4 
the courts of the country spend tly 
next quarter of the century tink: :ing 
the same into workable shape. 

Every proposition has a corollary; 
what we sow we reap, sow the wind 
reap the whirlwind. Let us now brief. 
ly consider the whirlwind. 

Permit me now in my corollary to 
surprise, startle and even stagger you 
by discussing, as a lawyer, the spirit 
of lawlessness in America and briefly 
challenge your serious attention to the 
inevitable results of that lawlessness 
as affecting business, society and the 
constitutional government. 

Let us be sure of our premises. |s 
there in this day and generation 1 
spirit of lawlessness greater and dif- 
ferent than that which has always 
characterized human society? 


The statistics of our criminal courts 
speak eloquently and disclose an un- 
paralleled and unprecedented _ in- 
crease in crime. In the Federal courts 
alone pending criminal indictments 
have increased from 9,000 in the year 
of 1912 to 100,000 during the present 
year. The proportion of increase lias 
been equally astounding in the State 
courts. The losses from burglaries 
which have been repaid by casualty 
companies have grown in amount from 
$800,000 in 1914 to over $10,000,000 
annually for the last five years, com- 
mencing in 1920. In a like period 
of time embezzlements have increased 
five fold. It is notorious that mail 
and express thefts have grown to in- 
credible proportions. Robberies of 
railroad trains are of frequent occur 
rence, crimes of violence are multi- 
plying with alarming rapidity. The 
streets of our cities, once reasonably 
secure, have now become the field of 
operation for the foot pad and thie 
highwaymen. Modern automobile 
transportation expedites and_facili- 
tates escape. In one large America! 
city over 5,000 automobiles were 
stolen in a single year. 

At one time in our history murder 
was a disgraceful, abominable and 4 
comparatively infrequent crime. New 
York averages three hundred murders 
annually with only a 20 percent con 
viction record. Chicago exceeds tis 
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1A tna! 
ey PS | is ae 


‘Youll 





need lamps/ 





SIDE VIEW OF FRONT VIEW OF EDISON MERCHANDISER REAR VIEW OF 
EDISON MERCHANDISER EDISON MERCHANDISER 


The Edison Merchandiser 


The Edison Merchandiser embod- Your Agents need this striking 


ies the fruits of years of experience unit to get the most from the 

‘ ‘ ‘ * 

A selling nai i oo eee “Licht Up—ror Profit” cam- 
shih -ilennabelapedyeamsapmipei. Ysa paign, the new Fall sales activity 


inates the store interior and impels + ame a esa 
every customer to buy. The price °% i amps. ce the 


—without stand—$7.95, delivered. | Edison News Letter for full par- 
Price with stand—$14.45, delivered. _ ticulars. 


*MAZDA—the mark of a research service 


EDISON MAZDA LAMPS 


GENERAL GR ELECTRIC 
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Birds and Birdies 





|record with 400 murders annually and 
a 10 per cent conviction record. 
Police authorities in more than one 
|city actually confess their impotence 
‘to impose sufficient restraints. It is 
‘startling, but true, that in many cases 
life and property have become almost 
|as insecure as during the middle ages. 














| law. 


Too much law breeds contempt for 
In that dilemma America finds 


herself today. 





| 
| 


| 
| 











“American Brano® 
WEATHERPROOF WIRE AND CABLES 
HAS MO EQUAL 


AMERICAN INSULATED 
WIRE & CABLE CORP. 


Chicago, I11. 








.And what shall we say of the subtle 
and more insidious crimes against the 
political state, such as graft, conniv- 
ance, collusion and corruption in city, 
state and nation. Is it too strong to 
say that it has become a science? The 
United States Senate, instead of being 
the great constructive, law making 
and deliberative tribunal that it once 
was, seems to spend half of its time 
now in slush fund problems, corrup- 
tion cases and graft investigation. 

In the language of Mr. James 
Beck, before the American Bar Asso- 
ciation in Cincinnati in 1921, “In 
music the fundamental canons have 
been thrown out and discord has been 
substituted for harmony, for its ideals. 
Its culmination—jazz— a musical 
crime. In the plastic arts, all the 
laws of form and the criteria of beau- 
ty have been swept aside by the fu- 
turist, cubist, hoticist, tactilist and 
other esthetic bolsheviki. In poetry 
where beauty of rhythm and melody 


of sound were once regarded as the | 


true test we now have the exultation 
of the grotesque and brutal. 
merce the revolt is against the purity 
of standards and the integrity of busi- 
ness morals.” 

And after discussing the question 
Mr. Beck says: “Who can question 
that this is pre-eminently the age of 
sham and counterfeit?” Perhaps this 
statement is too strong, but there is 
much of truth in it. 

In the greater sphere of social life 
we find the same spirit of lawlessness 
—the same revolt against the institu- 
tions which have had the sanction of 
the past. 

Today the human mind apparently 
regards the lessons of the past not 
as presumptively true but as presump- 
tively false. 

Not long ago a gentleman speaking 
with authority and’ representing not 
less than a hundred million people 
said that four tremendous evils stood 
out prominently. 

Ist. The challenge to all authori- 
ty. 


2nd. Abnormal aversion to work. 





In com- | 














LL birds fly—and the 
golfer who scores a 
birdie is apt to fly also. For 
a birdie is just a little better 
than par—and Old Man Par 
is always hard to beat. 


Day-Brite is a bird of a line 
to sell. It’s a birdie—made 
better than par—and always 
wins in competition. 


Day-Brites really sell them- 
selves but once in a while 
you ought to mention the 
name. 





pAY-BRite 


TRADE MARK REG. 


REFLECTOR 


furnished 
completely assembled and 
Union Wired at the Factory. 
Or they may be bought un- 


Day-Brites are 


wired. The new reflector 
makes it easy to wire and 
install. 


Send for Catalogue 6. 


DAY-BRITE REFLECTOR CO. 


703 South Broadway 
ST. LOUIS, MO. 
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2350 SWITCHES 





& H 1700 REGEPTAGLES 






Shreve & Lamb, 
Architects 
New York City 


G. Richard Davis 
& Co., 


Builders 
New York City 


Van Wagoner Linn 
Construction Co., 






Electrical Cont’r. 
New York City 









Clyde R Place, 
Engineer 
New York City 
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gy bite 


GENERAL MOTORS 
BUILDING-NEW YORK CITY 


ANOTHER great commercial showplace, 
where you may see H&H Switches in their 
‘* natural setting.’’ Here, the background 
calls for the staunchest in switches. And 
the staunchest in switches is here assured 
by the HeH background of 36 years’ 


switch - craftsmanship. 


THE HAKT & HEGEMAN MFG. CO. 


HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCEI890 
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IT’S “TIME” 


A RADe | 


mant 


| 


YOU KNOW | 
WHEN 
THEY BLOW 


Jobbers are offered for distribution 
the NEW K-E Clear Window Fuse 
Plugs. 

The fuse element running across the 
clear mica window is clearly visible 
when the fuse is good. A metallic de- 
posit on the window makes it possible 
to tell instantly when the fuse is blown. 


On the left 
shown the 
K - E 
blow- 
ing. Note 
how clearly | 
the fuse 
ment may 


is 
N E W 


before 


ele- | 
be 


seen. 


Dealers have all been told of these 


new plugs which are meeting with 


instantaneous favor. Approved and | 
listed as standard by the Underwrit- 


ers’ Laboratories. 


On the right 
is shown the 
NEW K-E 
after blowing. 
Note how easily 
the blown fuse 
may be detect- 


ed. 


Jobber appointments and territorial 


arrangements are now being made. 
Write at once for catalog and prices. | 
We manufacture a complete line of 


K-E Electrical Protective Devices. 


KIRKMAN ENGINEERING 
CORPORATION 


484 Broome St. ey New York, N.Y. | 


3rd. Excessive thirst for pleasure 
as the great aim of life. 

4th. Gross materialism, which de- 
nies the reality of the spiritual in | 
human life. 


In of | 


a summary of the results 


| these tendencies, measured in the sta- 
tistics of production, industry, etc., 


In 


American state alone for instance, and | 


the figures are appalling. one | 
for only one year, there was an eco- | 
nomic loss, due to strikes, of over 15,- 
000,000 working days. | 

And in America, as perhaps else- | 
where, the phenomenon has been ob- | 
served that with the highest wages | 
known in the history of the modern | 
times there has been an unmistakable | 
lessening of efficiency. For example, | 
the transportation companies made an | 
actual claim against the United States | 
government for damages to the roads | 
amounting to seven hundred and fifty | 
million dollars, claimed to be due to | 
the inefficiency of labor during the pe- | 
riod of governmental operation. 

It may be said with some degree of | 
reason that the world war contributed | 
somewhat to this situation, but it must | 
be obvious that the spirit of lawless- | 
ness and disregard for values in| 
America comes very largely from our | 
loss of respect for the law. 














David C. Rosetahl, who has recently | 
been appointed manager of the fixture | 
department of the Gertler Electric Co. of 
New York. | 


— 








TO SELL— 


THE “‘RELIANCE’’ 
AND “RACINE” ’ 


“RELIANCE” 


AUTOMATIC TIME SWITCH 


NOW AND ALWAYS is the 
time to sell the “Reliance” and 
the “Racine” Automatic time 
switches. They give absolutely 
reliable and dependable service. 


The “Reliance” time switch is 
made of the highest quality mate- 
rials. It is noted for its simplicity 
of construction and accuracy of 
manufacture. Every switch is 
guaranteed for one year. 

Made in twelve different sizes 
for 10, 20, 30 and 50 amps. and 
priced from $28.00 to $36.00 list. 
Approved by the National Board 
of Fire Underwriters. 


“RACINE” 


AUTOMATIC TIME SWITCH 


A lower priced eight day time switch 
made in two sizes, 10 and 20 amperes 
selling for $19.50 and $23.00 list. 


It is used for turning On and Off win- 
dow lights, sign, bill boards, apartment 
house hall light, etc. It also carries a 
year’s guarantee and is made largely of 
“Reliance” parts, 


RELIANCE AUTOMATIC 


LIGHTING CO. 
1907 MEAD STREET 


RACINE, WISC. 
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) SOS SOS 
Save on Solder Save on Solder 
Contains no Acid Contains no Acid 
* WILL NOT WILL NOT 
CORRODE CORRODE 
Pure Metal Pure Metal 
= Anneals to Copper Anneals to Copper 
or Brass or Brass 


























~- 
; ey an, 


N —s 
R 


COMES IN 


POWDER FORM 


User Mixes With Water 
to Make Paste 


Apply With Small Bristle Brush or Dip 
CAN BE USED WITH ANY KIND OF HEAT 


oO 








Alcohol Torch Gas Torch 
Alcohol Lamp 

Candle Matches 

ECONOMICAL EFFICIENT 








TIME SAVING 


| THE UNIVERSAL SUPPLY CO. 


Fairmont Manufacturing Chemists Minnesota 
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The combination of a dark day and a 
wobbly photographer trying for a time 
exposure makes T. E. (Santa) Claus 
(left) and John Mock, outside salesmen 
for the Robertson-Cataract Electric Co., 
Rochester, N. Y., look this way. Between 
“Santa” Claus’ classy new shoes and 
Johnny’s bag, of which he is very proud, 
this really should have been a good pic- 
ture. 





Late News 
M. P. Oornovur is now with the 
Southern Electric Co., Richmond, Va. 
He was formerly with the Florida 


Electric Supply Co. 


of the 
Electric Supply 


2, 


Southwest 


RopertTs, manager 
General 
Co., Houston, Tex., has resigned and 
it is said will organize his own com- 
pany. ——_ 

H. F. (‘Fritz’) Bland, for 14 
years a salesman traveling for the 
Southwest General Electric Supply 
Co., died recently at Phoenix, Ariz., 
following an operation. 

Co. 


force has been enriched and amplified, 


THe Braw EL xecrric sales 
not to say dignified by the acquisition 


of J. E. W. 


traveling Tennessee and Kentucky for 


Rosson, who has been 


the Stewart Warner Service Station, 
out of Louisville, Ky. 


Geo. Risiettr has been appointed 
purchasing agent of the Myers Elec- 
tric Supply Co., Inc., Los Angeles. 

Dick KirkLanp is new office clerk 
with the H. C. Roberts Electric Sup- 
ply Co., Wilmington, Dela., replacing 





Mr. McKaig who left to burn the mid- 


night watt and thus absorb more 
knowledge at Ashbury College, way 
down in Ole Kentuck. 

F. A. Biocu is now assistant sales 
manager of the Pacific States Electric 
Co., Seattle, Wash. 


a. Ee. Lake 
States General Electric Supply Co., 


THOMAS, manager, 
Inc., Akron, Ohio, has resigned to 
open a jobbing establishment of his 
He is succeeded by W. D. 


Campbell, formerly an outside sales- 


own. 


man. ost aeccantiaie 


Coy 
Spartanburg, S. C.—A one week spe- 


CaroLina Evectric SupPLy 


cial campaign on Yale flashlights and 
batteries resulted in very satisfactory 
business. 














J. F. Troutman, who appears here as a 
reception committee of one before the 
door of the Conduit Electric Supply Co., 
Syracuse, N. Y., is the founder and presi- 
dent of this company. He established it 
in November, 1920, having entered the 
electrical field by way of the machine 
tool business. He has two outside sales- 
men who cover the territory within a 50 
to 70 mile radius of Syracuse. The Con- 
duit Electric Supply Co. has two of the 
floors of the building it occupies and han- 
dles such lines as Square D, “Adapti,” 
“Flexsteel” armored cable, Youngstown 
conduit, Burgess batteries, Willard Stor- 
age batteries and radio power units, Syl- 
vania radio tubes, Columbia Metal Box Co. 
products and Liberty wire. 








S. H. Simonsen has been made 
manager of the Illinois Electric Co., Chi 
cago, the appointment taking effect as 0! 
July 1. He made this important position 
in three yumps, so to speak—first, cit 
salesman on the South Side territory, next 
in charge of the quotation department for 
about seven years, and now sales man 
ager. Altogether Simonsen has put in 
about 11 years with Illinois, in which tin 
he has made himself widely and favoralh)\ 
known to the electrical trade throughout 
the Chicago district. This was_ helped 
along by the fact that he is active in 
association work, and both the Electric 
Club and the Electric Association know 
him as a man who believes in service with 
a smile. 

Before going with Illinois he was wit! 
the Commonwealth Edison Co. for a }. 
riod, and before that was for six years in 
a bank. 


Saies 





Poor Vision Costs $460,- 
000,000 Annually 


According to a_ recent’ issue 
Manufacturer’s News, defective visio: 
due to improper lighting and poo: 
eyes, costs the people of the United 
States $460,000,000 annually. So stat: 
Guy A. Henry, New York, directo: 
general of the Eye Sight Conservatio 
Council of America. 

Accidents resulting from poor light 
ing cost $300,000,000 per year, h 
says, and $30,000,000 industrial wast: 
can be charged to bad illumination 
School children, unable to progres: 
rapidly in their studies because of d¢ 
fective vision, cost the country $130, 
000,000 annually. 

“Good lighting of comparativ: 
cheapness is available and _ scientifi 
detection and correction for the de 
fective eye will relieve the humat 
race of much _ needless _ suffering,” 
Mr. Henry states. “There is urgen' 
need for the education of the publi 
concerning eye care involving bot! 
the correction of sight and a know! 
edge of proper lighting.” 
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Switching Time 
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on the ‘ 


R&M Line 

















Now is the time to switch your selling efforts 
from “R” & “M” Fans to “R” & “M” Motors. 
With the decrease in fan sales comes the enor’ 
mous increase in motor sales. “R” & “M” 
Motors are made and guaranteed by a Com: 
pany with over twenty-five years’ experience 
in building electrical apparatus. This point 





alone has sold a great number of motor users. 
R&M Pro ucts fr 6629 > ve oh) 

Other sales advantages of “R” & ““M” Motors 
Split Phase Motors, 1/30 to 12 ; ; 
H.P.; Repulsion Induction Mo- are their rugged and simple construction and 

Vy \4 H.P.; Polyphase : : 
Seance ve aso their well-balanced design. These two points 
Current Generators, %4 to 1° give “R” & “M” Motors efficient and reliable 
K.W.; Direct Current Motors, 
4 to 20 H.P.; Dental Lathe, service and that is what your customers are 
Grinding and Buffing Motors; tis . : 
AC-D.C. and D.C-D.C. Bat- always looking tor. 
tery Charging Motor Generator : 7 
Sets; also General Purpose Mo- If you are not acquainted with, or if you want 
tor Generator Sets; Oscillating a ; meee Se as aaa 
sd Mnasteiiadas Vane: Vee more information on “R” & “M” Motors, 
oe 9 Se Fae: write for bulletins giving complete information, 
p \ including construction, ratings, etc. 








a. 





BRANCHES: 
Boston, 243 South St. Cincinnati, 9 E. Third St. Chicago, 1825-29 Transportation Bldg. 
New York, 30 Church St. Buffalo, 292 Elm St. Cleveland, 1239 W. Third St. 
Philadelphia, 1418 Walnut St. St. Louis, 1922-26 Chestnut St San Francisco, 317 Rialto Bldg. 


The Robbins & Myers Co. 


SPRINGFIELD. OHIO 
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Coosa Bass 
- From this photo you can dray 
conclusion that the Coosa _riv 


The Lamp | ‘irs se 
that Created 
a Sensation 


The Jewel of a Lamp 
created a sensation at the N. E. L. A. 
Convention in Atlantic City. It created alligators abound therein. Far from 
a sensation because its practicability com- it. Bass do some of their best abound- 
bined with its distinctive beauty met with ing in that stream, and if you hay 
the absolute approval of both engineers any doubts a full-size original of this 
and merchandisers. will be sent to you by next mai! on 
Central Stations, Dep’t. Stores & Dealers request. None of the specimens shown 
Are Vitally Interested in this are sizable enough for the Field and 
Latest Development. Stream contest, which closes Novew- 
In handling the Jewel Lamp you will be offering your clientele the only ber Ist, but they are eatable enougl 
lamp on the market which distributes its light on a horizontal plane giving for anybody. The Ikes* holding tl: 
the widest distribution. : % 
set for the fall demand. “It\is urgent that you communicate with us at once, || Luther Gaston of the Birminghan 
Electric Company and A. N. Stone 
W AHLE of the same company. The fish and 
ALBERT COMPANY photo were both taken near Harpers 

INCOR PORATED 

Metropolitan & Morgan Aves. Brooklyn, N. Y. 








“Ikes’’ Holding Fish 


fish are, reading from left to riglit 





ville, on the Coosa River. 


*Izaak Waltons are known as 
“Tkes.’—“Standard News.” 
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Show your customers the 


“Quad’’ Swivel Hanger 





The advantages of this simple Swivel Hanger 
as a practical time saving device can readily 
be seen. Push this item and increase your sales. 


“Quad” Swivel Hangers bring rows of 
fixtures into perfect alignment on any 
ceiling, flat or sloping up to 45 degrees. 


Exclusive ball and socket joint makes 
stem hang straight and swing free, elimi- 
nating hand-cut shims to level up. Swivel 
Hangers cost no more than stud, 
hickey and canopy—three parts re- 
placed when a “Quad” Swivel Hanger S. | The attached picture shows part of ‘! 
is used. Wo: | winning sales force of the Tel-Electric (« 
Houston, Tex. They were awarded | 
Westinghouse District Pennant for th 
Write for selling information. A sample | excellent showing on the sale of sate‘) 
| Swivel Hanger will be sent free on request. ma x | switches. Besides winning the pennant 
( s iron, a 1e RLM Stand : — eal ary) 
threaded to taki and Tice Wonka | for selling more safety switches than 1) 
‘onduit stem Reflector = com- other johber in the St. Louis territory. 
An “parts fully QUADRANGLE MFG. CO. nquad” Swivel | E. C. Lyle, one of the group, won a ¢ 
553 W. Monroe Street Chicago | Hanger makes prize of $50.00 for personally selling mm: 
lighting equip- switches than any other man out of 


a coe field of over 75 jobber salesmen. Thos« 


5 Senden re the picture, are as follows: First row, }:'' 
correct _ design, to right: E. C. Lyle; L. F. Philo, assistnt 
> vey =: general manager; D. Jacobs. Second row. 
workmanship. left to right: M. N. Sneed; W.L. By 1; 

M. E. a 


Cole. ‘Those not present: V. 


» SWIVEL LHANGER ) 4 | Gonzales; J. B. Matthews; J. G. Gillet! 















































| and J. D. Randall. 
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to buy from a Store 


1S Growing 


OST people prefer to purchase from a responsible store. They 


want the certainty of service and freedom of selection. 


This tendency is growing. Women folks are awakening. They've 
been “sold” too many times by front door strangers. They're begin- 
ning to appreciate store buying—the advantages of a well organized 
concern where they may choose and buy, rather than be sold by high 





Horton No. 34 Series. 
Submerged agitator type. 
Coppertub. In electric— 
gasoline—or pulley power. 





No. 23 Horton Motor 
High Speed Washer. 
Wood, hand power. 





Horton Automatic 
lroner. 30-inch, complete 
pen end roll; electric or 

as » eee electrically 


IORTO!} 


pressure salesmen. 


Forward looking dealers have sensed this change 
in buying habits. They have learned that volume 
built by extravagant forced selling, in the end is 
of small profit. 


Dealers are doing their own merchandising and 
selling— advertising their store—and their service. 


They are keeping their stock investments at a min- 
imum— getting quicker turnover and surer profits 
by relying upon the jobber. 


Horton has never doubted the ultimate preference 
for store distribution—store buying. The high 
quality of Horton Washers and Ironers, recognized 
for years and years, is a result of low cost distribu- 
tion through the jobber. 





HORTON MANUFACTURING COMPANY 
FORT WAYNE, INDIANA 





No. 40 Horton Electric 
Washer. Copper tub; 3- 
cup suction. 





No. 30 Horton Peerless 
Washer. Wood tub. 
Water-power motor. 





No. 33 Horton Electric 
Washer. Wood tub, agi- 
tator type. 


Washers 


lroners 





GOOD PRODUCTS — Yes! and above all else GOOD FRIENDS 
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What is the 
BEST 


sign reflector? 





/) WHEELER 
= 


Conversation Starters | 
Every motor sold requires, by the | 
Code, a disconnect switch as well as | 
a starter. How many when selling a | 
motor and starter swell up just a lit- | 
tle and forget to ask for the discon- | 
nect switch order, which is usually | 


easy picking? 


Every household has use for one or 


° * | 

more extension cords of considerable | 
° | 

length, with a plug cap on one end | 


and a connector or socket on the other. 
Contractors when wiring houses and 
in contact with the owners could make 


some of these up and make number- 


less sales for the asking. 


In suburbs where the gate is some 


distance from the front door, a line | 
of conduit run to the gate, provided | 


'with an upright piece, is a neat way 





“ISOLUX” 


THE ONLY RECTANGULAR REFLECTOR 


Because— 


Its rectangular shape 
matches the shape of the 
signs. It lights the corners. 
Wide light distribution 
means few units per board. 
Weatherproof. Easily 
Available Six 


wired. in 


$1Zes. 


The largest sign 
companies use 
Isolux—your 
contractors 


should! 


| to 
phone service. 
| stalled the 
Often, however, it is advantageous to | 
| have a 


room 


of installing a lamp at the gate, the 
lamp being controlled by a switch in- | 
side the house, and lighting the way | 
for coming and departing guests. 


Wherever a side wall bracket is in- | 


stalled it is easy to put in a conven- | 
|ience outlet below it on the riser. 


If | 
the bracket is fed from the ceiling, | 
the conduit can be extended down be- | 
yond the bracket for the outlet. 


After a house is built it is not easy | 
run an additional wire for tele- 
When a phone is in- 
bell is installed near it. | 
second bell located in the | 
The contractor | 


should suggest this and if desired | 


kitchen or upstairs. 


'make the necessary provision in the 


wiring. 


A switch located outside the bed- | 
door, controlling the ceiling 
light, is a great convenience as it does 
away with the necessity of entering 
a dark room. A further development | 
of this idea is to use a three-point | 
switch and having another in the room 
to turn off the ceiling light after the 


‘other lights are off. 


Write for Folder 23-B 


Wheeler Reflector Co. | 


275 Congress St. 
BOSTON, MASS. | 
NEW YORK | 


| 
— lL , 


ATLANTA CLEVELAND 





When figuring on lighting equip- 
ment for a home (or for any other 
building) don’t forget that lights are 
needed outside well as_ inside. | 
Weatherproof lanterns are generally | 


as 


used for lighting the entrance to a | 
a single lantern being placed | 
over the doorway or, where two lan- | 


home, 


terns are used, one on either side of 
the door. 








Toggle 
Switches 


Have Come To Stay 


And WEBER 
Has The Only 
Complete Line 


FLUSH TOGGLE 
SWITCHES 
Sixteen different nu: 
bers, including 
switches and_ switch: 
with luminous levers 
All flush switches hav 


brown levers. 


SURFACE TOGGLE 
SWITCHES 


Eighteen different 
numbers. 


SURFACE TOGGLE 
SWITCHES 


with porcelain covers, 


aD 

\ wre f ’ 

s J single pole and three 
weees point. 


SURFACE TOGGLE 
SWITCHES 

with base for wood 
moulding; suitable als 
for use in connection 
with numerous “Pipé¢ 
Taplets” and “V. V 
Fittings.” 


“When WEBER makes 


a switch it’s a switch!’ 


HENRY D. SEARS 


General Sales Agen? 
8O BOYLSTON STREET 
Boston MASSACHUSETTS 


Whine Devers 5 
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“FO . 


Price is important—so we give you price tion on it within your EXCLUSIVE 
equal to the best. Quality is important—so § TERRITORY. 
we give you quality which we do not believe But we don’t quit there. We give you 
can be matched. Service is imperative—so PRACTICAL sales, advertising and engi 
neering co-operation. We help train your 
men to become PRODUCING salesmen of 
commercial lighting equipment. We help 
But the BIG THING about the CLG you land difficult jobs at a profit. 
Exclusive Lighting Unit proposition is that Some very successful jobbers are making 
the unit bears YOUR name. You have important money with our EXCLUSIVE 
YOUR OWN EXCLUSIVE commercial proposition. Let us tell you how they are 
lighting unit, and you have absolute protec- doing it. 


We give you service that enables you to make 
good every promise. 


— When may we present the proposition? —- 


LSONSOLIDATED 


LAMP & GLASS COMPANY . CORAOPOLIS, PA. 
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DIEHL EXHAUST FANS 


are especially suited for the ventilation of private and general offices 
because of their quietness in operation. 

Every office is a live prospect for the sale of Diehl quiet operating 
exhaust fans. Get your dealers interested in Diehl exhaust fans. 

Send for descriptive bulletin—Now. 


DIEHL MANUFACTURING CO. 
ELIZABETHPORT, N. J. 


DIEHL 


Established 1888 


























KNOW,FUSEs 
CHASE-SHAWMU! 


it be the older jobbers and jobbers’ salesmen of the electrical in- 

dustry we need orfly point to our long record for maintenance 
of quality, correct price and policy in the manufacture of Chase- 
Shawmut fuses and kindred products. To those of you whose 
memory does not cover a space of 35 years we merely suggest an 
investigation either through our representatives or industrials and 
contractors who know fuses from every angle. 


A new Chase-Shawmut fuse plug now provides electrical jobbers 
with a complete line of fuses which is known by every large buyer 
of fuses. 


Do you have bulletin No. 203? 


THE CHAS STAWMUT c 


NEWBURYPORT, MASS: 





ee, 


Harry Byrne 

(Continued from Page 25 
fact that when Mr. Byrne boug! 
little jobbing house he did it w:: 
perfect understanding with | 
that that was merely the start 
he would have to grow a lot fro, 
point. 

Today the North Coast Electr 
has a branch in Tacoma and a: 
in Portland. The firm does 10 
the volume of business that th 
ceding company did the year privr ; 
Mr. Byrne’s taking it over. I em- 
ploys about 65 men and won: 

The one subject Mr. Byrn 
like to talk about without reser 
is association work. Although hv di, 
claims any credit, electrical j. 
of the Northwest declare that Irn 
Byrne is largely responsible f. 
amicable relations existing lb 
competitors and the healthful . 
tion of the jobbers’ association. (\ 
operation is a subject on whicli \Ir 
Byrne grows enthusiastic. 

The North Coast Electric Co 
monument to high morals in business 
because a major rule in the operatio 
of this business has always been that 
all connected with it should be un 
scrupulously honest with those wit! 
whom they dealt. There cannot ly 
any hair-splitting assertions; no mis 
leading statements; no 
interpretations. 

“T have enforced this rule,’ says 
Mr. Byrne, “not from a moralisti 


two side d 








The Sager Electrical Supply Co., Boston, 
has a unique style of delivering rush or 
ders. It has been said that “Steve” «40 
deliver an order in less time than it takes 
ta give it. Above is shown Stephen Bin! 
on his “steel steed” and Ed Delane\ 
the fixture department. 
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‘| \ Lets get right down to 
the point of | this 
message 


veer American Blower electric ventilating 

equipment is right. » American 

Mr Blower products are well adver- 
tised. American Blower sales 

helps, dealer helps, and engi- 

0 neering services are free to 

oe dealers.’ You will always 

with find the dealers hand- 

we ling the American 

ided Blower line are 

making good prec- 

istic fits. ” Why not 

anes start all your 











Bad Air 1S dealers sell- 
. ing Ameri- 
Bad Business ties. 
er prod- 
ucts e ° ° 
“ae Good Ventilation is 
? only Good Business 
AMERICAN BLOWER COMPANY, DETROIT 
BRANCH OFFICES IN ALL PRINCIPAL CITIES 
CANADIAN SIROCCO COMPANY LIMITED, WINDSOR, ONTARIO 





(678) 


Ameri can Rlower 


* VENTILATING, HEATING, AIR ee DRYING, MECHANICAL DRAFT 


SD wanounc EQUIPMENT SINCE 188! 
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Mr. J. P. Randall, Her:co 
Missionary Man for Dallas 
Texas, and adjacent terri- 
tory - won the 1926 Hemco 
Prize for largest volume of 
business turned in to dis- 


. HEMCO 7 =e See eee ae ot 
PRODUCTS \ _ = 


A Hemco Window Display by the Gas and Electric 
Shop, Louisville, Ky. Such displays in the win- 
dows of your leading dealers will boost your profits. 


Do all your dealers have 
a HEMCO Display workin: 


The quality, and convenience of Hemco Plural Plugs 
are apparent to everybody on sight. By keeping samples of 
Hemco Plugs out where the customer can examine them, 
and sell himself one, the Hemco Display Board builds 
sales. Some dealers say it doubles their plug business. 

Do all your dealers have a Hemco Display working— 
a new one like this—showing the new Hemco Thru-Lite 
and Trip-Prong? This new board is more striking—a 
better salesman. Sell a board to every dealer. He pays 
for the plugs only—at a special discount—making the 
price $2.13 net. 





HEMCO Wg 
J -Teleltiene 


It is our aim to keep Hemco Jobber Coshendiien so COE 





it shall be forever established as a standard of compat 


—_ 


PRINT IN BINDING 












) includes every home. 
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mco Missionary Men left their own sales meeting 
, days ago, equipped to co-operate with you in a 
better way. 

the request of you, or your sales manager, the 
» Man responsible for the work in your territory 
ttend the next meeting (regular or special) of your 
rvanization—to explain the Hemco Merchandising 
to assure the right start toward bigger business 
r territory during the coming year. 

at else can the Hemco Man do for you—for your 
ization? 

pry Hemco Missionary Man was chosen for his 
bandising knowledge—his ability to teach your 
t dealers how to move more goods—to devise and 
te new selling methods—as well as how to open 
ccounts. 

addition he will give you the complete story of 
o—its quality, beauty, convenience—its market 
Such an inside story helps 
ll any line and because of their universal market, 
t Hemco Plural Plugs and permanently beautiful 
te Wall Plates logical “headliners” for you? 

er the meeting, the Hemco Man will gladly spend 
days with you on your territory—helping you off 
better start educating your dealers to the profit 
g possibilities of Hemco—the only line of plural 
and wall plates nationally advertised to the con 


ot such co-operation—such definite help worth 
tor? Talk to your sales manager. See that he 
of your interest in the best possible, new selling 
ds—in Hemco especially. Or write us direct. 


rge Richards & Company, Inc. 
1 WEST MONROE STREET, CHICAGO 








Ks HEMCO : D> 
CRY prooucts 


cae, valuable and real that 


pa 








C h is industry e e e e e e e 
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O Missionary Men Now 
» Address Your Sales Meeting 


Talore) 
PRODUCTS 


> bp 


HEMCO Plural Plugs 
Boost Appliance Sales 


You win two ways by pushing 
Hemco - make a nice profit on Hemco 
- boost appliance sales. Every appli- 
ance buyer needs a way to hook it up. 
Often there is an-outlet shortage in 
his home. He needs a plug - a per- 
manently beautiful, high quality plug 
to match the beauty of the appliance. 
Hemco fills that bill - is often the de- 
ciding factor in the sale. Pass on this 
idea to your dealers. Get them to 
suggest Hemco to everybody. 


Only 
HEMCO Plates 
Have these 
Superior 
Features 








| 


4 


ed 












Hemco is the first permanently 
beautiful Bakelite wall plate - the 
only one which will never finger mark 
- never mar from reasonable use - or 
warp. 

Because of the new exclusive finish- 
ing process the rich coloring never 
varies. All Hemco plates are alike - 
always, for they don’t fade. They 
harmonize with all fixtures - all dec- 
orative schemes; fit every standard 
switch or receptacle - exactly. 


No wonder Hemco Plates sell. Write 
for a sample today. Get your just 
5 share of this business. 


YL 














POF 
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A Word 
About 


Reputation 


The best evidence of 
superior quality in any prod- 
uct does not lie in claims 
made for it by manufactur- 
ers, but the reputation it 
bears with the general pub- 
lic using such material, es- 
pecially that part of the 
consuming public in the best 
position to determine its 
merits by its use and results. 


The fact that Youngstown 
Buckeye Conduit is so gener- 
ally used in the 
important and _ carefully 


more 


planned structures through- 
out the United States is 
ample evidence, by itself, of 
“Youngstown - Buckeye” 
superiority. 

Are you cashing in on 
the result? 


The Youngstown Sheet 
and Tube Company 


Youngstown, Ohio 





| ing 


standpoint but from the standpoint 
of business. Besides being right, it 
actually pays in dollars and cents, be- 
cause it builds up confidence that price 
cannot break down and rob of sales.” 

He believes that there is no substi- 
tute for practical and actual knowl- 
edge when it comes to building for 
permanency in the electrical industry. 
For that reason every man in the 
organization must be trained in keep- 
with his responsibilities. He 
raises” practically all his employes 


“ec 


| in higher positions. 


He clearly demonstrated his belief 


| in this policy when his son, Harry, 
| Jr., was old enough to start to work. 
| At the age of 14 he put Harry to 


driving a truck during summer vaca- 


tion. Mrs. Byrne asked her husband 


if there was not something Harry | 


could do, better than driving a big 


| truck. She wanted to know why it was 


| necessary that he start that low. 


| driver does,” replied Mr. Byrne, “so | 
| that if he ever learns enough to be a | 
| shipping clerk, he will know enough | 


“T want him to learn what the truck 


about truck-driving to see that the 


| driver is on the job and know the 
| driver's problems.” 


Today young Harry, now 24 years 


_ old, is manager of the Tacoma branch; 

/ and he reached there by “growing” 

| through the business and learning it 
as he went. 











“TI believe that the surest sign of 


| confidence and knowledge in the elec- 


trical field,’ declares Mr. Byrne, “is 


| for a man to know enough to say ‘No’ 
| when he does not know something. 


To be perfectly frank in a case where 


| one is not positive about a thing builds 
| confidence a great deal more lasting 


Until a man 
knows enough to say no at times, he 
is not big enough for a responsible 


than to make a guess. 


| position with us.” 


Mr. Byrne’s hobby is farming. He 
has a 380-acre place on Bainbridge 
Island, near Seattle. Here he spends 
his summers with his family and dili- 
gently rides his hobby. Although he 


says it costs him a lot more than the 


| products are worth on the market, he 


_raises all the vegetables the family 


| needs; 


and still has land left for 


| flowers, trees and pasture. 


He is a member of the Engineers’ 


_ Club of New York, and Ranier Club, 
| Broadmoor Golf Club, and others in 


| 


Seattle, and the Tacoma Golf and 
Country Club. 


Ball Doi 


Assembled Ss 
Knobs furnish 
possible ins 
for all genera 
ing purposes. 


Illinois Porcelain 
Tubes are furnished 
glazed or unglazed 
in all approved types 
and sizes. 





@ lilinois Re- 
versible 
Square Split 
Knobs are 
widely used. 





Illustration shows 
Illinois No. 5% 
Split Knob with 
two grooves and 
swivel cap. 





| Dlinois Porcelain 
| Cleats can 
| had glazed or un- 
glazed in B. & D. 
or standard one wire types 
or two and three wire sizes. 


HEN ready to make a se 

lection of porcelain insula 
tors, knobs, tubes, cleats, strain 
insulators and other items of por 
celain, write for our new 144 page 
catalog. There you will find 
complete assortment of insulato: 
types and sizes that will meet you: 
requirements in a dependable, ei 
ficient and economical manne: 
Your copy of this new catalog | 
now ready. Write for it toda: 


ILLINOIS ELECTRIC PORCELAIN COMPANY 


MAC OMB, ILLINOIS 


ILLINOTS 
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Bryant “SPARTAN” Flush Receptacles 


and « 


Brown and Black 
Templus Plates and 
Brown and Black 
Receptacles 


Bryant “TeEmp.ius’” plates are 
suitable for any office or drawing 
room. These handsome and effic- 
ient plates and convenience outlets 
fit well in any plan of artistic room 
decoration. 


Bryant “Spartan” flush recep- 
tacles are designed and built in 
single and duplex styles in com- 
position and porcelain cups for 
plates with or without doors. 
Their reliability in design, in man- 
ufacture, and in service makes them 
important “SupERIOR WIRING 
Devices.” 








No. OV5z Brown ‘*Temptus’’ composition 
flush receptacle. 


Tempe.Lus” Plates 


No. 140 
Black porcelain receptacle. 








The face of this receptacle 
is cupped, providingavery 
useful means of locating 
slots when plug is inserted. No. OF5z7 Black *“Temptus’’ com- 


position plate for single flush receptacle. 





No. 792 Brown composition duplex flush receptacle. 


plate for duplex 


“TEMPLus’’ plates are strong, accurately moulded, and an attractive brown in color. When spec- 


ified, they can be furnished in black. 


“TEmpLus’ is adense, hard, tough, acid and alkali resisting 


composition, withstanding heat up to 300° Farenheit. A most durable and attractive plate. 


When next you order, specify Bry 


\\ THEBRYA 





ins Bes 1421 SraTe STREET, BRIDGEPORT, CONN. 


ant “Temp.us’ plates and Bryant “Spartan” receptacles. 


National Electrical Code Standard 


NT ELECTRIC COMPANY | 





SUPERIOR | 
WIRING DEVICES 


nt anneal 






New York, 742 Madison Ave. Cnuicaco, 844 West Adams St. San Francisco, 149 New Montgomery St. 


The largest plant in the world devo 


ted exclusively to the manufacture of Electric Wiring Devices 





No. 762 Black composition duplex flush receptacle. 
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Link Switch 


| Every electrical contractor is 
interested in a switch as useful 
and economical as the Levolier 
Link Switch. Recommend and 
sell them without hesitation. In- 
i stalled on new or old fixtures 
without changing their length. 
Used between two links of chain 
on lighting units having small 
' canopies. Resembles a link of 
chain—hardly noticeable after in- 
stalled. No extra wires needed. 





























The Levolier Link Switch is away 
from the heat of the lamp at all 
times—it switches from the ceiling. 


Send today for complete 
description and prices. 


DAT lier 


ESTABLISHED i904 





VALPARAISO 
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“CIRCLE 7 UNIT PANEL BOARDS 


. New Safety Type Single Door 
To meet the wide demand for a safety type panel with single door, 


“Circle T” has designed a new type having Lugs in the Mains, Plug 
Fuses and Tumbler Switches in the Branches. 
This new type Panel offers the following advantages: 





1. Simplified trim clamp (also used on all other 
Unit Panel Boards) operated by one screw 
only. No holes to locate. Provides ample 
adjustment. 






’ 





tr 





Both Panel and Barriers are adjustable so as to 
compensate for variation in depth of box 
setting 

Four inch wiring gutters. Boxes 43%” deep. 







’ 
e 
* 
4 
s 
* 
s 

~ 
. 

s 





4. Each circuit is numbered and a card holder 
provided for conveniently identifying the cir- 
cuits. 







5. Fifteen box sizes accommodate all “Circle T” 
NPP 320 Safety Type Panels. 

The complete “Circle T” line of Unit Panel Boards is so standardized 

that fifteen box sizes are sufficient to accommodate one thousand or 

more different types of panels. 

On account of this stock, our jobbers, all over the country carry a box 

stock so that their customers can obtain service equivalent to stocking 

the complete Panel Board. 

You order the complete panel in the usual way, our jobber ships to 

you from his stock, the boxes which are first needed on the job and 

he orders from the factory the panels and.trims to arrive on the job 

when needed. 


THE TRUMBULL ELECTRIC MFG. CO. 


Plainville, Conn. 
Branch Panelboard & Switchboard Factory at Ludlow, Ky. 















New York Cincinnati Philadelphia Chicago 
Boston San Francisco Jacksonville Atlanta 














_ started, he gets interested in seeing * 














How to Meet Front 
(Continued from Page 12 
to explain a return call will be difi _\j. 
if not impossible, and ask the d: .\¢; 

to work fast with you. 

Sometimes, I put it like this, ‘(.j\, 
me five minutes, Jack—that’s » | 
want!” I pull out my watch, 4d 
get my order book into action. \)ind 
you, this sort of procedure fits wie) 
the dealer is really not half so busy as 
he thinks he is. There are the occa 
sions when the dealer genuinely i, s, 
busy that to ask five minutes of his 
time is to be grossly indiscreet. 

With a number of our accounts, | 
have discreetly developed second, and 
even third, parties, who can give me 
some sort of an order if the proprietor 
is unable to. I suggest that Bill or 
Sam be permitted to go over needs 
with me. Of course, here again, tli 
circumstances are ticklish. You must 
exercise good judment. 

Various times I have worked this 
idea. The dealer hasn’t at the mo 
ment, anything like the time necessary 
for a real sales’ interview. We mak 
a date for later in the day. When, 


| noting that there are a few minutes ot 


time, I suggest that we get the order 
started on the spot, and sometimes | 
ask it as a favor, suggesting how it 
will help me. An electrical salesman 
who has not learned that it is possibl 


| for a salesman to ask favors of cus 


tomers—and to get them—has missed 
a big and important fact! 


I know of times when the interview 
thus started has become the final one 
When the dealer sees the job is wel! 


completed—and stays with it. 


There is still another front—that ot 
utmost pleasantness and cordiality to 
ward all salesmen. The dealer using 
this front will talk, and talk, frequent 
ly, and not buy. He is a wise gu 
He knows he can learn a great deal 
from a salesman, whether he buys 
from him or not. He has learned, 
too, that he can get him out tli 
door just as quickly, if not more so, 
with a smile than with a frown. 

Dealers using this front are som: 
thing of salesmen themselves. The 
are quite clever in controlling inter 
views. The electrical salesman’s task 
is to realize a battle of wits is in 
volved, though there be smiles on bot! 
sides, and to grab the lead. 


This subject of fronts is a might 
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Nublade 
* Master Control Switch 













Noark Service Box 
(3 poles) 








Noark 
Fuse and Fuse Block 














month 


September is another month — one of 
the biggest months in the year for those 
who install electrical equipment — one 
of the best months for those who sell 


NOARK 


Protective Devices 


Make out a list of the private home and apartment house 
jobs that are under way. Every one is a prospect for an 


order for NOARK Meter Service Devices. 


23|24 


29| 30 














Canvass your entire list of contractors for orders on Nublade 
Switches—for Master Controls in connection with NOARK 
Meter Service Systems—for individual control of machines 
in manufacturing and industrial plants. 


Make a memorandum of the names of power and light 
companies, institutions, process industries and other plants 
where protection against dampness, dust, gases and fumes 
is needed. These are your most immediate prospects for 


NOARK Service Boxes. 


Look over your schedule of fuse contracts. There is always 
business to be had in that field. 


COLT’ PATENT FIRE ARMS MFG.Co. 
is Electrical Division 


HARTFORD, CONN. U.S.A. 
NEW YORK~BOSTON~CHICAGO~SAN FRANCISCO -: 


SNWF-43 
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MULTI 


Wire Lugs 
Fuse Clips 


TAMPED Tubular or 

Cast Copper Lugs, and 
Fuse Clips and Back Con- 
nectors in all capacities. 

Also Slate and Porcelain 
Cartridge Fuse Cutouts from 
3 to 1,000 amperes, 250 to 
600 volts; 20 different sizes 
of Clamp and No-clamp 
Bushings; and Weatherproof 
Receptacles. 

Write for catalog No. 5 on 
the complete line. 


MULTI ELECTRICAL 
MFG. CO. 


210 North Ogden Ave. 
Chicago 





| of phases. 
| buyer who will keep the salesman 


| then sends word to call around next 


| light in cracking the whip of ascend- 
| ency over salesmen. 


| telephone—sometimes by 


| will keep an appointment. 


la bluffer, 
phoned the prospect, and secured for 
|myself an interview at an appointed 
| time. 


| conquest of fronts, everything would 
| be jake. 
| learn to master. 


| have lost our awe and fear of them, 
| we can go on quickly to learn the rest. 
| What is required is not nerve, 
| understanding. 


interesting one, with surprising variety | 
For example, there is the | 


waiting for two hours, or longer, and 


trip—he can’t see the salesman after 
all! 

Some dealers do this, I am sure, as 
a gesture and nothing less. They de- 


so 


I have one dealer with whom in- 
variably I make an appointment by 
long dis- 
This way I get to him without 

Going to the office without 
have to 


tance. 
waiting. 
an appointment, I always 
wait. I believe he prides himself on 
the waiting bunch of salesmen, but he 
The ap- 
pointment system tickles his pride. 
On various occasions, sent away by 


I have immediately tele- 


If all there was to selling was the 
Fronts are things we can 


We can acquire the 


nine-in-ten end of efficiency. Once we 


but 





| salesman. 


| perhaps some samples—or, 
| pose that his bootlegger has just called 


i mmememmee 











J. E. Simon of L. A. Woolley, Inc., 
Buffalo, is here shown ready for busi- 
ness, which one would assume is that of 
He certainly carries plenty of 
memoranda of one sort and another and 
do you sup- 





Now we are all at sea. 


Sell 
Them 
Hemingray 


JOBBERS and JOB- 
BERS’ SALESMEN 
should remember the fol- 
lowing points when call- 
ing on the trade for in- 
sulator accounts: 

Their efficiency has 
been established over 
many years of long and 
satisfactory service. 

They are known uni- 
versally to the trade. 

They are immediately 
available for prompt ship- 
ment. 

They are particularly 
suitable for all low and 
medium voltage lines 
ranging from 2300 to 
15000 volts. 


These Points Will 
Make Hemingray 
Glass Insulator 
Sales for You 


Them 
Hemingray 


GLASS. ‘COMPANY 


IN “MUNCIE IN INDIANA. L 
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This is our 
message to 
your customers 








There are many facts 


about RomeX in which * 
you will find your con- 

tractor customers inter- 

ested. 


Some of them are given 





here. Use these facts—this 


advertisement if you wish— 
when selling RomeX and 
( without doubt you will in- 


crease your sales. 
Further information of 


this same kind is included 
in the latest RomeX book- 
let “RomeX—where and 
how it is used.” If you 


haven't a copy, write for 
one today. 

















In rewiring old In wiring new 
houses houses 


You work directly from You save stock space— 
the coil—save left over get a faster turnover— 
ends—profitnumber one. sure profit. 





Simpler fittings save time 
on the job and trips back 
to the shop—more prohit. 


There isa special rip cord 
for quick stripping— 
more profit. 





Three thousand feet of 


Just one series of holes— RoMEX—with all fittings 
only one floor board to —will goin back ofa Ford 
take up. Still more profit. coupe—still more profit. 


$ $ Many contractors find RomeX the speediest 
wire for range, refrigerator, and radio battery 
IDEA ] | circuitsas well as for more convenience outlets 


If you haven’t a copy of the latest RomeX booklet 
“RomeX — Where and howto Use it,” write for one today. 


ROME WIRE COMPANY, Rome, N.Y. 


ME 


NON-METALLIC 
SHEATHED CABLE 
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JON RAVELING 


BLACK 
FRICTION 


ee 


FRANKLIN, MASS = 





Let this carton be to you the symbol 
of the best in friction and rubber 
tapes made in the most modern tape 
factory in America. 


APPLETON RUBBER CO. 
Franklin, Mass. 























K LEIN TOOL 


GSHZZZCC 
LE357 


Mathias ie & Sons 


| 


| 
| 


Getting Down to 
Brass Tacks 


(Continued from Page ‘ 
brief case. “‘Can’t we run dow; 
right now?” 

They went and sold the fan. 


| the way back the contractor th, 


of another prospect so they st 
at a furniture store and sold a 


| plete window lighting installatio: 


This salesman went on his way 


| orders in his pocket totalling 1 





a thousand dollars. This busi 
would have gone to the first sales: 
had he only known his merchaniis 
and been familiar with his price-} 
and catalogues. 

Some salesmen regularly dey. 
from fifteen minutes to half an hour 
each day to the study of these books, 
going through them many times. 
There is probably no quicker method 
for developing that skill in their us 
which is essential to success. 

(The next two chapters of this se- 
ries, to appear in the October issue, 
will be upon the following subjects: 
“Making the Minutes Count” and 
“The Goal of the Jobber’s Sales- 


man.” ) 





The Telephone Operator 
(Continued from Page 7) 

men and, if he is on the job, shell 

get in touch with him in 10 minutes 

if some one wants to see him. I was 


_ taking the place of one of the city 


men this afternoon, but she caught me 
and called me back to the office. She 
has studied the personnel of our staff 
and the duties of each member so that 
visitors are directed to the proper 
party the first time, which saves the 
visitor's time as well as the time of 
our employees. 

“She has one exceptionally good 
habit in connection with the answer- 
ing of incoming calls of a morning. 
She always precedes the name of our 
firm with a cheerful “Good morning. | 
Thus ‘Good morning—Blank Electri- 
cal Company’. 

“And you know that disarms a lot 
of irate customers, who called up to 
bawl somebody out because of a mis 
take in an order or some thing els 
along those lines. By the time shi 
has connected such a customer wit! 
the proper party in our organization. 
he has somewhat cooled down and 


easier to handle.” 


Contrast the work of this young 
lady to that of the gum-chewing fla} 
per I encountered in another electric: 
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Costs More—Worth More—Profits More 
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York and Chicago. 


806 W. Washington Blvd. 
Chicago 


NEW EMERSON MOTORS 


Single Phase- Three Phase- Direct Current 


These new lines of motors, 2 h. p. and less, with oil 
wells of large capacity and other improvements, are listed 
in Emerson Motor Price Book No. 61. 

All sizes 1/30 to 2h. p. now in stock at St. Louis, New 


The Emerson Electric Mfg. Co. 


2018 Washington Ave., 


St. Louis, Mo. 


50 Church Street 
New York 








N°? MATTER what time o’ 

year you come to Atlantic 
City you are “in season.” So, 
too, with the Royal Palace Hotel. 
Situated on the Boardwalk and 
radiating an air of restful hos- 
pitality. All rooms have running 
water—most rooms have private 
bath—all baths both sea and fresh 
water. 


STITZER 








FELRLELELERE LEO LELELELERE LES 


‘hoyal Palace 


on the Beachfront 
ATLAN TIC CITY 








No ‘‘Seasons’’ at Atlantic City! 


Hotel operates under American 
Plan and presents a distinguished 
cuisine. On the premises: Private 
Sea Water Swimming Pool, Ten- 
nis Courts, Dancing, Children’s 
Play Room, Therapeutic Baths, 
Barber, Beauty Parlor, Roller 
Chairs—truly—A Resort in Itself! 
Send for Illustrated Booklet and 
Schedule of Rates 


HOTEL Co. 


Ownership Management 
Se eee eT eee oIUUenmlimiuleniiiiisniimilinen iii sini 
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T. R. and E. A. Huber are the owners 
of the Huber Electric Supply Co., Roches- 
ter, N. Y., electrical supply jobbers, who 
were established in January, 1926. They 
have four floors at 65 South Avenue and 
additional warehouse space next door for 
heavy material such as conduit and wire 
Three outside salesmen cover the territory 
within about 50 miles of Rochester for th: 
company. The Huber Electric Supply Co 
handles such lines as “Ceco” tubes, Centra! 
conduit, H. & H. wiring devices, Reynolite 
products, Century fans, Lincoln motors. 
Edison Mazda lamps, Atlantic wire, \) 
pleton products, Square D. Switches. 
Yale batteries, etc. As T. R. Huber was 
in Chicago closing with the manufacturers 
of “Zerozone” electric refrigerators to rep 
resent them in Rochester, E. A. Huber 
consented to do the posing. He haniles 
the sales and spends three days a week 
outside. 





house. When I asked if the sales- 
manager was in she nodded her head 
in his direction and remarked that | d 
find him “over there’. She did not 
give me his exact location or his 
name, and, before I reached “over 
there’, I had to take the time of an 
other hardworking employee to direct 
me properly. 

Some executives, 
mistake in using their telephone gir! 
as a blocking arrangement to prevent 
visitors from quickly seeing the part) 
sought. A _ prospective 
favorable attitude toward the firm | 
not increased by such tactics nor b) 
a snippy telephone girl asking, “Whit 
d’ yu’ want to see him about?” 


I believe, make a 


customer § 





Charleston Announces Catalog 
The Charleston Electrical Supp!) 
Co., Charleston, W. Va., announced its 


new catalog No. 2 on July 1. 
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Pie be safe 


and specify 


PARANITE 
for all 


electrical work” 


* 
% 
% RACLE4S EEN 
EQN 
5 ¥ ° PARANITE 





M. CABLE 








STRANDED LEAD CABLE 





ee 


No. 14 LEAD DUPLEX 








No. 14 BRAIDED SOLID 


eS se PARANITE 
FLEXIBLE CONDUCTOR 





LAMP CORD 
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is a distinct margin of safety in 
PARANITE. Architects, contractors, indus- 
trial engineers—all who specify and use rubber 
covered wires and cables, have learned that to 
adopt PARANITE is to do away with every ele- 


ment of guess-work and gamble. 


For 37 years now, we’ve been making rubber- 
covered wire that makes good. We’ve built a rep- 
utation that keeps us “‘on our toes.”” Even if we 
had the slightest inclination to “let down’’ a bit, 
we just naturally couldn’t afford to do it. 


And so we’re going right ahead! But we aren’t 
satisfied with that record. Our chemists and 
production experts are continually working out 


new methods to make PARANITE even better 


tomorrow than it is today. 


INDIANA RUBBER & INSULATED WIRE CO. 
JONESBORO, INDIANA 
811 Marquette Bldg. 63 Vesey Street 
Chicago, Illinois New York City 
Western Representative 


H. F. Boardman Walter I. Ferguson 
400 Hibernian Bldg., Los Angeles 208 Baltimore Bldg., Kansas City, Mo 


Warehouse stocks Dallas, Texas; Denver, Colorado 
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How and When a Partner May 
Escape 

The following letter brings up the 
always interesting question of partner- 
ship law and partnership liability :— 

Pittsburgh, Pa. 

We have been selling goods for 
about two years to a partnership con- 
sisting of two men. One of them, 
which I will call A, had all the ex- 
perience that there was in the busi- 
ness. The other partner B had no 
experience whatever, but he had all the 
money. A had no money. The busi- 
ness has been fairly successful, and 
according to their credit statements 
had added a little to the partnership 
capital, as contributed by B. We will 
say also that A, while having lots of 
experience, is a good salesman, but a 
bad manager. We would not have 
given him anything more than a very 
small line had it not been for the fact 
that B had money in the firm and was, 
as our attorney tells us, responsible 
for the firm debts. 

Recently the firm has gotten into 
difficulties and it has been necessary 
for us to press for our account, which 

















Carl H. Maier is sales manager of the 
Wheeler-Green Electric Co., Rochester, 
N. Y. The smile on Carl’s face is caused 
by the thought of the beautiful, shimmery, 
peach-colored silk B. V. D.’s which Mrs. 
Maier bought for him. So far there has 
been no proof that Carl ever wore them 
but if he comes back from Association 
Island in pieces you need not look for the 
answer. 
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at the moment is fairly large. Still 
we had no misgivings, because B’s fi- 
nancial responsibility was large. When 
we began to press for our account we 
were confronted with a tale that six 
months ago B withdrew as partner. 
The story we get is that at the time 
he withdrew A gave to our salesman 
who had been regularly calling on 
them, verbal notice that B was out, 
and that he had taken over B’s inter- 
est. B of course withdrew some of 
his money, which has made the firm 
short, although A claims that there is 
more than sufficient to pay all credi- 
tors in full. What we would like to 
ask is, can B, the moneyed man of 
the business, get out in this fashion 
leaving us without any adequate se- 
curity? We neglected to say that we 
asked the salesman if such a state- 
ment had been made to him, and he 
admits it was, but said he thought they 
were sending printed notice to all 
creditors and therefore did not bother 
to tell us. We never received, so far 
as we know, any printed notice and 
have continued to sell the firm on the 
strength of B’s money just as we had 
previously done. 
R. Y. & Bro. 

Well, my friend, I am afraid that 
your chance of holding B liable is 
very poor. The law is very clear as 
to how a partner can and should get 
rid of his financial responsibilities. 
As I have before explained, those re- 
sponsibilities are very heavy. He is 
responsible for all the debts of the 
firm even to the limit of his personal 
fortune. 
tracts made by his partner even 
though he didn’t want them made, told 
the partner not to make them, and 
even if the partners had an agreement 
that such contracts shouldn’t be made. 
In spite of all this, if the contracts, 
or purchases, or whatever they may 
have been, were within the ordinary 


He is responsible for con- 


scope of the business, all partners are 
liable for the acts of one. 

The law is that a man thus respon- 
sible for the debts of the business can 
only rid himself of them by giving 
explicit notice to creditors that after 
a certain date he will not be respon- 
sible. Of course this does not affect 
debts incurred before the giving of 
the notice; he can’t get rid of those 
at all unless the creditors consent. 

The notice is usually given by send- 
ing a printed announcement to credi- 
tors with whom the firm is doing busi- 
ness, and also by advertising once a 
week for three weeks in two papers 
of general circulation. But this is 
not obligatory. Any form of notice 
which amounts to notice is sufficient, 


been converted into 

























Society note—flashlight taken on T're- 
mont St., Boston, showing H. A. MacInnis 
of the Harvey Hubbell Co. and |. 
Sprague, sales manager of the George H 
Wahn Co. of Boston entering Sprague’s 
limousine, after an early supper in Childs 





and it was held in a case precisely 
like this (Hurst, Bollin Co. vs. Jones, 
279 S. W., 392, 43 A. L. R., 742) that 
where notice was given to a salesman 
the employer was bound. Of cours: 
if a salesman had nothing to do with 
credits, and wasn’t supposed to pay 
any attention to the personnel of his 
buyers, it might be difficult, but th: 
almost invariable custom and practic: 
is the other way. 

(Copyright, July 2, 1927, by Elton |. 
Buckley, Esq., Counsellor-at-Lavw, 
1206-11 Liberty Building, Broad ani 
Chestnut Streets, Philadelphia, Pa 

* * * 


Synthetic Sun Produced by 
Electricity 

A synthetic sun, embodying the ter 
rific heat of the hottest sun-stars. 
though shining for but a few sil 
lionths of a second, has been produced 
by the use of an electric current and a 
wire finer than a hair, according to 
the “Scientific American.” 

The tiny wire is placed in circuit 
with a large condenser, charged to 
potential as high as 40,000 volts 
When the circuit is closed, the energ) 
rushes back and forth in a current 
alternating 60,000 times a second. 

There is a blinding flash, a loud 
report and the wire has disappeared. 
Photographs show that the wire |i.» 
incandesc: 
vapor. It is estimated that the arca 
of the explosion is brighter than ‘hic 
sun, and that the temperature of {he 
gas must not be less than 36,000 «: 
grees Fahrenheit, as hot as all ul 
the hottest suns. 
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FALL 
OPENING 
WINDOWS 


The next big lighting event—and 
the next big opportunity—for 
The Reflector That ; # Jobbers’ Salesmen to book a good 


is “Sold With a - volume of early orders on 


Lifetime Guarantee”’ 
oe 
teri STIPPLE 
SILVERED 
a rs 


is throughout the months of Sep- 
tember, October, November and 
December—when Reflectors for 
Show Window Lighting are in 


biggest demand. 


Jobbers’ Salesmen! 


Sterling is a widely advertised, 
well known line of Silvered Glass 
Reflectors of superior merit. Ex 
clusive features of quality, con 
struction, and performance make 
REFLECTOR & them a most desirable, profitable, 
ILLUMINATING Be and satisfactory line to sell. 


Two New 
Members of the 
Sterling Family Sterling Flood-O-Lite Jr. 


Spot-Flood light for Spot Lighting 


: . mee and Flood Lighting displays. A 
Sterling Reflectors Nos. 231 and 233 are came “tenveie. 26. mama 


pecially designed for the new 100 Watt service and efficiency. A big 
Type “A” INSIDE FROSTED LAMPS. seller for Fall Window Displays. 


Reflector & Illuminating Co. 


Manufacturers & Engineers 
1411 Jackson Boulevard Chicago, U. S. A. 
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The Season at Hand 


other one is thoroughly busy register- 


Y THIS time practically every 
the 
his 


jobber has placed in 


hands of his salesmen 
radio catalog for the 1927-28 season. 


It is now up to the jobbers’ salesmen 


to go forth, a huge army of them, 
carry the messages it contains to 
every dealer in the country, and _ se- 


cure contracts and orders for the 
season which is upon us. 

There are three major factors neces- 
sary for the jobbers’ salesmen to keep 
in mind at this period—the first one 
of which is “lining up the dealers.” 


The 


early to cover this phase of his work. 


salesman cannot start out too 


Just as soon as he learns what lines 
his company is to carry and push, he 
should start at once to do most of the 
initial pushing. 

No dealer half way into mid-season 
with a floor full of stock can afford to 


take the time, while customers are 
entering his store, to listen to a 


demonstration and dissertation on a 


line he should have heard about in 
September if he was to hear it at all. 
He may lend an ear if he is polite, 
but there is one thing dead certain 
and that is he has walked off mentally, 


leaving the ear with you and the 


ing the conversation Mrs. Jones is 
having with the clerk over the “Ex- 
moor Eight’ in the corner. 

He wants to sell radios while the 
selling is good, not buy new lines and 
he would be a mighty poor merchant 
if he did not. A buyer at Marshall 
Field & Co. is 


buying furs in the selling season—he 


not concerned with 


wants to sell them. He buys at least 
six months ahead. Good radio dealers 
are cut from the same piece of cloth. 

The chap who said “It’s the early 
the 
have been addressing the first conven- 


bird who catches worm” might 
tion of radio salesmen, for the expres- 
sion is certainly applicable to them. 
Seriously, the salesman who tries to 
get a dealer to take on new or com- 
petitive lines at or near mid-season is 
certainly trying to surmount a huge 
Maybe it can be done. It 
probably has, but why not put all that 
effort the the 


dealer gives both ears willingly. 


obstacle. 


into work now when 


He is ready to be sold. His success 
depends on his ability to choose and 
buy the right lines for. his particular 
class of trade and conditions. Now is 
the time when he will listen to radio 
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discussions “'till the 
home,” if they still do, and now is |}, 
time he wants to buy. 
The factor 
salesman 


cows come 


the 
should consider of 


second jobbers 
utmost 
importance—the service angle.  }} 
“service” is not meant writing {| 
house that “the blinkity-blank sii) 
ping clerk 
blunder and please correct express 


made another colossa 
prepaid.” What is meant is the neces 
sity of thoroughly familiarizing iy 
detail the dealer and his service « 
partment with the set to be handled 
Go over it step by step. Explai 
each particular unit in it and if neces 
sary the function it performs. Edu 
cate him thoroughly on the line—that 
at all times is one of the most impor 
tant functions of a jobber’s salesmai 
If the dealer does not know the lin 
thoroughly he cannot sell it, and if |i 
can t—well he is more likely to lend 
the ear a little more vigorously to 
someone else even in mid-season. 


“And another thing,’ as And) 
Gump says, service departments 
should be operated at a profit. That. 


of course, is the dealer’s problem, but 
there is no better way of operating at 
a profit than to keep the overhead 
down as low as humanly possible. A 
service man who can lay his finger on 
the trouble immediately, is making 
his store. And, he can 


money for 














camera. 





If it were not for the postal laws, which prohibit us from 
running anything that savors of a lottery, we would offer a 
prize to one who could pick out of this row of men of the 
Syracuse house of Robertson-Cataract the three who are sub- 
scribers to THe Jopper’s SALESMAN and the three who are not. 
Of course, and this with the blandest feeling of good will, the 
three who are not should be shot with something besides a 
Be that as it may, left to right as usual: 


wholesale store. 
Drayton A. 





Mayers, a product of the Edison Lamp Works, sales manager: 
with his foot on the rail, Jim McGuire, 20 years with R-( 

Walt Chesman of the outside sales force; George Dittman of 
the wholesale store, who thought this picture was to appe:! 
in the Ladies Home Journal; “More Light” E. H. Sonborger 
manager lamp sales; L. 


Spiess, who, with Dittman runs t!) 
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Majestic SUPER-'B 




























New Low Current 
rices 

Supply 
Greater National 
Radio Power Reputation 


Sells Steadily — Profitably! 


Because of their 7. satisfactory performance, Majestic units are 
asked for by name, showing public confidence, and assuring you that Majestic 
goods MOVE. And at a handsome margin of profit. Note the new low 


prices! 





Majestic Super-“B” 
Recognized as the leader in popularity, sales, and efficiency. For sets 1 to 12 $7.95° 
tubes. List price of unit complete with the Majestic Super Power Tube................ 

Majestic Master-“B” 
The precision B-Power Unit offering complete control of all output voltage taps. $3750 
List price complete with Majestic Super Power Tube.......2....220.2...202.ccesceeeeeeeeeeeeeeeees 


Majestic Special Master-“B” 











MAJESTIC Similar in appearance and design to Master-B but equipped with four B+ taps for $3750 
Super-Power sets requiring same. List price complete with Majestic Super Power Tube................ 
B-Rectifier ‘ 

weehawe etal ACE Models for Sets using the new A-C Tubes 

B-Rectifi de ; 

aa wa ie The 1927-28 season will see a tremendous demand for Power Units—Majestic has 
one ie end heavy established a solid reputation with the trade and the public. 

1000 hr. guarantee All Majestic Units are DRY. Public opinion is opposed to the use in the home of 

pole ga Be devices containing liquids. Ask for specifications. 

year or more of S 

i , MANUFACTURED BY 





GRIGSBY ~ GRUNOW~ HINDS~CO. 4546 ARMITAGE AVE, CHICAGO-ILL 
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familiar with the product before him. 
No jobber’s salesman can hope to be 
a walking encyclopedia, but if the line 
he is handling is worth selling it is 
worth knowing and worth, too, his 
dealers’ knowing. 

The third factor is “merchandising.” 
Now that the the 
dealer’s floor and the service depart- 


goods are on 
ment is primed to operate on any sick 
cases, how he is going to sell them? 
Of course, it might be said here, in 
passing, that the salesman is primari- 
ly working for the jobber, not the 
dealer, but after all, a jobber’s sales- 
man—a smart one—is really the sales 

and_ the 
When they 
sell he sells, for a sale is only consum- 
left the 
A sale to a dealer is only half 


manager of his territory 


dealers are his salesmen. 
mated when it has dealer's 
store. 
a sale. So it is that the jobber’s sales- 
man must stick a finger in the dealer’s 
“merchandising” pie, or his whole fist 
if necessary. 

Window trims should be taken care 
of. Most manufacturers are happy to 
get the space and ready to furnish 
proper settings for their products. 
Literature, also prepared by the manu- 
facturers, should be supplied to the 
dealer—the jobber’s salesman can see 
to it that it is put on the display 
counters at the points where it will 
do the most good. The dealer should 
be kept informed of national adver- 
tising campaigns, and should be sold 
on the idea of tying-in with it. 

Then, 


some dealers that 


too, it does not occur to 
old customers are 
Get them to keep a 


As 


new prospects. 


record file of sales. people’s 


only do this when he is thoroughly ° 
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Earnest J. Charbonneau (left) and G. Hondorf are two comparatively recent adi 


tions to the staff of the Re Qua Electrical Supply Co., Rochester, N. Y. 
formerly with the Robertson-Cataract Electric Co., Rochester house. 
divides his time between the outside and inside 
The fixture department is run by A. (not Anna) G. Held, standing 
Held is very proud of his enlarged fixture display room, whic! 


inside trade. 
alone at the right. 


Both wer 
Charbonneau 


while Hondorf takes care of th: 


he says, it is necessary to maintain nowadays for dealers’ use in showing residentia| 


lighting fixtures to their prospects. 





means or interest increase they want 
larger sets just as the flivver driver 
of today mentally peers out of the 
windshield to the Packard he hopes to 
drive tomorrow. 

Plan with him, work with him, edu- 
cate him, and in doing that you are 
not only increasing your sales but your 
value to the house as well. 

In the June and July issues of Tue 
Jopper’s SALESMAN there was printed 
a “Radio Market.” It is well at this 














This interesting picture shows the employes of the Union Electric Co., Pittsburgh, 


Pa., taken about the time of the opening of their new warehouse and offices. 





time to review it. Manufacturers to 
the number of 66 announced their 
1927-28 merchandise. 
ent styles of cabinets and consoles 


Twenty differ 


were announced with the number ot 
each equally divided. There is a field 
apparently of equal nature for bot! 

Cone speakers seem to predominat: 
this fall. 
two horns and four of special design 


7 , 
Eleven cones were shown. 


Eliminators were announced in quit: 
a large number. Eleven ‘“A”’ elimi 
nators were shown, 20 of the “B” type, 
four “A-B” types, three “B-C”’ types 
and two “A-B-C”’ types. The new A-( 
sets have not been felt as yet by tli 
battery and eliminator manufacturers 

Accessories and parts seem to ly 
holding their own, with 42 new prod 
ucts being announced. These included 
trickle chargers; phone units; aerials: 
meters and tube checkers; standards: 
battery chargers; lightning arresters 
ete. 


The jobber’s salesman will find 
much information of value to him i: 
reading again the news given on tli 
items announced. By conveying this 
information to his dealers he will aid 
himself considerably in making 
satisfactory showing on his sales for 
the 1927-28 radio season. 
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No. 25 Console 
List Price $70.00 





Announcing-~ 














the new 


Console Models--- 





Borkman Velvet Radio Speakers 


HIS beautiful new Velvet Speaker, No. 

25, which lists at $70.00, will find 

instant favor with the discriminating 

radio enthusiast. It has a deep, full-tthroated 

tone, and the walnut case is indeed a thing 

of beauty. Equipped with a nine foot air 

column horn and special, double-stylus, bal- 
anced diaphragm Borkman Velvet Unit. 


We also announce the new No. 27 and 30 
model console speakers, with amply large set 
compartments. These will be available in the 


open and closed styles. The first showing 
will occur at the Radio World’s Fair in New 
York, and they will be shown later at the 
6th Annual Chicago Radio Show. Be sure 
to see them. 


Correspondence is invited regarding these 
new models and the other popular Velvet 
Speakers, some of which are illustrated be- 
low. Inquiries should be directed to the 
General Sales Office in Chicago. 


Uclvet 


Reg. U.S. Pat. Off. 


Radio Speakers 


See them at 


Radio World’s Fair 
New York 
Space 9-FF 





No. 9 Reflex Lantern 
List Price $12.50 





No. 21 Jewel Case 
List Price $40.00 


Manufactured 
BORKMAN RADIO CORP. 
Salt Lake City, Utah 


GENERAL SALES OFFICE 


230 East Ohio Street 
CHICAGO 





See them at 


No. 18 Coniform 
List Price $25.00 





6th Annual Radio Show 
Chicago 


Space 1-T 
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New Radio Products, Illustrated 





The Benjamin Electric Mfg. (. 
Chicago, has announced two 1 
radio products. The new “Y” ty; 
five prong socket No. 9037 for A 
detector tubes is especially design: 


for the type CY-327 and UY-227 
tubes. Its features are: Protection 
to tube; surplus current capacity; 
positive connections; no high resist 
ance joints; new standard color, and 
plain marking. The new straight line 
frequency condenser has the following 
features: may be had in single or 
three hole mounting; is extremely 


Announcement is made by the Greene-Brown 
Mfg. Co., 5100 Ravenswood Ave., Chicago of its 
1928 line of “A” and “B” power units, of 
the light-socket current supply type. The “B” 
and“B Super-Power” employ an activated gas- 
eous-conduction type of rectifying tube which 
has no filament. A dead short-circuit, it is said, 
from negative to amplifier or across output 
terminals will not destroy or damage the units. 
The “B” 5-6-7 model is provided with six out- 
put voltage terminals, designated as B—, 22+, 
45+-, 67+-, 90+ and 135+ volts, and is suitable 


~ ” 


for receivers up to 7 tubes. The “Hi-Power 
of similar terminals ranges to 180 volts and 
operates up to 10 tubes. The “B-Super-Power” 
handles 12 tubes. 





small and compact in design; has a 
ball bearing rotor shaft; has low loss; 
hand and body capacity is eliminated 
by protecting shield; capacity is not 
effected by pressure on shaft, and all 
plates are brass. May be had _ in 
.00025 Mfd., .00035 Mfd., and .0005 
Mfd. capacities. 




















One of the new products of the ; 
Central Radio Laboratories, 16 Keefe The Belden Manufacturing Co., 














The Boudette Mfg. Co., Chelsea, 
Mass., has announced four new 
speakers, all cones. The one _ illus- 
trated above is the “Junior” model 
which was incorrectly described as 
the “Senior” in the August issue. 
The “Sonochorde” actuating unit is 
used with wine red colored fronts of 
silk, protected backs and mahogany 
finish frames. 


St., Milwaukee, Wis., is the new “Cen- 
tralab” heavy duty variable. They 
are furnished either as a potentiometer 
or a two terminal variable in resist- 
ances of 25,000, 50,000, 100,000,200,000, 
and 500,000 ohms. The units give 
full resistance variation with a single 
turn of the knob and the knob or 
panel can be calibrated with the cor- 
rect settings for various conditions. 





2300 S. Western Ave., Chicago, has 
added an improved radio lightning 
arrester to its large list of radio ac- 
cessories. This arrester is of the non- 
air-gap type, sturdy in construction 
and with a heavy porcelain body 
which provides a weather-proof en- 
closure for the electrodes. It may be 
installed either inside or out-of-doors. 
Approved by the National Board of 
Fire Underwriters, 











oc Ss 


oa 





The “Nifty” lead-in is manufactured by the Amoreso Manufacturing Co., 
Boston, Mass. It is 12 in. long and 9/16 in. wide. The insulation of rubber is 


both weatherproof and _ pliable. 
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ou venoticed the pitchless tops 
on Ray-O-Vac batteries 


Do you know what they stand for? 


HESE tops are the visible No wonder then, that Ray-O- day Evening Post the longer 
evidence of a totally new Vac batteries last longer! They life of Ray-O-Vac batteries is 
typeof construction that makes are built to do so! being explained to millions of 
Ray-O-Vac batteries last from They are batteries that will radio owners in full page color 
10% to15% longer ...andRay- give your customers the kind of advertisements. Similar pages 
0-Vacshavealways beenknown satisfactory service that brings incolorin The Country Gen- 
for their remarkably long life! them backtoyourstore. Aren’t tleman, and large space ad- 
With this new construction, these the kind of batteries that vertisements in the leading 





each round cell is housed in a_ you had rather sell? newspapers of the,country tell 

square waterproofed compart- ee : the same story. 

ment. The corners of this com- Millions are learning This advertising is making 
these facts 


partment allow room for the sales—for Ray-O-Vac dealers 
expansion of whatever electro- Every month in The Satur- and jobbers—all who sell 
lyte breaks through the Ray-O-Vac batteries. 





; —— ae 

zinc can. In pitch-filled ey "gun aaronner same 7007 i, Wouldn’t you like to 
batteries the oozing elec- | R educe the expense | handle a line of bat- 
trolyte forces its way to | of good reception i teries with the quality 
the top of the cell, con- with this longer-life radio battery : points of Ray-O-Vacs to 


tacts with neighboring talk about and with the 
cells, and short-circuits. Ke ere promotional work behind 
The new Ray-O-Vaccon- them that is supporting 
struction does more than Ray-O-Vacs? 
eliminate short circuits.It Write for further in- 
permits all the active ele- formation about the line 
ments within each cell to and get full particulars. 
give all their energy in 
producing current. 
Practically every particle 
of electrolyte is used up 
...every ion of the zinc 


can goes into making 


\ olts ! Look for the full page advertisement like this that appears 
. every month, in colors, in The Saturday Evening Post. 


FRENCH BATTERY 
COMPANY 
MADISON, WISCONSIN 
Also makers of Ray-O-Vac ‘‘A’’ and 
‘*C’’ radio batteries, Ray-O-Vac flash- 


lights and batteries and Ray-O-Vac 
ignition batteries. 
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New Radio Products, Illustrated 














The Crosley Radio Corp., 
Cincinnati, O., has designed the 
“Bandbox” which makes possi- 
ble eight distinctive receiving 
outfits. This set can be easily 
removed from the metal cab- 
inet in which it is furnished 
and inserted into any one of 
three consoles approved by the 
Crosley Corp. The “Bandbox” 
is made in two models, one for 
battery operation and one for 
light socket operation. Except 
for a few necessary differences, 
these models are identical. Thus 
there are two sets with metal 
cabinets for table use and each 
by a simple process can be 
taken from the metal cabinet 
and placed in one of the art 
furniture models. 






























































The Sterling Mfg. Co., 2831 Pros- 
pect Ave., Cleveland, O. is manufac- 
turing the R-109 double automatic 
“A” charger shown above. It is 
double automatic. It starts charging 
when the battery is low and_ stops 
charging when the battery is full. A 
relay switch automatically controls 
both “A” and “B” power from the 
filament switch. The Raytheon “A” 
rectifier is used. 











The Packard Electric Co., Warren, 
QO., announces an addition to its radio 
line, of two complete aerial ground 
kits. The low priced kit is designed 
primarily for economy. The higher 
priced one is designed for people who 
prefer something higher in quality. 
Each of these kits contains every es- 
sential part for an approved aerial 
ground system and is so designed 
as to be erected with ease and sim- 
plicity. 





The Gould Storage Battery Co., 
Inc., 250 Park Ave., New York has 
announced its new Kathanode Uni- 
power type AC-6 K. Its three fea- 
tures are as follows: First, Kathan- 
ode cell construction; second, auto- 
matic cutoff in the rectifier cell which 
stops charging if user fails to add 
water when needed; third, five charg- 
ing rates with 114 amperes high pro- 
viding for the requirements of all 
types of radio sets. 





The Associated Radio Corp., An 
Arbor, Mich., has announced its ney 
“Vemarc” power speaker model 1027 
[his speaker is provided with an im 
pedance change switch which is said 
to change the electrical impedance 01 
the speaker windings to exactly matc! 
either the type 201 A or the type 17! 
power amplifier tube. The conc, 
which is 20 inches high, is beautifull) 
decorated. 












The new model 25 “Arborphone™ 
uses the Loftin-White circuit. Th 
cabinet is beautifully figured, careful 
ly selected walnut veneer is applied to 
both the top and bottom of the lid 
and to the outside ends of the cab- 
inet. The panel is metal with a bur! 
walnut grain. This six tube set is 
made by the Precision Products Co. 
Ann Arbor, Mich. 





Two of the new loud speaker models of the Tower Mfg. Co., Boston, Mass.. 
are the “Castle” illustrated on the left and the “Adventure” shown on the right. 
The former has a picturesque medieval castle with embattled turrets cast in 


relief and finished in two-tone bronze. 


The latter has a ship, true to type, cast 


in bas-relief with vivid natural colorings encircled by protecting metal frame 


with ornamental feet suggestive of the sea. 
ture unit is used which is especially adapted to power tube amplification. 


A new type super-powered arma- 
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RADIO @ TUBES" in every socket 











any good radio receiver can deliver 
its utmost in tone quality 


Jobbers and dealers everywhere will be interested in the Cunningham merchandising and 
sales helps now ready for the radio season of 1927. The illustration above shows a sug’ 
gested window trim using the entire set of 6 Cunningham displays made in full color 
lithography. These can also be used separately for counter displays. 

In selling Cunningham Radio Tubes as equipment for every socket in every set that leaves 
your store, you have insured customer satisfaction and customer satisfaction is your 
greatest asset. 


Twenty different types—all in the Orange and Blue carton. 


. E. T. CONNINGHAM, INC. 


CHICAGO SAN FRANCISCO 





NEW YORK 
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New Radio Products, Illustrated 





The Amplus Storage Battery Co., 429 W. Su- 
perior St., Chicago, is announcing its new “A” 
power unit. It operates automatically from the 
radio set switch and is equipped with a Westing- 
house disk type unit and 40-ampere Amplus bat- 
tery. Dimensions 9 inches high, 1134 inches long ze . I 
and 454 inches wide. An intermittent and con- 3 


stant toggle switch is provided on the unit, pro- 
ducing all the features of a two-way charger. 
This company has built storage batteries for over 
seven years and distributes exclusively through 
the jobbing trade. 








The Vesta Battery Corp., 2100 In- 
diana Ave., Chicago, has announced 
its new automatic “A-B” socket power 
unit. It contains an “A” battery en- 
closed in a clear glass case, and a 
built-in hydrometer; a “B” unit; a 
dry rectifier, and an automatic relay. 
The hydrometer is in plain view, visi- 
ble through a cut-away in the case 
as is also the level of the battery 
solution. The unit is equipped with 
two variable controls which give regu- 
lation over the entire “B” voltage in 
both amplifier and detector circuits. 
The “B” section is furnished in two 
sizes—40 and 60 mils at 180 volts. 





The American Mechanical Labora- 
tories, Inc., 285 North Sixth St., 
Brooklyn, N. Y., has announced its 
“Power Clarostat.” It is similar to 
the company’s “Standard Clarostat” 
but on a larger scale. It is essen- 
tially a power device and is a volume 
control for the high-power loud 
speaker as it has plenty of current- 
carrying capacity. It is especially 
recommended by the company where 
a plurality of power loud speakers 
are being operated from a high-power 
amplifier. 











Temple, Inc., 213 S. Peoria St., 
Chicago, Ill, is manufacturing the 
Temple “Giant” loud speaker illus- 
trated above. This speaker which 


weighs 180 pounds has an air column 
of 10 feet, a bell of three feet and 
an especially constructed unit. 








The All-American reproducer is 
cone type speaker housed in a sound- 
ing chamber of heavy pressed steel. 
An adjustment for the armature is 
provided that can be easily operated 
with a screw driver. The unit has 
been properly proportioned to give a 
uniform response to all frequencies 


of vibration. The model 44 is the 
table cabinet model of the six tube 
battery operated receivers. The cabi- 
net which is very attractive has an 
overall size of 21 by 8 by 10 inches, 
making it convenient to fit into small 
spaces. The single drum control is 
an integral part of the variable con- 


aor | 


y 
Ee br ae 
constons muuutnsindtninnnereninng-vusnisotmihaenueeaecretee 


denser assembly, being attached to 
the same shaft as the condenser and 
forming a direct drive when tuning 
Steel construction is used throughout, 
inciuding steel sub-panel. The mode! 
99 is an attractive Colonial design 
console. It contains a six tube chas 
sis. All three products are made by 
the All-American Radio Corp., 4201 
Belmont Ave., Chicago. 
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The Newcombe- Hawley 
Drum Speaker is a com- 
pact reproducer of excep- 
tional quality and volume. 


A superlative series of radio repro- 
ducers, so outstanding in tone quality 
and volume that they have estab- 
lished a new standard of radio pro- 
gram re-creation. Every Newcombe- 
Hawley demonstration hasamazedand 
delighted the most critical audience. 
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Send for latest catalog with 
complete description 


of all models. 


MAIL THE COUPON 










Newcombe-Hawley, Inc., 
205 First Ave., N., St. Charles, Illinois 


Please send us full information about the 
Newcombe-Hawley line. 


: ett RS rh ck > apeiens 
os em = a, A 





The Newcombe-Hawley 
Drum Speaker is ruggedly 
constructed throughout 
and beautifully finished. 


Newcombe-Hawley Radio Reproducers 


The remarkable Newcombe-Hawley 
tone chamber (86 inches long in 
the console models shown below) is 
the secret of this exceptional per- 
formance. You should investigate 
the Newcombe-Hawley line. It isa 
prestige-builder and profit-maker. 


A Wide Selection 
of Console Models 


There is a Newcombe- 
Hawley Console Repro- 
ducer, with the 86-inch 
tone chamber, for every 
Model 53 is 
the most compact form. 
Model 55 has room for 
power units or battery 
installations, and Model 
56 isequipped with doors Model 55 
to cover the tone cham- 
ber grill. Other models, 
with room to install 
radio receiving sets, are 
in the line. 


me 


En Piss 


<2 





Model 56 







Newcombe-Hawleyconsole 
cabinets are made of finest 
5-ply genuine walnut. 
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Radio Boat Party and A 
Radio Day 

On Friday evening, August 12, the 

the St. Radio 

Trades Association, their employees 


members of Louis 
and wives, families and sweethearts 
enjoyed a wonderfully pleasant boat 
trip on the Mississippi River. 

It was an _ exceptionally bright 
moonlight night and a more ideal set- 
ting for the occasion could not have 
been possible. 

Entertainment was provided by 
radio's leading local station talent. 
About $500.00 worth of prizes donated 
by members were given away. Danc- 
ing was provided all evening and the 
association furnished the  refresh- 
ments. 

More social family parties of a like 
nature will be held after the success 
of this initial venture, so the presi- 
dent, R. W. Bennett writes. 

On Wednesday, September 21, the 
association will feature National 
Radio Day at the Southwest National 
Radio Show in that city. 

A prize window display contest will 
be conducted among the St. Louis 
This contest 
calls for windows to be dressed 10 
days in advance of National Radio 


Day and scheme of display must tie- 


trade for a cash prize. 


up—the return of elaborate programs 
National Radio Day and Dempsey 


fight. Judges will be local depart- 





Here is a study in expression. 


smile we'll buy the coca-colas. 


All of these four gentlemen of the Lewis Elec 
Supply Co., of Boston, Mass., were asked to smile. 


If Harry Meyers calls that a 


Left to right: Harry Meyers, manager fixture de- 


partment; Tom Allison, salesman; Charlie McCarthy, radio man, and T. J. Martens, 


service department. 





ment store window artists and radio 
men. 

Some of the national characters of 
broadcast fame who will be at St. 
Louis show are Graham McNamee, 
Allen MeQuhae, Silver Masked Tenor, 
Ray-O-Vac Battery twins and others. 

On listeners day, Saturday, Septem- 
ber 24, Radio Commissioner, Hy. Bel- 
lows will be the guest of honor and 
address the show visitors and invisible 
audience. 

















Here is shown part of the organization of the Premier Brass and Electrical Supply 


Co. of Brooklyn, N. Y. 


With the possible exception of Harry MacIndoe or Bob 


Milford of the Taplet Mfg. Co., Bill Meisel of Premier rates higher with the Question 


and Answer Book than any other man in the electrical business. 


to right, top row: 


Reading from left 


Leo Allgaier, fixture dept.; Nettie Aronson, bookkeeper; Mr. Rei- 


man, Brooklyn's largest contractor; Rose Feinmel, stenographer; Walter Bebon, 


chauffeur; Wm. Meisel, treasurer. 


Bottom row: Johnny Gross, Aron Dropkin, and 


Larry Cantor, all of the shipping department. 


The Radio Corp.-Atwater Kent 
Agreement 


An important case in radio patent 
litigation was settled August 11 by an 
agreement signed between the Atwater 
Kent Manufacturing Co. and the Ra- 
dio Corp. of America. The agreement 
came as a result of negotiations car- 
ried on by Atwater Kent and David 
Sarnoff, vice-president and _ gener! 
manager of the Radio Corp. 


The licensing agreement, it is stated, 
provides for payment by the Atwater 
Kent Manufacturing Co. to the Radio 
Corp. of America of royalties on sales 
of radio receiving sets manufactured 
by the Atwater Kent Manufacturing 
Co. since January, 1923, when the 
latter organization began production 
of tuned radio frequency receivers 


The agreement also provides tor 
the payment of royalties on futur 
sales of such sets made by the \t 
water Kent Manufacturing Co. li 
terms of royalties, it was announced. 
are based on the standard Radio Cor} 
licensing agreement of 71% per cent 


Aside from the payment of royaltics 
by Atwater Kent, and the freedom 
which it gives his company to go tor 
ward without being hampered by ‘!: 
lack of basic patents or the distr 
tions of litigation, the licensing agr 
ment will have no further effect u) 
the radio industry, which is on a \ 
orously competitive basis. 


The two big rivals in the radio 
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=when the crown stands or falls... 


= Ss 


“— Youre there 


99 


with 





a Croeley.... 











So’ ration: 
The Crosley Radios pie vitally ine 
Folks be A ‘what they set for borne 
tereste why don’t you radio | ee 
moarers stop talking — %e ~ all 
Seeiore and tell us wenn What's 
doc a none cylinder words: soweat 
about! a onging’”’ business any 
this " 5 Yours truly 
O-» 


Waco. Texas 





McLendon Hdwe- C 








Shielding is necessary in a modern 
radio receiver. The more sensitive 
the set is, the more you need it 
Some sets are merely housed in a 













ee a 





~) METAL 
CASE 


‘ee:| Bh SHE eh 
a sora ets ees 


metal case. This helps to keep APPROVED CONSOLES 










strong local signals from breaking ,) —“ os 

through, but it is even more im- ).. 7. - .3.. Cy 
portant to keep them where they 2 4m : 4 wa .. acous 
belong after you get them the jj), ee Tigger yo a 
proper way from the antenna. ie e installat : 


rosley ‘‘Bandbox Gen 

A set has tubes, condensers and uine Musicone built i 

coils. Here is a coil. The lines Crosley dealers 

around it are the magnetic field them from their jobber 

You know the earth's magnetic field through 

will work a compass down in a H. T. ROBERTS CO 

mine, or up in a plane (it cer- 9]4 ¢ oedigy 

tainly worked for Lindbergh) and eo. ee 2 

the fields around unshielded coils get 
all mixed up and 
the set howls and 















Chicago, IIl 















































= . squeals and has t 
Rea be choked off by 
ts To. turning down the 
flaments in the 


tubes. 
Now if the pe are housed in 
copper shields the fields can't mess 
each other up, and the tubes can 
. do a real job of am- 
A 6 Tube Receiver of plifying. The coils in 
cs Crosley sets have ; é 
unmatchable quality at. these copper shields, 7054 


there 
thing better. 


Then there are the condensers, and 


Many features of this set have been found heretofore if it wasn't for the shield around 
only in the most expensive radio. Since Crosley is li- them, the fields would act like 
censed to manufacture under nearly all important radio °", Mag gg Be glory 
patents, this combination with Crosley leadership and : er 


experience, naturally produced an amazing radio, the ee 
remarkable value of which can be judged by the fol- wo cous Ka\x\ eS) 
lowing features incorporated and by seeing it and hear- pl |] | 


ing it at your dealers. “) = 
1. Completely shielded coils, condensers and wiring. ; 


2. Acuminators for sharper tuning. 3. Completely eo oa es 
balanced genuine neutrodyne. 4. Volume control. and the condensers, because even 
5. Single tuning knob. 6. Illuminated dial. 7. Sin- the wiring of the - has _— 
gle cable outside connections. 8. Designed for easy ———, too is shiclded, as 
installation in consoles. 9. Beautiful frosted brown (i bee || Sorts it is in all really 
crystalline finished cabinet. | {est | high grade —. 
AC model using new R.C.A. AC tubes and working di- Sart PHO CONS SrtaneD pia fhanea dae 
rectly from electric light socket through Crosley Power do it, but that’s why Crosley sets 
Converter is $65. Power Converter $60 extra. can be as good as the best without 


costing half as much. 


Hear this wonderful new contribution to the enjoyment of 
radio. If you cannot find one of the 16,000 Crosley deal- 
ers near you, write Dept. 64 for his name and literature. 





, ; REZ RES 
{PROVED Crosley is licensed to manufacture under patents of the x Ps £2 ~| 
USICONES Radio Corporation of America and associate companies, - RI . 
SICON also the Hazeltine Corporation and the La Tour Corporation AD sar st BPs BAZ 
nes improve CONDENSERS PROPERLY HOUSED 


ception of any 


set. They are 
t affinities in 
and repro: 
effectiveness 
rosley Radios. - 
It-table model, - 
h brown ma- . 
y fFieiss 
ids 36 inches , 
wes 


$27.50 — 16- 
ee The Crosley Radio Corporation, Crosley Radio is licensed only for of the 
h "*Bandbox’’ Powel Crosley, Jr., Pres. Radio Amateur, Experimental and Rocky 
¢ > n Cincinnati, Ohio. Broadcast Reception. tocry 
12-inch UI- ; 
fusicone, $9.75. Mountains 


Prices 
slightly 
higher 
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“FOUNDED ON THE BELIEF 
dustry conducted their negotiations di- 
rectly through Mr. Kent and Mr. Sar- 
noff. 

“The licensing agreement,” said Mr. 
Sarnoff, according to press reports, 
“simply enables both sides to spend 
more time selling receiving sets, and 
less in the courts. 

“Tt is the policy of the Radio Corp. 
to encourage legitimate competition. 
We have never desired a monopoly in 
the sale of radio receiving sets, but 
have wanted to be compensated for 
basic invention and development. 

“No 
upon 
Kent. 
ation between the two companies is 
that Atwater Kent pays a royalty to 
us upon its sale of receiving sets, and 
this licensing of Atwater Kent simply 
shows that we welcome such compe- 


restriction has been placed 


volume or prices of Atwater 


The only change in the situ- 


tition so long as our patents are recog- 
nized and respected.” 


* * * 


Finding Additional Radio 
Markets 


The jobber’s salesman who is not 
confining his entire efforts to sets but 
who is, as well, guiding his dealers 
toward the 
market existing, should find at the end 


tremendous accessory 
of the season that his volume of sales 
has reached a_ most satisfactory 
amount. 

It is all very well to say that the 
field for new sets has hardly been 
scratched, that there still is a huge 
market, and it is true, but on the 
other hand, the average person going 
into the average home generally finds 
it already contains a radio set. 

Why not then, educate the dealer to 
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Above is pictured the Springfield, Mass., branch house of the Pettingell-Andrews 


Co. of Boston. 


W. H. Kaiser has been manager of this house for a number of years 





go after additional business from 
homes now equipped with radio. 
instance, take the “A” and “B” 
nators. The “B” is pretty well known 


by radio users, but there still is an 


For 
elimi- 


opportunity to dispose of innumerable 
units The “A” has 
more recently come into its own. The 
market satisfactory 
types of “A” eliminators which supply 


of this nature. 


contains many 
low-voltage, high amperage current 
suitable for operating the usual tube 
filament without re-wiring. The 
dealer should not permitted to over- 
look this branch of his business. 


Then too, with the new A. C. tubes 
he can do a great deal to increase his 
sales during the season. A well-versed 
service man in any dealer’s store can 
make the slight wiring change neces- 
sary to correct most existing receivers 
in a short time. A. C. tubes call for a 











Snapped at the Voye Electric Co., Boston. 


man; C. O. Newton, V. V. 


Left to right: Frank McCarthy, sales- 


Fittings representative in the Boston territory; D. G. 


Head, New England Division, National Lamp Works, and K. F. MclIsaacs, salesman. 


“B” eliminator as well. And, a step- 
down transformer, special rheostat, 
center tap resistance, and other com 
ponents are necessary. 


There is also the high-voltage, low 
amperage rectifier to be sold. This 
rectifier will supply not only the “B’ 
and “C” requirements, but the filament 
current with the tube filaments in 
series. To secure this ““A-B-C” opera- 
tion it is only necessary to build the 
radio power unit and re-wire the fila- 
ment connections for the tube sockets. 
The service man can do this readily. 

These are just a few tips for the 
jobber’s salesmen. If he can familiar- 
ize his dealers with the various forms 
of socket power operation, and he in 
turn educate the service man, a busi- 
ness will be done on spare parts and 
accessories which will more than jus- 
tify the time spent by the jobber’s 
salesman in the missionary 
found necessary. 


work 


* * * 


Houston Radio Exposition 


The third annual radio exposition 
in the city of Houston was held from 
August 16 to the 19 inclusive. 

The Tel-Electric Co. participated, 
showing a complete line of Grebe sets - 
in both table and 
Quite a number of dealers from over 
the state attended this show, and wer 
highly pleased with the quality ot 
Grebe merchandise that the compan) 
is handling. 


console models 


There was also on dis 
play a full line of accessories, includ 
ing Cunningham tubes, Tower speak 
ers, Grebe socket powers, Everead 
batteries ete. 
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The Only 
NEW 
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TECHNIDYNE 


‘ & Radio Circuit 


: in 
5 Years! 


Be Sure To See The 
Complete Line of 


APEX RADIO RECEIVERS 


at the 
1 RADIO WORLD’S FAIR 
[Ss New York — September 19-24 
i Booth 7, Section “‘H”’ 








“SS 


The Apex Price Range — $80 up, covers 75% of the market 








Masterpieces in 
Appearance 


Apex Cabinets in both console and table 
models, offer exceptional beauty in line and 
materials, and craftsmanship without a peer. 
Specially designed for 1927-28 Apex Radio 
Receivers and built by the Plymouth Radio 
& Phonograph Co., of Plymouth, Wisconsin. 










Masters of Radio 


Performance 


The Apex line of Radio Receivers for 1927-28 
presents something absolutely new and dif- 
ferent. The circuit has nothing in common 
with any other now in use — it is the only 
New radio circuit developed in 5 years. 






























The Apex Troubadour Model, shown above, is typical of the 
splendid achievement expressed by every set in this up-to-the- 
minute Radio Line. Simplicity, beauty and dependable perform- 
ance make these Receivers unique in lifelong satisfaction. 
Faithfully reproduced entertainment — brought into the home 
through a medium itself surpassingly beautiful. 


The dealer who handles Apex has everything in his favor —a 
superior product and an absolutely square deal from its manu- 
facturer. The Apex franchise is a valuable one — if you want it 
in your vicinity prompt action is necessary. 


APEX ELECTRIC MFG. COMPANY 
1416 West 59th St., Chicago, U. S. A. 






































a 








Apex Troubadour — 9 Apex Minstrel — 7 tube Apex Corsair —* 7 tube 
tube Technidyne, High- Technidyne, Low Boy Technidyne, Table Mod- 
boy Model - internal loop Model — antenna opera- el — antenna operated 
operated. Completewith ted. Complete with Price, without access- 
cone speaker cone speaker ories 

$295 $225 $170 
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Th HANDY 


Full Automatic 
Switch 


The Handy Separate Potential and Series Relay offers you some- 
thing to sell to those who already have an “A” battery and 
charger and “B” power unit. By means of the switch, “A” 
and “B’’ power is placed under automatic control. It auto- 
matically connects charger to battery when radio filament 
switch is turned off and automatically disconnects charg- 
er when full ‘““A™ battery strength is reached or fila- 
ment switch is turned on. Also automatically turns 
“B” power unit on and offas set is turned onoroff. 
Big seller with nearlyall setownersor prospects. 





y 
The HANDY 
Automatic Charger 


Here is a charger having the automatic fea- 
tures made possible by the switch illustrated 
and described above. Employs either Tungar or 
Raytheon Type Rectifier. Charges at 2 to 2144 am- 
pere rate. Effective and dependable—a charger you 
can safely recommend. In its new green Krakle case, 
the Handy is an accessory whose beauty is only rival- 
led by its ability to furnish dependable automaticcharging 
service. Ask your jobber about the Handy line. Write now 
for descriptive literature, prices and discount to the trade. 


INTERSTATE ELECTRIC COMPANY 
4353 Duncan Ave. St. Louis, Mo. 
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| of these sales officials as regards 


Big Radio Show in New Haven 


The largest radio show held ji, \,.y 
England, outside of Boston, \ ie 
held this year in New Haven, 
September 26, 27, 28 and 29 
Arena, a_ million dollar st: 
where the Yale hockey game. 
other sporting events are held. 


E. E. Hulbert, sales manay.» 9; 
the Southern New England E). i; 
Co., is taking charge of the show. and 
a large musical program has bee), ar- 
ranged. Graham McNamee and 
Milton Cross of the National Broad 
casting Co., have been obtained and 
will be in full charge of the broadcast 
ing features which will be broad- 
casted by Station WRDC, ev 
Haven and WTIC, Hartford. Son, 
of the musical talent are the following: 
National Broadcasting Co.'s, favorit; 
artists, The Bonnie Laddies, ‘I'ly 
Cavalier Male Quartet, Jessica Drag 
onette, the Prima Donna, and Norman 
Clark, the South Sea Island tenor 






* & * 


What Has Happened to 
Profits? 


An admirable address was recently 
delivered before the American Iron, 
Steel and Heavy Hardware Associa- 
tion by Charles F. Abbott, who is the 
executive director of the American In- 
stitute of Steel Construction, Inc. Mr. 
Abbott’s talk was upon the subject 
“Can the Jobber Function as a Steel 
Service Distributor?” So many of 
his comments were in direct line with 
the discussion going on in our own 
radio industry, that the following 
quotations from his address are given: 

“Prior to my arrival in Cleveland, 
I was attending the semi-annual con 
ference of the American Society ot 
Sales Executives. The membership of 
this organization comprises the lead 
ing executives in charge of the sales 
of 50 of the country’s largest indus 
tries. During the course of the con 
ference, present-day problems of se! 
ing were discussed at Jength. In what 
I am about to say, I shall try to re 
flect what I believe to be the attitud 


the 


| relationship between the jobber and 


the manufacturer—one of the prin 
pal questions before the Society 
many years. 


“At the conference—and where\:' 
I have been in the United States ! 
found one prevailing sentiment am: 
business men. It is recognized t! 
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Announcement 


The National Lead Battery Co. j 
is soliciting business from the 
electrical jobber solely on merit. 
High quality products, backed 
by a responsible house, with a 
fair play merchandising policy 
that protects both jobber and 
dealer, guarantee good business 


and good profits. 


The National Radio Line for 
1927-1928, including “A” Bat- 
teries in both glass and composi- 
tiom containers, Homepower 
Units in several sizes, a new and 
outstanding “B” Eliminator and 
the New National “A B” Power 
Unit, is by far the greatest radio 
line yet produced. 








The public knows National 
quality as expressed in the 
famous Long Life—Low Price 
National Automotive Batteries, 
and accepts National Radio Bat- 
teries as the standard of value. 
To the jobber and dealer, Na- 
tional offers unusual possibilities. 
A line recognized and demanded 
by the public, a real advertising 
campaign in the Saturday Eve- 
ning Post, Literary Digest, etc., 
reaching millions of readers, and 
a price that affords real profits 
to both jobbers and dealers. 


There is still some territory 
available on the outstanding 
National Line. Write, or wire, 
for particulars of this money 


making franchise—TODAY. 











See Our Exhibit At The 


Fourth Annual Radio World’s Fair Sixth Annual Chicago Radio Show 
New Madison Square Garden, New York Coliseum, Chicago 


September 19th to the 24th, inclusive October 10th to the 16th, inclusive 
Booth No. 2. Section G. G. Booth No. 20. Section H. H 


NATIONAL LEAD BATTERY CO. 


General Offices, St. Paul, Minn. 


Factories: St. Paul, Chicago, Kansas City, Los Angeles 
Branches: New York City, Dallas, Oakland, Atlanta, Portland, (Ore.) Baltimore, St. Louis, Cincinnati, Seattle. 
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it’s the Finer Tones 
That Sell 


TRIMM 


No. 28 Concerto 


14” Diameter 
A Speaker 
Sensation 


at 
1 QO e QO O 
West of Rockies, $10.75 
Canada, $13.50 


No. 38 
Concerto 


Grande 
17” Diameter 
A Quality 
Reproducer at 
a Medium Price 


16.00 


West of Rockies, $16.75 
* Canada, $22.00 












Rattle of snare drum, blare of bugle, deep throated note of 
mighty organ or shrill piping of the flute—you get them all, in all 
their naturalness with the new Trimm Cones. 

The low notes as well as the high with great fidelity. A speaker 
you will be proud to sell—a speaker that will give maximum cus- 
tomer satisfaction. 

Built on the balanced armature principle. Particularly well 
adapted to operation with semi-power and power tubes. Will take 
the higher voltages and maximum amplification without blasting 
or distortion. 

Edge of cone is fully protected. Unit ruggedly built, of ample 
proportions, and all parts are rust-proofed before assembly. 

Unit is equipped with handy handle, a great convenience in 
moving the cone about. 


Trimm Cones are Packed ina Special 
Wire-Bound Wooden Container, as- 
surtng transportation and delivery in 
perfect condition. 


TRIMM 


RADI@ MANUFACTURING 
COMPANY, 


847 W Harrison St. 
CHIGAGO 


U.S.A. 


ESTABLISHED 1922 
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business is active, but it is alm, 


C une 
versally stated that profits ar: jot}, 
ing like what they should be 1), 
rate of production in the autoo)j), 


business is enormous, but compa: tive. 
ly few companies are realizing 4 «ati, 


factory profit. Dissatisfaction wit), 
the existing price level for fi: ished 
steel products is being express: | }y 
the heads of nearly all the leading 


companies. About the same ‘jin, 
may be said of practically all indy 
tries. 


“At the present time, the majority 
of the business man’s worries ar, 
caused by competition coming frow 
manufacturers in an entirely differe,; 
line of business who are offering thei: 
products as a substitute for his own 
We find industries organized agains 
other industries in the struggle for 
markets. 

“Mr. Owen B. Young, chairman 0} 
the board of the General Electric (o., 
aptly says that business is taking on 
a professional aspect, as distinguished 
from a pursuit primarily aimed at 
producing and trading for profit. H. 
adds that a solution of business prol 
lems lies in group action. 

“As wholesale distributors of th: 
steel industry, [and this applies equal 
ly to the electrical industry] you hav. 
four principal functions: 

“1. To conduct a warehouse for 
the assembly and storage of the manu- 
facturers’ products. 


“2. To maintain an adequate, in 





Radio Jobber Active 

The Telephone Maintenance (o., 
said to be the oldest radio jobber in 
Chicago, has recently moved to much 
larger and better quarters from 20 5 
Wells St. to 128 S. Wells St. Floor 
space has been more than doubled and 
a beautiful showroom installed for thi 
benefit of dealers. 

The business was established by 5 
L. Miller, sole owner, about 1914 
Mr. Miller continues as active head of 
the business assisted by I. R. Dutly, 
general manager. 

R. A. Murray, formerly sales man 
ager of Hudson-Ross., Inc., was 
placed in charge of sales in May of 
this year and now has a staff of |! 
hustling salesmen covering a radius 
of 125 miles around Chicago. 

With a stock of over $80,000.00 at 
his command, Mr. Murray will do 4 
real business this year. 
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The Am-plus Constant Current Unit 
is the result of considerable study and 
experimental work. by the engineers of 
the Am-plus organisation. 


This company for years has been recog- 
nized as makers of dependable storage 
batteries and Am-plus Rugged Plates. 


This radio “A” unit is being placed on 
the market with the sound feeling of 
confidence that it will merit the same 
applause that has made the name Am- 
plus a by-word for quality merchandise 
with the Jobbers 





Read these specifications 


of the 


Am-p lus 
. -- U : 
Radio nit 

Westinghouse Rectox Disc Type Charger—No bulbs, vi 
brating points, chemicals or liquids. 
Am-plus Rugged Plate Storage Battery—Five Plate forty 
ampere hour battery constructed with Am-plus Rugged 
Plates, insulation reinforced with perforated rubber sepa 
rators. 


Automatic Relay—Controlled entirely from the radio set 
switch. 


“B” Eliminator Socket Supply—Operates automatically in 
connection with relay switch. 


Toggle Switch—Intermittent and constant toggle switch 
providing every desirable advantage of a two rate charger. 


Overall Dimensions—9” high, 11-34” long and 4-%" wide 
Compact and attractive. Will fit in practically any cabinet 


Five Ampere Safety Fuse—Easily accessible. Will protect 


set against damage from any possible short circuits. 


Sold exclusively through recognized Jobbers 


Write for complete details and prices 


AM-PLUS STORAGE BATTERY CO. 


Makers of Am-plus Rugged Plates 


427 W. Superior St. 


Chicago, Ill. 


| 


8 

















































| 116 THE JOBBER’SfJ|SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE IND! - 


BERR EE ERE RRR EERE 


en-Bradley 
| Perfect Radio Devices 


TANDARDIZE your resistor stock and 
S eliminate the slow-moving lines by 
featuring Allen-Bradley resistors to 
your dealers. Extensive Allen-Bradley 
advertising in the leading radio publica- 
tions has been maintained for over five 
years and is still going strong. That's why 
your dealers want the Allen Bradley line. 























The boys at Pettingell-Andrews, 
Springfield, Mass., did not trust our ci 
era to bring out the finer details of thei: 



























a manly beauty—so, off to the studio we did 

For Fixed Resistors—Bradleyunit-A Oe ee wees 1. W. Ding 

well; Ralph Aiken, salesmen. Seated: 

Solid-molded, fixed resistor, made ina large Carl Schlaick, salesman; L. H. Horn, 1 ; 

é : d d dio service man, and Ed Cronin, a friend 

variety of ratings. Rugge ’ permanent an of the boys—only a friend could get away 
attractively merchandized in cartons. with those socks. 

| telligently directed sales force for t! 





sale of these products. 

“3. To deliver to customers whiat 
ever articles they need, in the number 
required. 

“4. To carry accounts and mak: 
collections. 

“You are discharging all of thes 
functions, and yet your business 





: r listed among those in which _protiis 
For Variable Resistor—Bradleyohm-E are most unsatisfactory, or even non 
Made in several ranges. Merchandised in existent. There must be something 


distinctive cartons. Extensively used in wrong somewhere. What is it? Bul 
Beliminator and other radio hookups. 





before attempting to answer this ques 
tion, it would be well to define tli 
position of the jobber and producer. 
and their mutual responsibility as i! 
relates to the cycle of distribution. 
“There has been a great deal 
discussion in connection with the po: 
sible elimination of the jobber. I: 
some time there has been a tendenc) 
for the manufacturer to go direct | 
the retailer and consumer. The prev: 
lence of mergers and consolidations, 


For Amplification—Bradley-Amplifier the activity of mail order houses, chai! 


store organizations, and similar inf! 









A resistance-coupled amplifier, completely ences, have encouraged somewhat t!:: 
assembled for use with the latest radio direct-to-the-buyer policy. There ar’. 
tubes. Backed by Allen-Bradley guarantee unquestionably, some lines that can |» 

of unexcelled performance. efficiently distributed without recours: 

to the jobber, but in most instanc’s 
ALLEN-BRADLEY CO. he is essential. 
492 Clinton St., Milwaukee, Wisconsin “The jobber is the missionary w! 






goes out into the highways and bywa\s 


“sn ne Sn ne ee to turn into customers, prospe:'s 
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DEALERS say: 
“It clinches the sale, to say 


| 
Cabinet Work by ADLER-ROYAL” 


| ADLER-ROYAL | 


RADIO 
CABINETS 

















(ONSIDER the Woman! 





Not as “radio” does she buy radio, but 
as FURNITURE. It must enhance the 
ensemble of the home first. The mer- 
chant who takes advantage of this fact 
sells the most Radio and is mentioned 
most often and pleasantly by Milady to 
her women friends. That helps sales. 





No other accessory to radio will win her 





preference and praise so quickly as 
“Cabinet Work by Adler-Royal.” Give 


your dealers this very definite sales 





advantage. 











y 
> Special 
to Radio 
Special Manufacturers 





to Radio Distributors 


We specialize in 
and Dealers dbine-3 

designing and ex- 
A new line of excep oe oxcl oar 
tionally beautiful stock CCURHER os usive 

cabinets for Radio 


models by a _ nationally 
famous designer are now 
available to you at sur 
prisingly moderate prices 
Write today for photo 
graphs, 





Set Manufacturers. 


Manufacturing Co, Write us about 


Incorporated 


menmoeean 
Levevinus Kentucky GAT 
RADIO 


cCasiners 



















































118 


THE JOBBER’SfA)SALESMAN 





















On the left is the 
No 100 Wahle 
Standard for R.C.A. 
Model No. 100 
Speaker. 













os 


i 
lel moe 


In the 
No. 100-A 





N the Wahle Standards you 
have a splendid buy for your 


radio dealers—a buy which 
means to them a big volume of 
business at a most attractive profit, 
a buy which means to you a con- 
stantly increasing repeat business. 
Radio Dealers’ interest in and 
approval of the Wahle Loud 
Speaker Standards was enthusias 
tically secured at the Radio Trade 


Show in Chicago. You will have 


no difficulty selling them. They 
are sold already. 
Dealers of Pathe, Western 


Electric, Rolacone, Pacent, Algon- 








center is the 
Standard 
for ee A. Model 
100-A Speaker. 


Unusual Buys For Your 


Radio Trade 








On the right is 
the No. 540 ‘‘Uni- 
versal’’ Standard for 
Cone Speakers. List 
price, all models, 
$10.50. 

















guin, Wirt, Tower, Farrand and 
many others are equally enthusi- 
astic. Atwater Kent dealers will 
also be glad to know that the 
Wahle “Type E” Standard is ideal 
for that speaker—so tell them 
about it on your next trip. 

Jobbers’ Salesmen should not 
fail to sell Wahle Standards with 
every loud speaker they sell. 

If your company is not handling 
the Wahle Line ask your sales 
manager to write us at once. 

An interesting message in 3 
parts in August issue of Jobber’s 
Salesman. 


ALBERT WAHLE company 


INCORPORATED 
Metropolitan and Morgan Aves., Brooklyn, N. Y. 


Works: Robert Findlay Mfg. Co., Inc. 
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“I Ask You Confidentially’—These ty, 
young ladies take charge of all the clerica| 
work at the Premier Brass & Electric: 
Supply Co. of Brooklyn, N. Y.—Miss Rov 
Feinmel and Miss Nettie Aronson. 





whom the manufacturers would never 
reach. He is able to extend a servic: 
that the producer is in no position t 
offer. His costs of distribution ar 
less. It is folly, in my opinion, t 
think that the jobber can be elimi 
nated, but in order that you may not 
have to trust to my judgment alone, 
let me refer to an eminent authorit) 
on this subject. 


“As for the producer's attitude 
towards the wholesaler, no one wil! 
dispute the right of the producer to 
determine his own method of distribu 
tion, but if he depends upon the job 
ber, and desires his support, he must 
define sales policies that will assur: 
Quoting the 
wholesaler a price later to be used in 
direct from 


the jobber his rights. 


soliciting those whom 
the jobber looks upon as his natural 
customers will always cause justifiabl: 
resentment. The manufacturer is un 
der obligation to work with the job 
bers he has selected and not agains! 
The idea that the pro 


ducer can ride two horses at once was 


their interests. 


exploded years ago. 
"Et is that, 
‘ause or another, recriminations | 


unfortunate for on 
tween the producer and wholesaler 
should be so frequently heard. \r 
S. M. Bond, president of Root-\I: 
Bride & Company, of Cleveland, ™ 
cently submitted a report to t! 
Southern Wholesale Dry Goods -\s 
that 
direct selling, and syndicate sellin. 
to retailers by the mills would meen 


sociation in which he declared 
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The Selling Plan for 
Kleartone Batteries, 
embodied in this new 
book, contains real 





meat for jobbers’ 
salesmen. Jse i 
to show your dealer 
the attractive Klear- 
tone franchise. 4 


‘acsetaliliananieall 











The 
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KLEARTONE 


Radio B Battery Franchise 
for the Season o 


1927-28 


is Valuable fo you 


Thousands of dealers throuout the 
country have availed themselves of the 
exclusive franchise for the profitabie 
Kleartone line of Radio Batteries. 








The sale of dry Radio B Batteries for 
the coming season will be greater than 
ever, and a dealer carrying the complete 
Kleartone line will be in position to cash 
in on the extensive advertising campaign 
planned to make Kleartone Batteries 
more popular than ever. 


GENERAL DRY BATTERIES, Inc. 
13100 Athens Avenue Cleveland, Ohio 
















— 
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WY, 


Vif 
Yl c Aer 


CT YW 


Ae 
Under 


adio 
Tubes 


A Tube for 
Every Radio Need 


=a 


Jobbers 


Distributors — Representatives 


Write for Details of Our Sell- 
ing Program. A Few Choice 
Territories Still Open. 


uae 


CaBLe Suppry Co: 


MANUFACTURERS 
EXECUTIVE Offices 


31 Union Square, New York 











the eventual 
industry. 


“There is something seriously awry 


disorganization of the 


when ill feeling exists between two 
factors of an industry. I know of 
no better plan to eradicate such a 
feeling and establish harmonious rela- 
tions than that formulated by the 
Armstrong Cork Co., of Lancaster, Pa. 
This company has defined its attitude 
to the jobber as follows: 

““1. The jobber should earn some 
profit for himself. 

““2. The jobber should carry a 
stock adequate at all times to serve 
his trade, 

“3. The jobber should push what- 
ever lines and felt-base 
he sells with a well-trained organiza- 
tion—both (departmental 
management, record-keeping, advertis- 
ing) and external (road salesmen). 

“With this platform constantly in 
mind, the Armstrong Cork Co. has de- 
veloped a sound merchandising policy. 
‘The Policy Committee of the Lino- 
leum Division of the Armstrong Cork 
Co.,’ authorized by the board of direc- 
tors in 1926, comprises four repre- 


of linoleum 


internal 


sentatives of the company and four 
representatives of the jobbers. These 
representatives meet in conference at 
regular intervals to discuss and de- 
termine a just policy that will benefit 


| both interests. 


“Such a procedure constitutes an 
innovation in improving the relation- 
ship between manufacturer and whole- 
saler. It should do much to stimulate 
more efficient merchandising and the 
prosperity of the two factors repre- 
sented. 

“It is beyond dispute that some- 
times the wholesaler has just cause 
for complaint against the producer, 


but in most cases my sympat 
with the manufacturer beca 
jobber so frequently seems 
with a low standard of efficien: 
it comes to merchandising. Un 
jobber is equipped to intelligen 
intensively cultivate the mark. 
give to the manufacturer the dis: 
tion to which he is entitled, we 
blame the manufacturer if |i 
direct to the source of orders {. 
volume of business necessary tv 
his plant running. 

“IT am not here to condone ( 
selling. I believe in the econo 
function of the jobber. I belie, 
is a necessary factor in our distril) 
tion system. While many concerns ( 
not sell through jobbers, no one jis 
succeeded in eliminating the w! 
saling function from his busines, 
Concerns that are going ahead wit|\, 
the jobber have to perform for then 
selves the service the wholesaler jor 
mally renders. 

“When Proctor & Gamble cut out 
the jobber, the company had to begin 
doing the four things the jobber used 
to do for it. 


have to do their own warehousing. «: 


The chain store systems 


livering to individual stores, and 
certain amount of selling to the stor 
managers. While the chain 
do not recognize the jobber to any 
appreciable extent, still they 
found that they cannot carry on 
without performing for themselves «i 
least a part of the jobber’s services 
“Thus we see that, by eliminating 


stores 


have 


the wholesaler, a manufacturer does 
not thereby save the jobber’s profit 
margin. When producers do omit tli 
jobber, and sell at least part of tli 
output direct, they usually do so for 


reasons other than to save the whol: 
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The Graybar bunch in Omaha, Neb., seem to know how to pose for a photogr pt 


They look just as natural as life 


and those girls, so easy to look at. 


Left to right: 


Charley Jones; O. A. Durham; Mr. Curry, president Shelby, Ind., Telephone Co.; | .« 
Holloway, manager; Sophia Hill; Caroline Pycha; Dan Tikalsky; Esther My: 
Clyde Grubb; Theresa Morgan; Frank Saffer; Bess Kinder; Bill Alberts; Al. Rasrus: 
Sam Minardi; Harold Smock; George May; H. J. Egelston; A. D. Barbour. 
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AUGusr 
j 25 Cents 


Over 
Mostrane, 





Belden Radio Advertising 
Reaches Over 7,000,000 Readers! 


The combined circulation of the above influ- 
ential publications, all of which will carry 
Belden advertising this year, is 3,807,375. 
Figuring an average of two readers per mag- 
azine, this means that Belden advertisements 
will reach 7,614,750 readers. 


Additional publicity in Radio Retailing, 
Radio Trade Catalog, and Radio Trade 
Builder assures ready dealer acceptance for 
the complete Belden line of proven radio 
accessories. Push the complete Belden line. 
Take advantage of Belden popularity and 
Belden extensive advertising by filling your 
book with orders for a complete Belden stock. 








BELDEN MANUFACTURING COMPANY 
2324-A S. Western Avenue Chicago, Illinois 
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~ 
KESTEI 
Rosin Core 


RadioS OLDE 


Sure f is Safe and Simple 


Easy to Seli 


BECAUSE /T'S 
Easy toUse 


THATS the beauty about Kes- 
ter Radio Solder—it’s easy to 
sell because it is ready for use. 
It “Requires Only Heat.” 
Another thing about Kester Solder 
is that the small packages are gen- 
erally the start of a dealer’s order 
on your books. And for the deal- 
er, they are the start of a neat 
little business that rapidly grows 
into sales on the larger packages. 
No long missionary work in sell- 
ing Kester Solder. An extensive 
advertising campaign reaching all 
of the dealers is constantly break- 
ing down sales resistance for you. 
For the dealer, we are conducting 
a national consumer campaign 
which keeps moving his stock and 
automatically creates repeat busi- 
ness for you. 

Start now at this active time and 
enjoy the repeat business which 
will come to you all year round. 


APPROVED BY 
RADIO ENGINEERS 
CHICAGO SOLDER COMPANY 
4251 Wrightwood A 


SW 


| mental 
| are 
‘touch with the trend of the times, but 
| there are altogether too many who are 
| operating according to the methods of 
| yesterday. 

entirely satisfactory in days gone by, 

they are not suited to the needs of 
| today. 





saler’s margin. Proctor & Gamble be- 
gan to sell to the retailer direct 
because, so far as that company was 
concerned, the jobber had ceased to 


| function. 


“Nine times out of ten that is the 


reason for direct selling. The jobber 


|is no longer rendering his four funda- 


services. Some wholesalers 
progressive and thoroughly in 


While those methods were 


“In most cases where manufacturers 
sell direct it is not due to the fact that 
they do not believe in the wholesaler, 
but because they have not been able to 
get him to work efficiently for them. 


| If the jobber would always give the 


manufacturer the co-operation he 
should receive, I think we would hear 


less of direct selling.” 
* * * 
Atlantic Electrical Moves 


The Atlantic Electrical Distribu- 
tors, Inc., Brooklyn, N. Y., moved on 
May 2 to 398 Atlantic Ave. 


The Capital Electric Company 


(Established 1898) 


Denver, Colo. 


A Veiled Hint to Lis: 
Orders Right 


By WILLIS PARKER 

HE Capital Electric Co., of |)», 

ver, while a wholesale boys. 
dealing in electrical supplies of 4)! 
kinds, does considerable specializi:y 
on incandescent lamps. Until jus) 
recently there was some difficulty i, 
getting customers to list their 1)./| 
orders for lamps in a manner tha} 
would facilitate handling them in (|), 
shipping department. It is said tivat 
the average customer will jot down 
the size of lamps promiscuously aid 
not according to consecutive sizes. 

The Capital company prefers that 
the smallest watt lamps be listed first, 
the next size second and so on until 
the largest size is listed at the bot 
tom. Even if the average customer 
does not mix up the sizes promiscu 
ously, he will often begin with th: 
largest size first and place the small 
est at the bottom. 

To overcome this tendency and yet 
bring the customer around to the com 
pany’s way of listing lamps, the firm 
has had the sizes printed faintly upon 
the order blanks—so faint, indeed, 


1126 California St. 


Tele. Main 2901 





Customer Order No 


Town 


Street 





Quantity Watts Volts 




















! 





Full information will avoid delay in shipping. 


: ify Volt : 
In ordering bulbs, be sure to “< . : ol senility tele Vomer anki Single or 


Orders for 300 watt lamps should specify Mogul or Medium base. 
Write us for quotations on all electrical material, including Heating Appliances, 


Bulb as shown on price lists. 
Double Contact. 


tures, Flashlite Bulbs, Batteries, etc., etc. 


Watts, Daylight (blue), etc., and size of 
ix- 


(Signed).......... 
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FRANCK 


AC Voirsi5  50-60CycLes 
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THE FRANCE MANUFACTURING Co, 
CLEVELAND OMI0. 


Y ave MAotam VA, 3/4 AMP. 
‘A 7 








(France Dry Trickle Charger without relay switch) 
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A.C VOLTS CYCLES 
ms «9 


50-60 


THe France Meo Co. Cceve Lano,0. 
yy, amp Lame 





(France Dry Automatic Trickler with relay switch) 


Three Speeds—Dry— Proved 
Two Models 


ERE ARE THOUSANDS—yes 
millions — of battery-operated sets 
today, whose owners are dissatisfied with 
Wet Trickle Charging. They want 
something better—something that once 
installed, its existence may be forgotten. 
Here it is. 


The France three-rate Dry Trickler de- 

livers 4%, % and 1% amperes—ample 

input to meet demands on any set. 
No bulbs, no liquids, no noise, no 
moving parts—a dry disc rectifier. 


Your opportunity this season for replace- 
ments and new business is tremendous. 


DRY TRICKLE CHARGER 
110-115 Volts 50-60 Cycle Model 
List 
PRICE $13.50 


25-30 Cycle Model $1.50 additional 


Only a trickler complete in itself— 
designed, built and balanced as its in- 
dividual characteristics demand, assures 
this and the utmost economy in current 
consumption. 


First, last and always the France Dry 
Trickler gives complete satisfaction. 


Selling the set owner the France, is selling 
him service—and lots of it. Dealers and 
jobbers recognize this—they realize that 
the France builds good-will—it instills 
confidence—it brings customers back 
again and again for other merchandise. 
Write us. 


DRY AUTOMATIC TRICKLER 
110-115 Volts 50-60 Cycle Model 


price $17.50 


25-30 Cycle Model $1.50 additional 





THE FRANCE MANUFACTURING COMPANY, 10325 Berea Rd., Cleveland, Ohio 


Since 1913 manufacturers of highest grade battery charging equipment 








AVA. 
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that it is just a mere suggestio: 
if the customer desires to ord 


Are ie ie terials other than electric light 


# he can write right over the { 
} = ~ habia printed figures and no confusio: 

You , : | eee a eet _ , ; result. In other words while tl: 
* sae pany does a big business in inca 


Listing : me Ex : : y . cent lamps, it cannot afford to, m 


would it be practical, to hav 


a . . order forms—one for lamps and ‘|; 
These . =— a - other for general electrical merc!\,; 
dise including electrical applian 
The one form serves both purypos 
but when lamps are included in | 


Radio department managers should lose no | order, the customer is led to plac: 


time in investigating the Audiola Line. The <tiisiy tes wieeaiitien willer wit! 
season is almost upon you and you need to give : Fowith 
your salesmen a dependable and complete line | smallest size first. 


to offer your dealer trade at this time. The company covers the enti 


Audiola sets both six and eight tubes are of . . : oy 
the single control type with all tuned circuits Rocky Mountain ie ee and sinc 
individually shielded. Two knobs comprise all there are many items in the merchian 
the controls. When you sell the right chassis} dise distributed, that are ordered |) 
you are selling the right set. 


On the left is the Audiola Console Model—]|.. . . aa , | i 
made of the finest burled Walnut—may be had it is imperative that the mail order 
in either the six or eight tube models. A] customer be given quick service and 


oe Grand” and table model may also be adequate stationery on which to mak: 

his order. So, every letter that goes 

: Write at once for territorial arrangements. out to a customer, every statement 

6C STAGE SHIELDED “Buy the Chassis and You Buy All” sent out the first of the month, ever, 
= vcuse Genin invoice mailed out at the time « 
Fight Std. Console, $225 AUDIOLA RADIO CO. shipment is made, contains a coup| 
430 S. GREEN ST. CHICAGO of order blanks so the customer never 

will have to put up much of a searc! 
to find the firm’s name, address, «tc.. 
or the proper stationery on whicl | 





mail between visits of the salesmen. 











list his wants. There is no need tor 
him to grab up one of his own letter 
heads, jot down an order for electri 
lamps, for example, and mix the num 
bers up promiscuously. 

This system, says W. W. Watts. 
credit manager, has eliminated muc! 
confusion in the shipping room, and 
many misunderstandings of orders 





—are released to the trade and the public ONLY after 
they have been proven perfect by exacting tests. Now we 
Announce 


e€@¢ A. C. TUBES 


for best results in A. C. Receivers 
Two Types—M. 26—N. 27 
YP “The Good Customers Hang On.” |! 
Write for particulars “Big Contractorman” from Spring? 
C E M ° Mass. usually gets such an order fro 
+ ° FG. CO. Inc., Providence, R. I. Pettingell-Andrews that it takes two !<! 
Largest Exclusive Tube Makers in the World to wait on him. Here he is begging Hi n 





ry Biscoe and Ralph Aiken to com: 
and give him a little service. 






































September, 1927 THE JOBBER'SfA)SALESMAN 125 





—_—— 
“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 






























































‘You sell'them once-thats all. 


The first sale of WHITE SOCKET After the first sale, it is not necessary 
: POWER UNITS puts down a solid to keep on “selling” WHITE 
j foundation for prosperous and plea’ UNITS resell themselves on service 
er surable FUTURE business. rendered. You can relax with a grat- 


. a a ae ae ifying sense of security that the busi- 
ness is yours and that every trip over 


es in the construction of WHITE ee? 
nt i SOCKET POWER UNITS. the ex. Your territory will yield a splendid 
r} ‘ volume of REORDERS. 

| treme efficiency and thorough depend- 

I ability of operation and the supreme _ The salesman with one eye on imme- 
er degree of satisfaction derived from diate gain and the other on future 
their employment, establish an un- prosperity will find that first sales of 
breakable tie of good-will between WHITE UNITS are well worth his 


or user and dealer and dealer and jobber. _ best efforts. 


Made by Julian M. White Manufacturing Co., Sioux City, Iowa 












































| 
“ ”? sR» 
7 THE WHITE “A Soenre POWER UNITS THE WHITE “B 
socket power unit socket power unit 
‘“ ” 
is an absolutely independent THE WHITE A-B recognized by radio engineering 
“A” Unit depending only upon socket power unit authorities as an ideal “B” 
110-volt A.C. 60-cycle current Socket Power Unit. 
for operation. Delivers 6-volt , ‘ In addition to the detector tap, 
D.C. current at 214 amperes, combines the same perfected units that are voltage variable control, the 
sufficient for any radio receiving employed | in the WHITE “A” and the intermediate and 135-volt ampli 
set up to 9 tubes. Does awav W HITE B Units. - : = fier voltage variable control, it 
with all acids and corrosion. — A thoroughly dependable unit which fulfills is equipped with a power tap 
Employs no battery or trickle charger. Seer" requirement for unfailing “A” and delivering 180 volts at 85 mil- 
Not affected by constant use or long B™ current supply. Meets the demands of liamperes—more than sufficient 
idleness. Encased in substantial 20- the thousands of radio owners who desire current for the largest set with 
gauge metal cabinet finished in attractive reliable service ever at the peak of efficiency. the heaviest draw employing a 
sage-green Duco. Employs one 2-ampere Housed in handsome sage-green Duco, fin- REET : 
Tungar or Rectigon Tube. Licensed by ished 20-9: = etal bi Career See: 
Andrews-Hammond Corporation under ished <U-gauge metal cabinet. Housed in handsome sage-green 
Andrews Condensor and other Andrews- Retail $ 50 Without Duco, finished 20-gauge metal 
Hammond Patent Applications. Price 67: ‘3 Tube cabinet 
ag $39.50 beg All units securely packed in shock- 7 $372.50 oe 
, ‘ : e ube 
proof cartons to assure safe delivery. 
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Balkite has pioneere 


Balkite “SAB” Contains no battery. A complete 
unit, replacing both “A” and “B” batteries and supplying 
“A” and “B” current directly from the light socket. 
Operates only while the set is in use. Turn it on and 
the set operates. Turn it off and you’re through. Two 
models: “AB”6-135, 135 volts “B” current, $59.50. (“AB” 
6-135R, for 25-40 cycle current, $69.50.) “AB” 6-180, 180 
volts “B” current, $67.50. 


Balkite “A”’ 

Contains no battery. The 

same as Balkite “AB” above, 

but for the “A” circuit only. 

Will serve wherever 6-volt 

“A” batteries are now in use. 

Not a battery and charger 

but a perfected light socket 

“A” power supply. One of the most remarkable de- 
velopments in the entire radio field. Price $32.50. 


Balkite ‘*B”’ 


Has the longest lifein radio. The 

accepted tried and proved 

light socket “B” power sup- 

ply. Has probably the long- 

est life of any device in radio. 

The new “B”-135 and “B”-180 

include new improvements 

making their condenser ca 

pacity far greater than usually 

found in anycommercial “B” power supply. Three models: 
“B”-W, 67-90 volts, $22.50; “B”-135, 135 volts, $32.50. 
(“B”-135R, for 25-40 cycles, $37.50.) “B”-180, 180-volts, 
$39.50. Balkite now costs no more than the ordinary “B” 
eliminator. 


Balkite Chargers 


Standard for “A” batteries. 
The standard charger for ra- 
dio “A” batteries. Noiseless. 
Can be used during recep- 
tion. Prices drastically re- 
duced. Model “J,” rates 2.5 
and.5 amperes, for both rapid 
and trickle charging, $17.50. 
(Model “J”-R, 25-40 cycle current, $19.50.) Model “N” 
Trickle Charger, rate .5 and .8 amperes, $9.50. (Model 
“N”-R, for 25-40 cycle current, $11.00.) Model “K’ 
Trickle Charger, the most popular of all chargers, $7.50. 


+ Prices are slightly higher W est of the Rockies and in Canada 2 


FANSTEEL PRODUCTS CO., INc., NORTH CHICAGO, ILL. 


Balkite 


Radio Power Units 








Its, 


del 


50. 
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but not at the expense 
of the public or the radio trade 


Ripe noiseless battery charging. Then success- 
ful light socket “B” power. Then trickle charg- 
ing. And today, most important of all, Balkite““AB,” 
replacing both “A” and “B” batteries and supplying 
radio power from the light socket. The great improve- 
ments in radio power have been made by Balkite. 


This pioneering has been important. Yet alone 
it would never have made Balkite one of the best 


' known names in radio—nor have made Balkite the 


| leader in the radio power field. 


Balkite has become the leader because over a 


period of years Balkite has built a record of per- 
| formance at the hands of its owners unequalled in 
| radio. Because with 2,000,000 units in the field 


Balkite has a record of freedom from trouble seldom 


| equalled even in the oldest and most soundly estab- 


lished industries. Because Balkite Radio Power Units 
last longer than any other devices in radio. Because 
Balkite is today synonymous with quality. 

Balkite has pioneered. But not at the expense of 
the public, nor of the radio trade. Balkite owners 


§ have been satisfied owners; Balkite dealers have al- 


ways made money. No Balkite product has ever 
failed to be a best seller. 


FFANSTEEL PRODUCTS CoO., 


The famous Balkite electrolytic 
principle 


Balkite success has been based on the Balkite prin- 
ciple of electrolytic rectification. This principle is so 
reliable that it is today standard on the signal sys- 
tems of most American as well as European and 
Oriental railroads. It is the principle that has enabled 
Balkite to do away in rectifying current with tubes 
and their uncertain output. It is this principle that 
accounts for Balkite long-life, that makes Balkite 
radio power units permanent pieces of equipment. 


Don’t gamble nith untried devices 


Time was when one radio device looked as good 
as another. And every device sold that later turned 
out to be a failure cost the radio dealer money. To- 
day there is no longer any need for gambling with 
your own or your customer’s money—you need no 
longer sell experiments. Balkite—the tried and re- 
liable — 


requirements, at the lowest prices in Balkite history, 


offers you a complete line, to serve all 


backed by one of the largest advertising campaigns 


in radio. Concentrate on Balkite and make money. 


INc.,. NORTH CHICAGO, ILL. 


Balkite 


Radio Power Units 
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about this ‘A” 


HIS latest product of the 
genius, experience and re- 
sources of the Burgess Labora- 


tories is supreme in the field 
of dry cell Radio “‘A”’ Batteries. 


Through national magazines 
and metropolitan dailies we 
will tell more than 24,000,000 
families about this remarkable 
Burgess “A”’. 


You, as a Burgess dealer, will 
profit greatly and build your bus- 
iness bigger—zf you tell ’em, too. 


Burcess BATTERY COMPANY 
GENERAL SALES Orrice: CHICAGO 


Canadian Factories and Offices: 
Niagara Falls and Winnipeg 


Cg oe ed 


IM | = tll) 


=| i 
| ial 


RADIO’ 


| ll 


uy als 


is osc 


| | adhered to. 
| | Mfg. Co. has been a forceful exponent 


St. Louis Radio Show of 
National Character 


Of the many radio shows held 
throughout the country, the Southwest 
National Radio Exposition, September 
19-24, is the only one (unless it be 
New York and Chicago) where only 
manufacturers’ and trade names des- 
ignate the exhibits. 

This ruling by the show committee 
and directors of the St. Louis Radio 
Trades Association creates the only 
correct impression on the minds of the 
75 to 100,000 consumers who yearly 
visit this very successful exposition. 

The splendid co-operation of the 
St. Louis jobbers who buy exhibit 
space for lines they represent make 
this condition possible. 

The jobbers’ and representatives’ 
booth signs carry only manufacturers 
names or trade names of products dis- 
played in individual booths and no one 
manufacturer's line appears in more 
than one exhibit. 

Another feature is that no jobber 
exhibit displays other than one major 
line and are not cluttered up with a 
lot of parts and accessories in addition 
to sets. 

This 
makes a 
while 


arrangement in St. Louis 
beautiful show and 
of the exhibits are 


very 
one-third 
direct factory displays the consumer 
is given the impression that all ex- 
hibits are direct. Jobbers names ap- 
pear only in the “trade guide” given 
out to dealers and jobber and other 
trade visitors. Dealers are not per- 
mitted to purchase exhibit space or 
display goods at the St. Louis show 
but do in majority cases act as con- 
ductors of the many jobber displays 
to meet and sell the consumer. 


* * * 


A Jobber Policy That Brings 
Its Reward 


In these days when an element of 
doubt exists in the minds of jobbers 
and retailers because of temporary 
competition from manufacturers, mail 
order houses, house to house peddlers, 
chain stores, ete., it is refreshing to 
view the results of a policy rigidly 
For years the Horton 





\of a jobber and dealer policy. It has 
hesdibe srtised this, preached it, and prac- 
|ticed it, steadily year after year, 
building soundly and logically. 

| The whole Horton policy and the 
| execution of it has been based and 
executed on the inherent belief of the 
{ | company in the stability of established 
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institutions, such as is repres: 
retailers and wholesalers. 

In order to contribute somet! . 
a worthwhile nature to the bett: -).-; 
of business conditions as regar {}), 
distribution of electrical apy es 
and to break down some of th: 
practices that have been carri 
and which have led to price c 
and many other evils, this com 
has been distributing among its 
ers the letter which follows; and 
asked them to send it out to their 
tomers and prospective customers 


Dear Mrs. Smith: 
Your Sacred Privilege 


Since time immemorial women | jaye 
exercised a sacred _privilege— nen 
have respected it—huge institutions 
have been built in deference to it, 
Because of it businesses have grown 
and prospered and progressed. 

The Sacred Privilege Of Selection 
—In our store we recognize and re- 
spect that privilege of yours—Being 
men we know that women prefer to 
Buy rather than be Sold. We ar 
conscious of the fact that a sale is 
only perfect when you have exercised 
your privilege of selection—have made 
your purchase of what you want be- 
cause it meets your requirements as 
you, better than anyone else, know 
them to be. 

Hats, gowns, pianos, 
shoes, wearing apparel, household ne- 
cessities, all are Purchased—Selected 
by you because of a definite know! 
edge of their need in your particular 
home. 


furniture, 


In every instance the background 
of the purchase is the impressive at 
mosphere of the store. 

An established and successful store 
is a guarantee of continued service, 0! 
certain satisfaction. Further it car 
ries with it the assurance of dollar 
for-dollar value and it makes the pur 
chase complete because not one man, 
but an entire organization is respo!) 
sible for the good will involved. 

Then why do women in their pur 
chase of a Washer or Ironer presun 
to forget “Their Sacred Privilege’ 

Why Be Stampeded By A front 
Door Or Door-step Conversation \\ it! 
An Unknown Stranger? Why not > 
as deliberate and selective in )0r 
purchase of an Electric Washer 0" 
Ironer as in your other purchasc>* 

Service of the highest order is ov" 
policy. An atmosphere of courtesy 
and consideration with comfort and 
convenience enable you to select \0U" 
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venturer °°” 


O, HO, HO! . .. . headin’ for buried treasure unknown lands 


. . . . the Tower Adventurer exemplifies a genuine sailing ship of early 
days that will at once appeal to lovers of ship models. The full-rigged 
galleon finished in old Ivory is cast integral with the protecting ornamental 
frame. The large 17” free-edge cone is driven by the identical armature-type 
unit as the higher priced models with a tone quality and volume as delightful 


as exceptional. 
Tower Dealers Made Money Last Year! Did YOUR Trade participate? 
Line-up NOW for the most profitable year in Tower history! 


TOWER MEG. CORP. 122 Brookline Ave., Boston, Mass. 


MORE THAN TWO MILLION TOWER PRODUCTS NOW IN USE 
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PrraTeE Sup, $7.95* CastLe Cone, $9.50* 
MEISTERSINGER, $15 
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100 PER CENT JOBBER DISTRIBUTION 
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Produce _— 
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=ELECTRIC — 
=HEAT —— 
Gt alow 
operating cost 








JOBBERS 


Get Your Profit on 
Fall Heater Sales 


Concentrate on the 


Durable Portable Room Heater 
List, $10.00 
It Really Heats a Room 


Central Flatiron Mfg. Co. 
Johnson City, New York 


Eastern Sales Representatives: WEIR SMITH CO., 58 Warren St., N. Y. 
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Electric Appliance under id 
ditions. No high pressure 

prevail—We do not Compe! 
buy. Our store—Our sales 
Our stock of electrical mercha 
at your service. 


| con- 
i ethods 
you to 
taff 


LiSe Is 


Because of years of experieii \, 
believe that we offer in the [orto 
Washer the greatest Washing M xching 
value obtainable and we recommend 
and sell the Horton with the primar 
idea of serving you and serving yoy 
well. . 

We do not propose to annoy you 
by ringing your door bell. We cour- 
teously invite you here to our well 
appointed store where every promis 
made will be religiously adhered ty 
And in coming here to make your » 
lection of a Horton Washer you wil 
promptly realize what it means t 
purchase anything so important saf 
guarded .as you are by contact wit! 
an entire organization and within tli 
portals of a successful store. 

We believe you would prefer | 
Buy your Electric Washer that way. 
and you must realize that you cai 
save money—Naturally !—Because yo 
do not have to pay the high pressur 
salesman’s commission of from *15.(\) 
to $25.00. 

We Do Not Employ The Peddling 
Method Which Dates Back To Ty 
Time When Our Country Was Ye! 
Young. 

Make It A Point To Come Her 
And See The Horton Washer.  S« 
It Demonstrated, Make Comparisons. 
If You Please, And Then Remember 
This: 

We Recommend the Horton becaus 
of its reputation, value quality, eth 
ciency and perfection. 

Back of it is our word, our reputa 
tion, our institution. 

Please read the enclosed literature 
It will give you a pretty definite idea 
of the superiority of The Horton 
And we stand firmly back of ever) 
claim made by the Horton Manutac 
turing Company. They can afford to 
make strong claims because they hav 
successfully Horton Wasliers 
for over fifty years. 

Select your Horton here in comtor'. 
at your leisure, with the aid of cour 
teous, considerate salespeople, who» 
one desire and aim is to serve and 
satisfy you. 

We believe you will greatly appr 
ciate this opportunity to “Exercis 
Your Sacred Privilege” in your sele¢ 


tion of YOUR HORTON WASIIF! 


made 
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EARLY aquarter ofa AGL 
N million dollarswere # Sentinel 
spent in perfecting Senti- 
nel Power Units before 
they were ever offered to 
the radioworld. Anenor- 
mous plant, representing 
an investment of over 
$500,000, is now busy 
meeting the steadily in- 
creasing demand forSen- 
tinel products. This de- 
mandisduetotwothings 


Unrivaled Quality Backed by 


Predominating Advertising — [J Semtinel“DRYA"a: 
San 82 Within the month thousands of new radio re- Sentinel “DRY-ABC” 
ee US 


ceivers willbe sold. Everyset usingthreeormore are absolutely new units operating 

tubes should be equipped with Sentinel power whthons Desueten, deat Seen home 

Booth 3 ‘ quipp ; Pp current. No acids—no refilling — no 
“ units for greatest efficiency. Sentinel newspaper bother. Prices slightly higher. 

Section S advertising in the leading cities throughout the 

bilinsenii country will prove atremendousinfluence. Only 

<% Sentinel Jobbers and Dealers will secure the full 

NEW YORK benefits and profits of this advertising. If you 

RADIO are not handling Sentinel Radio Power Units 

SHOW you are letting a real money-making opportu- 

nity get by. Don’t do it. Write today for our 

September co-operative sales-building and merchandising 

19 to 24 plan. Sentinel products are sold only through 

legitimate Jobber-to-Dealer channels. 


SENTINEL MANUFACTURING COMPANY Sa ees 


9705 Cottage Grove Avenue Chicago, plete. (Metered Beverly Model $98.50.) 


saan UN 











\"* Battery and Charger The Sentinel Automatic oe The Sentinel Completely Auto- The Sentinel B-C Power Unit The Sentinel B-C Beverly mode! 
r\oan the Triekle type) Sen- and Charger with ’’ Bat matic ‘‘A’’ Power Unit provides furnishes both B and C voltage for combines completely automatic 
itomatie Control Unit tery makes the ‘‘A”’ power Hi control, charger and a 4 or 6-volt any set, regardless of the number power with meter which gives con- 

‘ A” power supply com- permanently _ completely auto- battery all in one compact case. of tubes — 80 mil. at 180 volts. trol of all plate voltages. 
itomatic. Price $15.00 matic. . . . Price $29.50 Nota TrickleCharger. Price $40.00 Price $44.5@ Price $65.06 
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Merger of Wire Companies 

Two of the largest manufacturers 
of insulated copper wire for telephone, 
power, light, telegraph and _ radio 
transmission in the middle west have 
been consolidated—the Illinois Wire 
and Cable Co. of Sycamore, IIl., and 
the Chicago Insulated Wire and Man- 
ufacturing Co., of the same city. 

It is proposed to call the new com- 
pany the Inland Wire and Cable 
Co. Its capital obligations will con- 
sist solely of 200,000 shares of $10 
par common stock, of which not ex- 
ceeding 105,000 shares will be issued 
and for which application to list upon 
the Chicago exchange will be made. 

After giving effect to the proposed 
merger, to which a third company in 
the same field is expected to be added 
later, the Inland Wire and Cable Co. 


Products, Literature, etc: 


will have a net worth estimated at 
$2,400,000. 

The plant of the Chicago Insulated 
Wire and Manufacturing Co. was de- 
stroyed by fire about six years ago 
and the plant constructed on the site 
of the old buildings is said to be the 
best equipped of its kind in the 
United States. 


George E. Dutton, president of II- 
linois Wire and Cable Co., will be 
chairman of the board of the new 
company, and A. B. Gochenour, presi- 
dent of Chicago Insulated Wire, will 


be its president. 
” * * 


Changes in Robbins & Myers’ 
Personnel 

At a recent meeting of the board of 

directors of the Robbins & Myers Co., 


5 
A = 
a Sy 
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Springfield, O., W. S. Quinla 

Cleveland was elected president 4) 
general manager to succeed |} Ss 
Hunting, resigned. Mr. Quinlan |), 
been a director of the company fv; 
several years and is intimately « 
quainted with the affairs of the cor 
poration. He has had many years 0} 
experience as a manufacturer, bot!) in 
the production and commercial de} art 
ments, at the present time being vic 
president of the Maynard Murch (y 
of Cleveland. Mr. Hunting, who has 
been president and general manager 
of the company since 1922, will cor 
tinue as chairman of the board of di 
rectors. Formerly Mr. Hunting had 
spent 34 years with the General Ele: 
tric Co., being in charge of the pro 
duction and sale of small electri 
motors a large part of this time. 








y ie 


* 





Taken at the sales convention of the Trumbull-Vanderpoel 
Elec. Mfg. Co., Bantam, Conn. Top row, left to right: L. B. Middle row, seated: N. B. Walsh, Cleveland; E. E. Langyut!. 
Underwood, Philadelphia; R. Boecklin, New York; George Gil- 
lingham, New York; Lee Reynolds, Pittsburgh; Jim Hessel, 
sales manager; Frank Banfield, New York representative; H. T. 
Doolittle, Chicago office; N. T. Thompson, factory; Mark Car- 


roll, New England representative; Harry Leithiser, engineer; vertising manager. 





Claude Hastings, Boston; R. L. Hirschfeld, advertising co 


export dept.; John Lancaster, vice-president; Harmon J. | 
president; James Miller, treasurer; C. B. Wallis, St. | 
Frank Garner, Boston. Front, seated: H. C. Murphy, \°" 
York office; Fred Carry, New York office; Frank Bennet! 
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because it combines TRIPLE CLEANING ACTION 
with a New Low Price of $5259 


Powerful Suction. The suction of 
the New Hamilton Beach is as great as 
that found in most machines cleaning 
by air alone. 


Beating Brush Action. Powerful 
suction lifts the rug to the nozzle and 
off the floor. The revolving brush gently 
beats and vibrates the rug. This action 
loosens deeply imbedded dirt so the 
powerful suction can whisk it into the 
bag. 


Sweeping Brush Action. T h e 
sweeping brush loosens any litter cling- 
ing to the surface, such as paper, thread, 
hair and lint. Powerful suction carries 
it into the bag. 


Ball-Bearing Motor. The oversize 
motor in the New Hamilton Beach is 
large, powerful and sturdy. Equipped 
with Norma Ball-Bearings, it requires 
no oiling. The perfectly balanced fan 
and scientifically designed air chamber 
produces powerful suction. 


Priced $10 Less. The New Hamil- 
ton Beach with all its improvements and 
even greater cleaning ability sells for 
only $52.50—$10 less than formerly. 


Modern Merchandising Plan 


Our plan fully recognizes the dealers’ 
problems. It offers an opportunity for 
profit not found, we believe, in any other 
cleaner. Fullest sales cooperation and 
merchandising help. Extremely liberal 
margin. The New Hamilton Beach is 
going to be a hard Cleaner to compete 
against. See that Your Dealers get it. 


Salesmen, Compare! 


Compare the price and quality with that 
of other cleaners, remembering that the 
Hamilton Beach is Built to Last a Life- 
time. Remember, too, our Selling Plan 
insures Rapid Turnover, Liberal Unit 
Margin and a Real NET Profit. 


Hamilton Beach Mfg. Co., Racine, Wis. 





Hamilton Beach Vacuum Sweeper 
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$5250 


Denver and West $55 


BUILT TO 


LIFETIME 


Dealers Can Sell It “Over the Counter’ 
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This picture was taken at the sales conference of the Greist Mfg. Co. of New 
Haven, Conn., held in connection with the introduction of its fall line of lamps. $2,750,000. 
This conference lasting for three days, was most successful, the men all being * * 


thoroughly enthusiastic over the new items in the line, and with great expectations 
as to the increase in business on account of them. 


ing in expense and a gain in ef!) je). 
which will be for the benefit of <:,., 
holders of the holding compan, \},, 
will be the same persons who ar. yo, 
the holders of the common st. | ,; 
both companies.” 

Changes in stock capitalizati,, ,,, 
planned. The Hart & Hegema (, 
will increase its number of con.) \o) 
shares. The common stock is vi\\e4 
at $200,000, and present holder, «j 
the stock will receive one and 4, 
half shares additional for each s)\ay; 
held, to raise the valuation to $500,000 

A new preferred stock will be is. 
sued to the amount of $1,333,300 
The money raised by a sale of $533. 
300 of the new stock will be used t, 
retire the present preferred. ‘1’ 
balance of new stock to the amount 
of $800,000 will be given to. stock- 
holders as a dividend. The holding 
company will then acquire the con 
mon stock of both companies. 7}, 
Arrow Electric Co. is capitalized for 





“‘Hemco” Sales Convention 


Reading from left to right the men are as follows: standing—A. EK. Cartwright, The “Hemeo” sales convention. 


B. S. Budge, C. C. Wood, W. C. Greist, C. 
Wm. Robinson, H. Sutton, F. E. Green, C. 


Schaffner, H. F. Thurber, J. M. Golden, 


W. Handtman and G. K. Rosenquist. which is an institution with Georgy 


Sitting—C. Folsom, A. Glickman, H. J. Hoff, M. C. Balch, O. B. Mills, A. M. Connett. Richards & Co., was held in Chicago. 
The conference was held at the Sheldon House, Pine Orchard, Conn. amid sur- at the Hamilton Club, Aug. 17 to 20 


roundings conducive to relaxation as well as business. It was a thoroughly satisfac- 


tory session. 


The first day was devoted to the prod 
ucts of the American Circular [oon 





Other changes in the reorganization 
consisted of the election of Wilbur J. 
Myers as vice-president and treasurer 
and the promotion of O. C. Burmeister 
from assistant secretary, a position he 
has held for several years, to secre- 
tary. Mr. Myers succeeds as treas- 
urer H. E. Freeman, who has retired, 
though he will continue as one of the 


directors. 
an er 


H. & H. and Arrow 


Consolidation 

Announcement has been made that 
the directors of the Arrow Electric 
Co., Hartford, Conn., have approved 
the general consolidation plan which 
will unite the company with the Hart 
& Hegeman Company of that city. It 
is expected that the two companies 
will combine to operate through a 
holding company with a view to elim- 
inating duplicate products and to in- 
troduce economy in manufacture. The 
products of the two concerns are simi- 
lar—electric wiring devices. Each 
company has a branch in New Jersey 
as well as manufacturing facilities in 
Hartford. 

No changes in the personnel of 


either company is planned. A state- Co., and the organization was ad 


ment signed by Samuel P. Williams, dressed by J. M. Moore, assistant 
president of the Hart & Hegeman sales manager of that company. 

Co., and Edward P. Grier, vice-presi- On the following morning, Aug. |>. 
dent of the Arrow Electric Co., is as the program consisted of advertising 
follows: “The officers and directors campaigns on “Hemco” products tor 
of the two companies believe that by the ensuing six months. Those me! 
consolidating the business of the two who addressed this meeting were | 
companies there will be a great sav- H. Sawyer, Jr., of “Liberty Mag: 


é 


IN ATTENDANCE AT THE “HEMCO” BANQUET 

Beginning at the Left: _J. R. McGinnis, J. A. Conroy, J. P. Hopkins, C. £. 
Collier, W. F. Beck, W. L. Geuder, Geo. C. Richards; M. A. Tierney, C. W: 
Muench, H. E. Colliver, J. B. Behan, J. P. Randall, C. T. Barr, F. J. Brumme, 
C. J. Grandy, J. G. Engler. 
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The Aerial Without Equal 


A Profit Making, Fast Selling Radio Item 


The Lmproved 


7 Ideal Ball 
: Umbrella Aerial 


Longer Distance-Beltler Receplion 













ng WEATHER PROOF 
mM WIRES, om 
he ESS STATIC! Increased Selectivity! Non- 
for Directional! Made of pure copper, with inner 
booster coil increasing aerial capacity. Nickel plated 
and highly polished. 
mh, Distributed thru recognized jobbing channels only. 





We supply display stands for jobbers who can 
supply their dealers in turn. 








| ; 
ieee Easily and 
guickly installed ; 


Indorsed the Country Over by 
Radio Experts 





Men Experienced in the science of radio have heartily 
indorsed the improved IDEAL BALL UMBRELLA 


























, AERIAL after putting he 
——__—— = it to severe tests. Un- 
on y le der the most adverse 
= weather conditions this Unconditionally 
4— 
. “i aerial has achieved marv- GUARANTEED 
elous results. This Aerial 
A conglomeration of aerial wires on will prove that your radio 
one Chicago roof (actual drawing)— de ai : yea 
| avoid interference—use the Ideal Ball set can do what _— : 
Aerial. never thought it EY ADsusTABL: 
| could—and do it well. XY BRACKET 
| LIST PRICE Shipped complete with fifty feet LIST PRICE 
| : copper guy wire, 4 insulators, mast 
| mo a Collapsible Mast $7 50 | bracket. Ready for installation. « $ 1 (yoo 
i er eee ee ee (Less pole.) , 


Slightly Higher West of Rocky Mountains 
Write for literature, catalog pages—Liberal Jobber Discount. 
Members of the R. M. A. 


ESSENBEE RADIO [)EVICES CO. 
2016 W. Lake St. Chicago Il. 
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HERE IT Is! 


Only 2 Parts 


Boe ty 


_— 





sé , 





ew 


and 


Improved 
Ferrule Type 


Renewable 
Fuse 


See Spring in Cap! 


and the Famous TRICO Powder-Packed RENEWAL 
ELEMENT. 


Engineers say: “It is the greatest improvement ever made in 


renewable fuses. 


” 


See this wonderful Fuse—Show it to your Customers! 
Your sample is waiting—Write for it TODAY! 


TRICO FUSE MFG. CO. 


Makers of High Grade Fuses Since 1917 


1004 McKinley Ave. 


Milwaukee, Wis., U. S. A. 
































Perfect [ nsulation 





Your jobber 
has them in 
Standard 
Packages of 
100. Buy ’em 
and use ’em. 


33-N-51 


Make up for time lost in fishing 
wires through conduits by using 
WIRE NUTS 
atthe junctions. They’rethe quick- 
est, slickest little joiners you’ve 

ever hooked up with. 

Inside the insulating shell is a threaded 
tube which not only squeezes the twisted 
wire ends together but bites into them, 
making a strong joint and a perfect 
connection. 


CoLT’s PATENT Fire ARMS Mrc.Co. 


Electrical Division 


HARTFORD, CONN. U.S.A. 
= NEW YORK~ BOSTON ~CHICAGO~SAN FRANCISCO 


OR 3 
NUMBER 12 
FOR 


2 No. 12 Solid and 


1 Stranded wire. 


o. 12, 1 No. 14 Solid 
and 1 Stranded wire. 


oO. 14 Solid wire. 


USI 
NUMBER 14 
FOR 
14 Solid wire 
14 Solid wire. 


» 14, 1 Stranded 
wire. 

14, 2 Stranded 
wire. 

©. 14, 1 Stranded 
wire, 

, 2 Stranded 


wire. 











Approved by Underwriters Laboratories, Inc. 
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zine’, and L. A. Drew of th -_ 
Kirkgasser Co. At this mee the 
entire outline of the program | 44. 
vertising was presented. Thi... 


again, “Hemco” advertising i) 4. 
the use of national mediums, of 
the leading trade journals, a 
by mail campaign, dealer helps, — \« 


metal display board, and sever: .), 
cial propositions for jobbers’ co... :,. 
tion. Particular emphasis was laid 
upon the working with jobber 

men and means by which closer), 
tact could be developed with “H: 
distributors’ salesmen. 


The afternoon was spent ai {ly 
North Shore Golf Club, where G: ory, 
C. Richards won the blind bogy, ||. 
Engler, of St. Louis playing th 
course in 84 for the low net. 

The entire day of Aug. 19 was d- 
voted to a study of “Hemco’’ prod 
ucts, and the best ways of selling 
them. At luncheon, Howard [Phir 
lich, of THe Jopper’s Satesman, ai 
dressed the convention on the subject 
of electrical jobbing. 
the annual banquet of “Hemco” re} 
sentatives was held, the principa 
speaker being Miles A. Tierney, oi 
Philadelphia. Mr. Tierney was thi 
winner of the 1926 sales contest ani 
is a conspicuous figure in the sales 
organization because of outstanding 
work with ““Hemco” distributors. Th 
banquet was limited to members of thi 
sales organization and everybody had 
a turn in the speaking line. 


On Saturday the entire day was 
spent in reviewing the preceding days 
work and more detailed plans wer 
worked out for each territory. An 
other sales contest among “Hemco 
salesmen was inaugerated at this mee! 


ing. 


In the evening 


rt 


_—) eo” S 


Standard Stove Holds Sep- 
tember Conference 
A sales meeting will be held by tl: 
Standard Electric Stove Co., 0! 
Toledo, O., during the week of Sep 
tember 6. An excellent program ' 


_ being prepared by Charles F. Dowd 


of the Dowd Advertising Agenc) 

One of the features of this mevtins 
will be an examination on the articles 
which have appeared in the “Standard 
News” of this year, to see if al! th 
salesmen are reading it. The “N«ws 
is now in its 40th consecutive month! 
issue and its mailing list has steadil) 
increased until it is now neat! 
15,000. 
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The Kruse Way 


Lower strip nailed to Studding 


Lath Holders on Box Inserted in 
U-Shaped Strip 


Lath Holders Inserted in U-shaped 
Top Strip and Nailed 


Full Length of Lath Holder easily 
slipped into strip 





~ 


- 


New Profits—Greater Service 
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NEW COMBINATION 


Kruse Strips and Mansfield Switch Boxes 
With Lath Holders 


Just What The Trade Have Been Waiting For—the original, 
well-known and popular Kruse Switch Box Supporting Strips 
in combination with the equally well-known and popular lirte of 
MANSFIELD SWITCH BOXES, suitable for every type 


installation, loom, sheathed or metallic cable and conduit. 


Lath holders are permanently attached to each side of the box 
and slide quickly, easily and securely into the original U shaped 
KRUSE SUPPORTING STRIPS, giving rigid support to lath. 


Features 


. Cnly 3 pieces. (Box and 2 strips.) Boxes gangeable 


. No trick method of installing. . Strips 1614” long and constructed 
: of rust-resisting steel. 
Rigid support. Strips run from 


studding to studding. Strips easily snipped for narrow 


spaces. 
Boxes supported at all four corners 

: . Reduces stock as same strips are 
. Perfect alignment. : 
suitable for any make box with ears 


Boxes may be placed any desired 
; . _ : ° Boxes may be mounted horizontally 
location between studding. 

Passes all inspection. 

Equal support to single or ganged 


boxes . Priced right 


Mid-West Metal Products Co. 


Muncie, Indiana 
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Something 


New 
in the Appliance 


& 
List Price complete 
$10 and $12 
West of Rockies 


$12 and $14 





HE chap who said there is nothing new under the 
sun had not heard of the Crescent Portable Electric 
Heater. 


Here is a heater which represents something positive- 
ly new in the field of electrical heating appliances. 


In it you are offered for distribution a heater pro- 
ducing cheap, clean, efficient heat. 


In‘thirty seconds after the plug is screwed in, the 
greatest volume of heat obtainable from any domestic 
heater is obtained. 


The Crescent Portable Elec- 
tric Heater is made in five col- 
ors, Maroon and Nickle Finish 
also Venetian Red, Napier 
Green, Maroon and Old Ivory. 
It has an all Crystalline Finish 
Embellished with Gold. 


The “Globar” Resistor Unit 
is guaranteed for two years 
against burn-outs. 


Rating is 660 Watts, 110 volts, 
A.C., or D.C. 


Jobbers are offered in the 
Crescent Portable Electric Heat- 
er a money-making proposition. 


A strict jobber policy is ad- 
hered to and the margin of 
profit for jobbers and dealers 





Note how the _house- alike is most attractive. 
wife may use the Crescent 
for toasting bread—an ex- Write us at once for terri- 
cellent sales feature. torial arrangements. 


CRESCENT APPLIANCE 
CORPORATION 
Gloucester City New Jersey 








Marcus A. Curran Jo'\; 
Bryant Electric 
Marcus A. Curran, of New ¥ ork. 
at present assistant to the vice pos). 
dent of the Graybar. Electric (jy). 
pany, has been elected vice-pre~ i \.-y; 
and general manager of the [+ 1; 





Marcus A. Curran 


Electric Co., Bridgeport, Conn., ac- 
cording to an announcement made by 
Walter Cary, president of the Bryant 
company. Mr. Curran assumed his 
new ‘duties on September 1. 

Mr. Curran is widely known in 
electric trade circles, having been en- 
gaged in various phases of the elec- 
trical business. After his graduation 
from high school, New York, in 1900, 
he was first connected with the Na- 
tional Conduit and Cable Co., and 
then was engaged in the general build- 
ing and contracting business in New 
York City. 

In 1911, he joined the Western 
Electric Co. and held various posi- 
tions in the credit department in the 
Buffalo, Chicago, Indianapolis, Mil- 
waukee, and Minneapolis offices of 
that company. He was then appointed 
general credit manager, with head- 
quarters in New York, and was later 
made manager of line material de- 
partment, general staff, assistant 
manager Philadelphia office, manager 
of Omaha and Cincinnati offices, and 
general staff manager of the central 
station department. 

Shortly after the formation of the 
Graybar Electric Co., he was made 
assistant to the vice-president of that 
company, which position he has leld 
until the present. 

Mr. Curran has been very active in 
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features lwaukee Wisconsi® 
ces COMPANY: Lge rou RAMaAe Co? 
Moe-BRiDGn”  permot ot n 
pRANCHES re ws AN 


3 3 FRANCISCO ° onanve 
E-BRIDGES 
NT™~ 
EQuIPME 
M A enTING tenseasm 


1LLUM 


in Buildings 
and Building 


Manage ment” 


It’s 
Better 
to Sell/ 


Tunk over the advantages 
of the Moe-Bridges Safety 
Holder. There’s every rea- 
son why the building man- 
ager should buy this equip- 
ment. Therefore, every 
reason why you should be 
able to sell it to him. 


Start now to get full volume 
on Moe-Bridges Commer- 
cial Lighting Equipment, 
the outstanding line, the 
line that gives you a decided 
advantage on every sale. 


The effects of Moe-Bridges 
advertising in Buildings & 
Building Management and 
the big, national magazines 
is being felt more and more. 
This advertising has created 
prestige for the name Moe- 
Bridges in all fields —com- 
mercial as well as the home. 
Complete information sent 


to Jobbers’ Sales Managers 
onrequest. W rite Dept. E79. 


Moe-Bripces CoMPANY 
MILWAUKEE, WIS. 
BRANCHES: 

NEW YORK MINNEAPOLIS LOS ANGELES 


DETROIT KANSAS CITY SAN FRANCISCO 
ST. LOUIS DALLAS ORLANDO 
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Johnson 
Propeller Fans 


are 


Quiet running 
Sturdily constructed 
Generously rated 
(wheel size not rim size) 
Lowest in cost-per-foot- 
of-air and 


Profitable to handle 


Write for our 
Jobber’s propositon 


Johnson Fan 
and Blower Co. 
1327 W. Lake St., Chicago 


Branches in Principal Cities 











SEALED BEARINGS 


Keep dust 
mite Oud. and 
am, “etaon oud 


= 





The latest develop- 

ment of Master en- 

gineers is the Sup- 

er-Wick bearing. 

Steel end cap (A) 

forms the outside seal. 

The use of end play wash- 

ers (C) and the shape of 

oka tatet-ae oleletstet-ar\ a @ sp cle] amelelh aialaaucelabcelactste 
matter from reaching bearing surface but also 
forms an effective inside seal for oil reservoir. 
All oil is filtered before reaching shaft. Shaft 
groove (D) prevents oil leakage into windings. 


THE MASTER ELECTRIC CO., Dayton, Ohio 


STOCKS CARRIED IN PRINCIPAL CITIES 


MASTER “4ranrt0 MOTORS 


VEEN 


{iF} Less than 40° | 


ee 


Buffing and Grinding — 4 Garages ~ Varied Uses 




















The above shows the large demons 
bus with which the Precision Pr: 
Co., makers of Arborphone Radio set 
touring the states. From left to righ 
Wm. Ingalls, advertising manager; | 
Verschoor, president; W. K. Ja 
sales manager. The two gentlemen o 
right are J. C. and H. A. Sanfo: 
Sanford Bros., manufacturers ay: 
This was taken at the R.M.A. show 
front of the Stevens Hotel, Chicago 





electrical association work. HH: 
chairman of the Individual Member 
ship Council of the Society for }lec- 
trical Development, member of thi 
National Electrical League Council, 
and has served as president of the 
Omaha Electrical Industry Associa- 
tion and the Cincinnati Electric (lub 
for two terms in both cases. 


* @ #@ 


General Dry Batteries’ 
Sales Meeting 

On June 15 to 18, the General 
Dry Batteries Co., of Cleveland, |ield 
its annual sales conference whicli was 
attended by its 25 field representa 
tives including those from the coast 
They were given a trip through tl 
new factory, which has a capacity ot 
15,000 45 volt “B” batteries and 
25,000 No. 6 dry cells per day. The 
keynote of the convention was the 
“Kleartone” franchise. The new deal 
er and jobber advertising helps wer 
shown for the first time and full de 
tails of the local newspaper advertis 
ing for dealer and jobber explained. 
together with all facts on a special 
sales help for the jobber’s salesman. 


* * * 


Durfee With Pyrene 


C. G. Durfee has resigned as 
member of the staff of the Society for 
Electrical Development to take a os! 
tion as sales engineer for the Pyren 
Manufacturing Co. of Newark, \. |. 
in connection with its latest foam sys 
tem. 

Prior to his work in the league and 
field department of the Society. \' 
Durfee was connected with the |«ad 
quarters’ sales department of tl! 
Westinghouse Electric & Manufa:tur 
ing Co. for a number of years. 
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Good Housekeepin: 
e Institute o> 
; HOUSEKEEPING Mach 








| This close-up of the motor- 
| driven brush shows how 
Presto-Jr. accom lishes 
| what no ‘‘attachments’’ 
‘an. Not suction alone, but 
| the searching, powerful 
brush action indispensable 
| to the modern cleaner. 
| Presto-Jr. is only a foot long 
| andw eighsbut3 pounds. 
| Complete with 15 feet of 
| heavy insulated cord and 
tandard socketplug. Made 
n 3 voltages, 32 volt, 110 
volt er 22 volt power. 
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—for you live salesmen 


here’s a fast seller with a jobber policy 





Forceful Advertising 
in “Liberty” and 
“Good Housekeeping” 


Reaches Nearly 3, 000, 000 Readers 


Presto" 


Electric Vacuum Cleaner 


There is only one way 
any dealer can stock 


Presto-Junior -- - - 


-through his 
~~} wholesaler 


All our advertising to the 
dealer through trade-papers 
states that his own jobber 
will supply Presto-Junior. 
All inquiries received from 
dealers are referred to the 
Presto - Junior wholesaler 
closest to source of inquiry. 
We protect your house and 
you. 

















This advertising will carry right through the busy holiday buying season. Every month 
these 3,000,000 prospects will be told something new about Presto-Junior; the desire to 
own a Presto-Junior will be increased—and your sales will increase too. 


We Co-operate With Your Customers 


Every worthwhile sales help will be provided free—counter cards, window posters, enve 
lope stuffers, mailing folders. Attractive newspaper ads in mat form will also be supplied 
on request. Our advertising and sales department is always ready to work with ,and for 
Presto-Junior Jobber Salesmen and their trade. 


METAL SPECIALTIES MFG. COMPANY 
338-352 North Kedzie Avenue, Chicago 
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Price $25.00 Net 


Wm. J. Tideman Meets Death 


Wm. J. Tideman, general manager 


| of the es Electric Mfg. Co. of 
| Menominee, Mich., met sudden death 
| in an automobile accident Saturday, 


August 13. 
He graduated from the University 


of Michigan engineering course in 
| 1910 and became connected with the 


Menominee Electric Mfg. Co. which 


| was founded by his father in 1898, 
| and which later changed its name to 


the Signal Electric Mfg. Co. of which 


| he became general superintendent, and 


later general manager. 
During Mr. Tideman’s management, 


| the company made steady progress in 


Every Contractor 
Is A Prospect | 


ECAUSE he is interested in any device 
which will save him time and money. 
The Hykon Boring Machine will bore 
from two to four times as fast as any other 
machine on the market and is much easier 
to operate. One pull of the strap and the 
bit revolves five times. Adjustable to 1314 
feet 





Price 
$10.00 Net 


The Hykon Double Unit Reel is the 
greatest time saver you can offer your con- 
tractor. Pulls wire No. 8 and smaller from 
the Reel into conduit or knob and tube 
work without tangle or snarls—without 
trouble or loss of time—straightening out 
the wire. 


Hykon says:—“If I were 
a jobber’s salesman I would 
set out to sell a Hykon 
Boriwg Machine and 
Double Unit Reel to every 
contractor in my territory. 
And, I would find I had 
made a friend and customer 
of him by saving him 
money and time on his jobs with these 
tools.” 


“‘Ask'the Men that use them’”’ 


The Hykon Mfg. Co. 


Alliance Ohio | 


ty Kon_ 


PRODUCTS 





the perfection of electrical and radio 


| products. His death is a loss to the 


industry he served. 
* * * 


Eastern Agents for Crescent 
Appliance Corp. 
Cunningham & Montgomery, 620 
So. Delaware Ave., Philadelphia, Pa., 
have been appointed ‘representatives 
for the eastern United States for the 


| Crescent Appliance Corp., Gloucester, 
| N. J., manufacturers of the “Cres- 


cent” portable heater. They are at 
present appointing sales agents for 
the various East distribution centers. 








— 


E. Cantelo White, President of the 
Tork Company, 12 East 41st St., New 
York, has been elected vice-president of 
The Ansonia Clock Co., makers of chime 





| clocks, electric clocks and fine alarms. 
| The Executive Offices of The Ansonia 
| Clock Co. have also been moved to 12 
| Kast 41st St., New York. Its extensive 


factories are located at Seventh Ave., 


| 12th and 13th Sts., Brooklyn, N. Y. 


ee 
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COLE 
FUSE PANE! 5 


Exclusive Self-Aligning Feat. 


Cat. No. FP6 


From 2 circuits to 24 circuits. 
Also with tumbler switches. 
Prices?—to meet competition. 


Listed in New Catalog No. 27 
Did you receive your copy? 


COLE METAL PRODUCTS CO. 


Enclosures for Every 
Electrical Requirement 
33 Crescent Street 


LONG ISLAND CITY, N. Y. 














1927 








YAGER’S 
Soldering Fluxes 


Salts Paste 


Radio Department Man 
agers should not fail to list 
Yager’s Soldering Fluxes in 
their catalog this year. 

* * * 

Always in demand. 

* * * aa 

Every radio dealer wil 


carry a stock. 
* * 


Write today for discount 
sheets and catalog electro 


types. 


Alex. R. Benson Co., Inc 
Hudson, N. Y. 











1873 
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Listed as standard by 
Underwriters’ Labora- 
tories in 4” to 1',” sizes 
incl. Other sizes on test. 


Getting around girders is easy 


with No-Thread Unilets 


The costliest items in a wiring job are eliminated—the 
items which take time and eat up your profits. 


Unwieldy runs of conduit are easier to handle as it is 

Type “NTB” not necessary to screw them into the fittings and there are 
No-Thread Unilet ! 
no threads to be cut. 


Simply loosen the knurled nut, insert the conduit into 
the hub of the No-Thread Unilet and tighten the nut 
with a Stillson. 


Pe a No loose parts. No change in diameter of threaded parts. 


Male and female threads always parallel. Positive metal-to- 

metal contact because the triple-beading on the inner ring 

bites clear through conduit enamel and into the conduit 
omy itself, making a perfect ground. 


wn eedie: Latest catalog showing the full line of types and sizes 
pi ” 5 : 
No-Thread Unilet gladly sent on request. No obligation, of course. 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue - Chicago, U.S.A. 
New York— 150 Varick Street Los Angeles— 340 Azusa Street 


Type “NTT” 
No-Thread Unilet No-Thread Connector 























\ 





3. Tighten nut 


Reg. U. S. Pat. OF. 


and CONDUIT 447 FITTINGS 


STANDARD FOR y BETTER WIRING 
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New Electrical Products, Illustrated 








Electric Co., Bridgeport, Conn. 


Upper left shows the Bryant “Trigle”’ No. 2860 switch which is a tumbler 
device having three single pole individually controlled switch mechanisms with 
common feed mounted in one porcelain cup. It has three indicating black com- 
position handles centered vertically on a single gang flush plate. Lower left 
shows the Bryant new style receptacle of the No. 140 series. They have concave 
surfaces which aid in the quick and convenient insertion of the plug. On the 
right is the “D D” (disappearing door) receptacle which may be had in both 
single and duplex with Bryant-designed plug. All are products of the Bryant 





This is a new wall pocket lantern 
with numbers on same. The dimen- 
sions are 7 in. x 16 in. This is one 
of several new illuminated house 
numbered fixtures that the Herwig 
Co., 1753 N. Sedgwick St., Chicago, 
has recently produced. These fixtures 
are patented, and the numbers are 
interchangeable and can be made up 
for three, four or five figures. The 
house number lanterns are also made 
up as a lantern bracket, post light, 
and ceiling fixture. Catalog No. 182. 





The type PD-1 Harvard “Power- 
lite” is a product of the American 
Storage Battery Co., Boston, Mass. 
A strong guard protects the lens and 
the aluminum carrying handle throws 
the light at any angle or in any direc- 
tion. It is said that the ray of light 
is thrown powerfully from a quarter 
to half a mile. Operates with any 4 
cell, 6 volt dry battery. 


The American Blower Co., Detroit 
has announced its new “Venturafin’ 
unit heater which is a small type fo: 
installations in buildings and rooms 
where the larger units would not bx 
suitable. The fan drawing in coo 
air from the floor starts the heatin, 
circuit. Velocity is just enough to 
keep the warm air circulating. 








The Waage Electric Co., 5100 W 
Ravenswood Ave., Chicago, is now 
producing a new large electric wafil 
iron to sell at a popular pric 
Diameter of waffle made is 71% in 
Waffle grid is die cast aluminum 
Other parts are heavily nickle-plated 
Grid has overflow groove. The im 
proved heating unit is said to provid: 
perfect conduction and distribution 
of heat. Another improvement is in 
the mounting on the base, which not 
only permits of a more pleasing and 
graceful design, but keeps the bas: 
cool and prevents any possibility of 
the surface under the waffle gettin 
hot. 








An electric air heater which 
rapidly circulates large volumes of 
warm air to all corners of the 
room is being manufactured by 
Schleicher, Inc., 1644 Straus Bldg., 
Chicago. It is designed particu- 
larly for breakfast rooms, bath 
rooms, sun rooms and summer 
cottages. 
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Standardization and Stock 


Regarded from a sales view point alone there is nothing that 








These are good 


* will give 1 ing s | iZa- 
sales points = gt : oe sales volume so certainly as standardiza 
° i roduct. 
@® First P . 
@ Panelboards and Cabinets have been thoroughly yet 
First to standardize on all steel en- . . . 
closure while other manufacturers practically standardized both in regard to themselves and 
advocated wooden cabinets lined - - 3 : 
with asbestos, slate or steel. each other. The process of manufacture is standardized. 
& This has made it possible to carry standard size steel cabinets 
First. to standardize cabinet and in stock in every territory assuring quick deliveries and an 
panelboard conditions so we could - aa 
deliver steel cabinets to the con- accurate fit when the panelboard is installed. 


tractor months in advance of panel- 
boards and fronts, and have them 
fit perfectly easy as building was 
finished. What this means in your sales work is more 
&) profit if you learn the story and push the sale of 
@ Panelboards. Send for complete catalog 
First to have a standardized steel 
cabinet that could be stocked all 
over the country for immediate 
delivery in any territory—and make 
twenty-four hour delivery of panel- 


board and fi f district offi 
—— Arank Adam 


& ELECTRIC COMPANY 

3: . ST. LOUIS 

First to invent and use a front cut 

from one solid piece of steel elimi- Atlanta, Ga. Chicago, Ul. Los Angeles, Calif. Philadelphia, Pa. 

nating corner joints from the mat Baltimore, Md. Cincinnati, Ohio Memphis, Tenn. Pittsburgh, Pa. 

and assure perfectly fitted doors. Boston, Mass Dallas, Texas Miami. Fla. San Francisco, Calif. 
Brooklyn, N. Y. Denver, Colo. Minneapolis, Minn. Seattle, Wash. 
Buffalo, N. Y. Detroit, Mich. New Orleans, La. Vancouver. B. C. 
Charlotte, N. C. Kansas City, Mo. Omaha, Nebr. Walkerville, Ont. 

Winnipeg, Man. 


First to standardize definitely on 











- the gutter type of cabinet and ae as 
always with the gutter enclosed from 
the panelboard space. Eee ee eeee reer reereeresrerrrrrrsrrre IIx 











® 


First to standardize on a flush 
catch lock and flush hinges. 
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| eer Clean, rugged appearance— ihe 
—— | ; Duco finished front, heavily he 
galvanized box, flush catch 
lock and flush hinges. 
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New Electrical Products, Illustrated 














The “New Day” Crys- 
tal washer is made by 
the Crystal Co., 3733 
Beaufait Ave., Detroit. 
It has a rigid three- 
point suspension, _ bal- 
anced and vibrationless. 
It employs the gyrator 
principle. The outstand- 
ing feature is its ca- 
pacity, having an over- 
size tub. The wringer is 
equipped with 12. in. 
balloon rolls and a long 
drain board, also a 
safety release. 




















George Richards & Co., 557 W. 
Monroe St., Chicago, recently placed 
upon the market a line of wall plates, 
to be known as the “Hemco” Bakelite 
wall plates. Additions to this line 
have been made steadily until with 
the recent addition of the combination 
duplex receptacle with single gang 
toggle plate and the combination 
single receptacle with single gang 
toggle plate, the line is now complete. 
The combination plates are molded of 
bakelite, as are the balance of the 
plates in the “Hemco” plate line. 
The new rich satin finish of these 
combinations has been molded right 
into the surface, retaining the natural 
luster of the Bakelite and producing 
a plate that will not finger-mark, 
tarnish nor fade in ordinary usage. 





The Crescent Appliance Corp., 415 
Somerset St., Gloucester, N. J., is 
manufacturing the portable heater 
shown above. It may also be used 
for toasting or water heating. The 
“Globar” resistor unit is rated at 660 
watts, 110 volts. It may be had in 
four colors: Venetian red; Napier 
green; maroon, and old ivory. All 
crystalline finish. 








Saving time and speeding up work 
are the two advantages the ney 
Foley wire stripper offers. Step on 
the floor pedal and two notched stee! 
jaws snap around the wire, cutting 
the insulation free, while the wire it 
self rests untouched in the jaws’ 
notches. An easy pull slides the in- 
sulation off and leaves the stripped 
wire-end clean. It is made by the 
Foley Saw Tool Co., Inc., Minneapolis, 
Minn. 





Reflector & Illuminating Co., Chi 
cago, Ill., have just placed upon the 
market a new show window reflector 
which has been specially designed for 
use in connection with the new in 
side frosted lamps. 





The Kirkman Engineering Cor). 
484 Broome St, New York, has plac: 
on the market its new line of K-! 
clear window fuse plugs. The fu 
element running across the clear mi‘ 
window is designed to be clearly v's 
ible when the fuse is good. A meta!!\ 
deposit on the window makes it po 
sible to tell instantly which fuse }\s 
blown. 
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A Wedge Type Guy Clamp That Holds! 


The Hubbard Wedge Type Clamp is a development from the logging 
camps of the far West. The great derricks with which the giant logs are handled are guyed 
with 14-inch plow steel cables. Subject as they were to sudden severe s, bol np 
constantly slipped on these cables. The Wedge Type Clamp was evolved 

has proved its efficiency in this exacting service 


Hubbard and Company have obtained the patent rights for the electrical field 
The Clamp holds when applied in either direction. The springy sides of 


the body readily adjust to elongation of the strand when the strain is applied 


In a great number of tests the lowest strain at which the Clamp has slipped was 
9000 pounds. It has the great advantage of being applied in much less time than a Three 
Bolt Clamp and there is less likelihood of its not _being correctly applied to hold the maximum 
strain Under ordinary working conditions on ¥g-inch strand it will hold as much as two 
Three-Bolt Clamps and can be applied in one-fourth the time 


Both parts are drop forged special alloy steel. Hot-dip galvanized. Stock 
number complete No. 7476. 


: ubb ani COMPANY 


P°'TTSBURGH ” OAKLAND, CAL.“ CHICAGO 
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Arrow Announces A New Wall Base 
For The Interchangeable ——— Line 


Pull Body 


\/ wo 941 Base f 


with Outlet 


No. 942 No. 941 


No. 941 base for vertical mounting used with any of the Arrow Inter- 
changeable Bodies makes an attractive wall bracket. The base is equipped 
with a convenience outlet. No. 942 is the same base without the outlet. 

Other new ceiling and wall bases are being designed and will be announced 
later. Send for Arrow catalog or circular listing the complete line. 
ARROW INTERCHANGEABLE PORCELAIN FITTINGS ARE MODER- 
ATELY PRICED TO MEET COMPETITION. 


vA THE ARROW ELECTRIC COMPANY 
Seen O/ 

















The pcs line 10 ol ini 























cet o\iris 


~_ 





Come to the Convention of the 
Electrical Supply Jobbers Association 


We'd like to have you at the Book-Cadillac Hotel. We’il surely do 
our utmost to make your visit pleasant, interesting, comfortable. 
Wire us or write us now and tell us the kind of a room you want, 
and we'll reserve it for you. There are 1200 rooms all with bath, 
all are outside, and 560 are priced at 4 and 5 dollars a day. Make 
the Book-Cadillac Hotel your home. We'll surely welcome you. 


Roy Carruthers, President 


BOOQOk-CADILLAC HOTEL Ceagran vy DETROIT 
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Donald H. Wyre Prom 
Announcement of the appoi 
of Donald H. Wyre as mana 
the Allegheny Lamp_ Divisio 
made by the National Lamp 
of General Electric Co. on Aug 
Mr. Wyre goes to Pittsbur 


Donald H. Wyre 


successor to N. L. Norris whi his 
asked to be relieved of his responsi 
bilities because of present ill health 

In 1907 as a graduate of the [wis 
Institute of Technology in Chicago. 
Mr. Wyre went immediately into tli 
lamp business as a salesman for tli 
Buckeye Electric Co. which becam 
the Buckeye Lamp Division of tli 
National Lamp Works. He has been 
manager of their Chicago distric! 
since 1912. 

During his twenty years in tli 
lamp business Don Wyre has won 4 
nation-wide circle of friends in tli 
lighting industry. 


*¢ + 


Dick Boehler Now 
Manufacturers’ Agent 

R. C. (Dick) Boehler, who for !° 
years was identified with Red ><a! 
batteries and the Manhattan Electr! 
cal Supply Co., is now established as 
a manufacturers’ agent in New York 
City, where he will represent manu 
facturers of both radio and elect: 
products. 

At the time Mr. Boehler left ° 
hattan he was general sales mang’ 
and had filled several important «ales 
positions with this company dvring 
his many years of service. As yt li 
has not selected his office but at \ res 











ent he can be reached at 635 ‘es! 


| 21st St., Brooklyn, N. Y. 
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Durabilt Products 
speed up wiring jobs. 
They’ve been favorites 
with contractors for years. 
This ready acceptance 
means quick sales and— 





x av ay “ 
at “) 
at: hy 
att SEBS 





EG. US. PAT. OF 


PRODUCTS ** 


4 


TUBULAR WOVEN FABRIC COMPANY :: PAWTUCKET, R. I. 
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53 W. Jackson Blvd. 


Available 


Seasoned Sales. 


Executive 


A SALES executive with a back- 

ground of 15 years experience is 
seeking a new connection as sales 
manager or branch manager of an 
electrical jobbing house, or, if at- 
tractive, a position as manufacturer's 
representative. 


He is thoroughly conversant with 
the electrical field, has a knowl- 
edge of merchandising which would 
mean increased business and profits 
to the company who employs him, 
and can handle men. 


He is old enough to have both 
feet on the ground, but young 
enough to have vision and enthu- 
siasm. 


He will make his home anywhere 
the position dictates. 


Address Box ‘‘Y°’ 
The Jobber’s Salesman 


Chicago 














Can You Always Accept 
Wire Orders for Im- 
mediate Delivery? 


When your stock of wire has 
run low and you can’t fill a rush 
order, why not let us help you 
out? 


In all industrial centers are lo- 
cated “U. S.” Sales Branches 
which carry complete stocks of 
wires and cables, ready for im- 
mediate delivery at prices that 
assure you a generous margin 
of profit. 


“U. S.” Paracore Wires and 
Cables and “U. S.” Royal Port- 
able Cord have gained a repu- 
tation for superior quality and 
assurance of satisfaction. 


United States Rubber Company 


1790 Broadway, New York City 


Complete Stock Carried in the Following 
Cities: 


Atlanta 
Baltimore 
Birmingham 
Boston 
Buffalo 


Spokane 

St. Louis 

Syracuse 
‘oledo 


Los Angeles 
Minneapolis 
New Orleans 
New York 
Omaha 
Philadelphia 
Pittsburgh 
Portland, Ore. 
Rochester 
Sacramento 
Salt Lake City 
San Francisco 
Seattle 


Chicago 
Cincinnati 
Cleveland 
Columbus 
Denver 
Detroit 
Houston 
Indianapolis 
Kansas City 


Trade Mark 











Jack Redell Forms Company 


Jack Redell announces the forma- 
tion of a new company to be known 
Redell Corbridge Co., 3860 
North Ave., Chicago. It will do a 
manufacturers’ agency business in the 


as the 


radio line, representing the following 


well-known manufacturers: Sentinel 











Jack Redell 


Mfg. Co., Chicago; Temple, Inc., 
Chicago; Zetka Labs., Newark, N. J.; 
Malone Lemmon Products Co., Plain- 
field, N. J.. 

(“Happy”) Jack Redell is secretary 
of the fast growing Midwest Radio 
Trades Association. He 
member of the following organiza- 
tions: Chicago Radio Representatives 
Association; Northwest Radio Trade 
Association, Minneapolis; Wisconsin 


is also a 





Investment Openin: 


in the 


Jobbing Business 


An electrical supply job 
ber in the South Atlantic 
States has a real opening for 
a man who knows the job 
bing business and has about 
$15,000 in cash to invest. 


This company now owns 
and operates a branch house in a 
flourishing city about 200 miles 
from the main house. It wishes 
to place a high class producer 
and executive in this branch, 
who will also be financially in- 
terested. 


This branch is so located 
and has sufficient start to be a 
real money maker, operated as 
a unit. The company will make 
an excellent proposition to the 
right man, to the extent of 
making a separate corporation 
of the branch later if all parties 
think desirable. 


Those interested address 


Box 301 care 


THE JOBBER’S SALESMAN 
53 W. Jackson Blvd., Chicago, Ill. 


I iasteinteinsaicinesiicncil diatimisisicieeeaael 








Radio Trade Association, Milwaukee; | 


St. 


Louis Radio Trade Association, | 


St. Louis; Michigan Radio Trade As- | 
sociation, Detroit, and the Federated | 


Radio Trades Association. 
the Radio 
Association. 


active in Manufacturers’ 








This is a photograph of the new ware- 
house of Walter S. Sweet, manufacturers 
agent, at 1426 Maple Ave., Los Angeles, 
Calif., where Mr. Sweet is established with 
a complete line of products of the Roach- 
Appleton Mfg. Co., Chicago, Ill, and 
John I. Paulding, Inc., New 
Mass. 


Bedford, | 


He is also | 








Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
have moved. 


aN 


Be A Booster 


Tell your friends 
about 


The 


Jobber’s Salesman 
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LIGHTING 


Theatrical Lighting 
is profitable business 
for Jobbers 


SPECIALLY so when you 
handle Kliegl theatrical lighting 
specialties—for they are priced right, 
correctly designed, substantially built, 
and thoroughly dependable—insuring 
acceptance by your customers and 
satisfactory service when in_ use. 
Everything can be furnished from a 
pin-plug connector to footlights, bor- 
derlights, and scenic effects. Write 
for a copy of our illustrated catalogue 
showing the complete line and ask 
for our current trade bulletins. Job- 
bers’ discounts quoted on request. 
Spotlights 
Floodlights 
Aisle Lights 
Music Stands 
Color Mediums 


Stage Cable 
Sundry Supplies 


Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 
Footlights 
Borderlights 
Connectors 


KLIEGL BROS 


UNIVERSAL ELECTRIC STAGE LIGHTING Co., Inc. 
32! West 50th Street 
NEW YORK, N.Y. 











The reves Choice 


7 )U KNOW as well as we know that 

1e VIOLETTA ranks supreme in the 

public’s mind as the Violet Ray machine 

which it is thoroughly familiar. 
\dvertising of a broad scope has com- 
y sold the public on the WIOLETTA 
h does everything claimed for it. Sales 
Violet Ray apparatus gained 46% in 
you and for dealers as well 

is a large profit. 

Have one put on display on every deal- 
ounter in your territory. 
means increased sales 
t business. 


3leadon-Dun Co. 


2300 Warren Avenue 
CHICAGO ILLINOIS 
—- 


your 


and increased 
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Correcting a False Impression 

An announcement that a Mr. Linde- 
blad was to represent the Central 
Tube Co. 


created a false impression in the elec- 


in the Chicago territory has 
trical industry on E. F. Meyers’ rela- 
tions with the company. 

The change, brought about by the 
death of H. A. Leslie, effects the 
standard pipe end of the business only. 

Mr. Meyers will continue, as in the 


past, to handle Central conduit. He 
is not and never has been concerned 
with the pipe line. 

* * * 


Utah Products Laboratory 

The Utah Radio Products Co., Salt 
Lake City and Chicago, recently in- 
stalled in its general sales office in 
Chicago a very complete radio testing 
laboratory, which is in charge of W. 
C. Peck of Salt Lake City with the 
engineering end under Prof. Nash of 
Armour Institute 

In_ this 


veloped the new 7 


of Technology. 

de- 
manufacturers’ 
speaker which will be on the 
market in the next 30 days and a fea- 
ture of which will be its exceptionally 
The new construction of 
the armature prevents rattle, and it is 
said that it will not be crystallized by 
the of the 
powerful amplifiers which are rapidly 
being brought into use. 


laboratory has been 
in. 


cone 
long range. 


terrific vibration new 


* # 
Big Apartment Range Order 

The Simplex Electric Heating Co., 
office of 


manager, recently 


through its which 
E. R. Jacobs 
sold to the 
Building of 


Terrace, 91 


Chicago 
is 
Fullerton 
that 
of 


Apartment 
2343 Geneva 
148 ranges. 


city, 


No. 


its 


While this range is designed for lim- 
ited space, available in kitchenettes, 


the cooking capacity, as to oven size 
and number of oven plates, is the same 


as the larger, No. 16 cabinet type 
range. 
J. H. Morrow was the consulting 


One of 
the main factors in securing this or- 


engineer on this installation. 


der was the favorable report made to 
Mr. Morrow the Seneca Hotel 
where nearly 200 Simplex ranges 


by 
are 
installed. 

* * * 


R. M. Walker Resigns 


R. M. Walker, formerly sales man- 


ager of Pierce Renewable Fuses, Inc., 
Buffalo, N. Y., 


position August 1. 


resigned So his 


His successor has 





not as vet been announced. 
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Bell Ringing 
Transformers 
All Approved Types including 


Outlet Box Type 


M-26 or T-26, Outlet Box 
Types, are rapidly becoming 
standard. These transformers 


are completely encased, can be 
mounted in a moment and as- 
sure a neat and efficient instal- 
lation. 

M-26 is equipped with knock-out 
for drop cord. 





M-26—8 Volt 


T-26—6, 8 and 14 Volt 
Built for both 3 inch and 4 inch outlet 
box, 


Write for prices and information. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich. 


TRANSFORMERS of MERIT for FIFTEEN ‘ YEARS | 





}} 
. 

















Durability 


| * making a sale of 


“Central” Conduit the 
jobber is never in doubt 
to the durability of 
every inch going into the 


job. 


as 


The character and quality 
of one piece is the charac- 
ter and quality of all 

ieces of “Central White” 
and “Central Black” 


Conduit. 


Central Tube Company 
PITTSBURGH 


Sales Offices in Principal Cities 
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Here’s a 
good item 





Wire Stripper 


Strips all commonly used sizes and 
types of wire in a couple of seconds. 
Two notched jaws snap around the 
wire and cut the insulation free. <A 
quick pull slides it off, clean. No 
broken strands or nicked wires. Saves 
70% to 80% of stripping time. Every 
electrical contractor, shop or factory 
needs one or more of these handy, 
low cost, long lived Foley Wire 
Strippers. 

Free Trial. You can place it on trial 
with any well rated firm, and it will 
sell itself. List price $15.00. We are 
advertising this offer in the trade press. 
Write us now for full details and dis- 
counts. 


FOLEY SAW TOOL CO., 
750 Foley Bldg., 


Inc., 
9 Main St. N. E., Minneapolis, Minn. 





























“Big Profits” 


That is what interests your contractor- 


dealer customers. And “Big Profits’ lie in 
the selling of a specialty such as Aislelites. 

Point out to your contractor-dealers the 
field open to them with Aislelites. Do not 
let them overlook the fact that the selling 
of Aislelites means as well the selling of 
wiring, conduit fittings, lamps, in fact the 
entire installation. 

Drive that thought home on your next 
trip over your territory. Talk “Profits” 
to him. That is his chief interest. And, 
“Profits” are open‘to him in the sale of 
Aislelites. 


NATIONAL THEATRE SUPPLY 
COMPANY 
Successors to Exhibitors Supply Co. 
624 So. Michigan Ave. 
Chicago, Illinois 
Offices in 31 Principal Cities 





Lamp Division Service Depart- 
ments 

In order that the various sales 
divisions of the National Lamp Works 
of the General Electric Co. may be in 
a better position to render a complete 
engineering service each division is 
inaugurating a lighting service de- 
partment. Some of these departments 
will be headed by men already in the 
sales division organization, while in 
some cases men of long experience at 
Nela Park will be put in charge. Fol- 
lowing is a list of the appointments: 

Midland Division, Chicago, L. V. 
James; Allegheny Division, Pitts- 
‘burgh, Karl A. Staley; Continental 
_Lamp Division, Philadelphia, P. R. 
| Holmes; Federal Lamp Division, New 
| York, F. J. Cardenas; Michigan Divi- 
‘sion, Detroit, J. M. Ketch; Empire 
| Lamp Division, Buffalo, C. M. Snyder. 


* 








* * 


Stewart Announces Price 
Changes 

The Stewart Battery Company of 
Chicago has just announced a price 
increase effective as of August 1 on its 
complete line of “A’”’ 
power units. 

The new prices are as 
Stewart electric “A’’, $44.50; Stewart 
“B”, $34.50 (without tube); Stewart 
electric ““A-B’’, $72.50( without tube). 

Prices on Stewart radio “A” bat- 


teries remain unchanged. 

















| Among all the Miss New Yorks, Miss 
|ILos Angeleses, Miss Tulsas, etc., do not 
| forget “Miss Rome” who signifies beauty, 
| conductivity, ohms per circular mil and 
| all that. Address her at the diamond 
| branch of the Rome Wire Co., Buffalo, 
Cee ¢ 


and “B”’ socket | 


follows: | 





TWO OLI 
ef 


‘‘Loricated”’ is the pioneer conduit 
on the American market. 


‘‘Galvaduct”’ is the oldest brand 
of galvanized conduit manufac- 
tured in the United States. 


| These two products, after 30 years 
of their use in many of the finest 
buildings in America, offer prac- 
tically no sales resistance. Push 
‘igre in 1927 for greater volume! 

















& 
HOTEL 
GIBSON 


RALPH HITZ, 





Manager 





Keeping Cincinnati’s best 
tradition of hospitality 


Largest hotel 
Thoroughly modern 


Florentine Room 
unequalled anywhere 


for beauty 
Famous for food 


Moderate prices 
Coffee Shop 


Accommodations for 
more than 2,500 


CINCINNAT 


Royal Hospitality in the Queen Cii 
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N ew—and Good!! 


» ROYAL CRYS- 
}TAL FUSE 
PLUGS. All 
GLASS top, 
visible and safe. 
Attractive 
HANDY FIVE- 
PACKS AP- 
PROVED BY 
THE UNDER- 
WRITERS. 





Write NOW for SAMPLES AND Details 


ROYAL ELECTRIC CO. 


Chelsea Station Boston, Mass. 

























“PARKSON” 
Radio Lightning Arrester 
_ Approved No. E 6198 


No. 8816 Non-Air-Gap 
No. 8817 Condenser 
Ask for Samples and Prices 
Manufactured by 
Union Insulating Co. 


Factory, Parkersburg, W. Va. 
Sales Office 296 Broadway, N. Y. 





















Every Business 


of consequence ought to have proper card 
REPRESENTATION. 


WIGGINS 
Peerless Patent Book Form Cards 


are used by many of America’s 
largest card wusers—superiority 

engraving and_ the 

ivenience of the book 
form style ex- 
plains why. 

end for 
tab of speci- 
mens, detach 
them one by 

and ob- 
se their 
sharp edges 
a general 
excellence, 


rhe John B. Wiggins Company 
Established 1857 




























ngravers ye Makers Die Embossers 
1157 Fullerton Ave. 
705 Peoples Gas Bldg. CHICAGO 



























Subscribers 


You can’t afford to miss a sin- 
sle issue. Give us your new 


Idress if you have moved. 











SS 
rw 


Be a Booster 


Tell your friends about 


he Jobber’s Salesman 














M. J. Powers Adds to His Line 

The M. J. Powers Co., headed by 
M. J. or “Mike” Powers, as he is 
familiarly known about New York, is 
located at 109 La Fayette St. At 
present this company is representing 
a group of six well-known manufac- 
turers—The Abox Co., Chicago, M. B. 
Austin Co., Chicago, the (new) Por- 
celain Products, Inc., Findlay, O., 
Vimeo Mfg. Co., Buffalo, Danbury 
Electric Mfg. Co., Danbury, Conn. 
and the Stop-Plug Co., Chicago—and 
has just taken on a_ seventh; the 
American Storage Battery Co., of 
Boston, which manufactures portable 
searchlights and the Hartford power 
light. 

Mike Powers has been identified 
with the electrical trade for the past 
15 years. His organization consists 
of four salesmen, and he maintains a 
warehouse stock at the above address. 

* * * 


Judge Carden Manhattan 


Electrical Supply 

When the smoke of the battle be- 
tween the bulls and the opposing 
short interests in Manhattan Elec- 
trical Supply stock had cleared away, 
August 11, George A. Carden of New 
York was revealed as the holder of 
the controlling interest in the com- 
pany. 

Judge Carden is the former head of 
the Wall Street firm of Carden, Green 
and Co. 

While Manhattan Electrical Supply 
was breaking over 60 points during 
the day and the Street was throwing 
block after block of stock on the 
market, Judge Carden was instructing 
his brokers to buy. His purchases 
during the day were estimated at 
about 25,000 shares. It is believed 
he now holds about 65,000 shares of 
the stock. In a statement Mr. Carden 
said he bought the stock because he 
believed it worth twice the price to 
which “the shorts” have reduced it. 

* * 

Appleton Rubber Appoints 

Philadelphia Agents 

J. E. Cameron, general manager of 
the Appleton Rubber Co., Franklin, 
Mass., manufacturer of O.K. friction 
and rubber tapes, announces that the 
team of Cunningham & Montgomery, 
620 So. Delaware Ave., Philadelphia, 
Pa., has been appointed their repre- 
sentatives in the Philadelphia terri- 
tory. Mr. Carmeron says his tapes 
stick together just as fast as Bob and 


Monty and never ravel at the edges. 
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CROSS ARMS 
seasoned, straight, close grain, 
old growth Yellow Douglas 
Fir. 

SOLD 


in carload lots only, for ship- 
ment by rail or water from fac- 
tory, Bellingham, Wash. 


AT LOWER PRICES 


than prevail for shipments out 
of distributing warehouses. 


FOSTER-WYMAN LUMBER 
COMPANY, 
White Bldg., Seattle, Wash. 



































GP 
HOLYOKE WIRES 


Holyoke Products are: 

Single conductor annun- 
ciator wire. 

Twisted annunciator wire 

Multiple conductor an- 
nunciator wire braided 
cover. 

Weatherproof single con- 
ductor  annunciator 
wire, 

Weatherproof twisted an- 
nunciator wire. 

Damp proof office wire. 

wire, single and 
multiple conductor. 


S 
> 

S 

. 


SPOOLS 


The Holyoke Co., Inc. 


611 Broadway, New York, N. Y. 
30 E. Randolph St., Chicago, III. 

















_ Wrigley for Quality 





HOOD RIVETED ON 


Wrigley Toggle Bolts 
Made of heavier gauge steel. 
Can be put through smaller holes 
than average toggle bolt. 
First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman St., Chicago, III. 
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CEDAR POLES 


| LU (HII 

| Plain or ih 
i] Butt Treated il || 
|] Northern NII 
| White Cedar iH i] 
|||] Western 
| Red Cedar i 
| 


TTT TT aT 


T. M. PARTRIDGE 


Lumberi Company 


















































Minneapolis, Minnesota } 
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Radio Department 


ATTENTION 


Managers Be ld 


F you cre to offer your radio dealers this 

year “a complete catalog, a complete line | 
of radio supplies and accessories, you should | 
certainly include in your catalog and in| 
your line one of the four Sensory Kits in 
colored boxes. 

Every set buyer is a prospect for one of 
the Sensory Red, Blue, Green or Yellow 
Kits. 

They contain every essential item neces- 


sary to the erection of an efficient aerial. 


The Red Kit contains: 


100 ft. 7 strand No. 22 plain copper wire 
40 ft. No. 14 white rubber covered lead 


in wire 
15 ft. No. 18 brown rubber covered hook 
up wire 


2 No. 3020 Glass Strain Insulators 

2 No, 3093 Screw Eye Insulators 

1 No. 3099 Screw Eye Insulator 

2 Nailit Knobs 

1 No. 3079 aluminum solderless gr. clamp 
1 No. 3634 enameled lead in strip 

1 No. 3635 aerial connector 

10 Staples 

1 No. 3042 approved lightning arrester 

1 instruction sheet. 


Write at once for territorial arrangements. 
Get in now on this fast selling, profitable 


kit 


HEINEMANN 
ELECTRIC CO. 
PHILADELPHIA, PA. 


Established 1888 
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“RC (INDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUST! 


The Prize Winner and 
The Prize! 





Final Standing 


AL $110,000 
Jed $28,000 
Henk $19,500 


I kinda hate to write this stuff cuz tho 
I'm rough, I'm modest, what I meane You 
see fellers I won the sales contest and so 
I gotta tell you how cum it was donee 

Aint that a nifty prizee The best radio 
set goine Its a Cuckooe All the tubes is 
full of stuffs Well here's the dopée 
Weilo the other guys was worrying about 
Dempsey I was lining up our distribution 
and believe me they fell for the TV Safoty 
Switch liney complete in every buttone 
Last month I lined up 14 new jobbers who 
wanted our TV switches and the stock orders 
boosted my seles up to the roofe See the 


figurese 


P, Se It can be donde 


TRUMBULL-VANDERPOEL ELECTRIC MFG. CO. 


BANTAM, CONN. 


NE YORK BOSTON CLEVELAND CHICAGO 


W SAFETY SWITCHES 

























THE MASON SWITCH 


A motor starting switch 


STANDARDIZED SWITCH 
A meter service switch 








CURRENT BREAKER 
A heavy duty industrial 
swtich 





TYPE C 


A disconnect swiich 





PHILADELPHIA 
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Build 
Good Will! 


After all is said, good will is the most valuable item in your in- 

ventory. It holds old customers and brings new ones; speeds turn- 

over; increases profits. You know the effect of a quality line in 

stimulating good will—here is a line that will work for you; not | 
only in your store, but in your customers’ homes! 


a STAR 
RADIO BATTERIES § 


The unusual power, silent opera- 
tion and long life of these scien- 
tifically-built batteries have won 
their well-earned reputation, 

Se ZS “Supreme in Every Test”—for 

Za : ror oe 

=|) = the original Bright Star “Bag 

3 SS Type” cell construction is.a defi- 

nite guarantee of maximum effi- 
ciency. 





7 Pave 
Se rates 


OS Ss 


National advertising in magazines 
and great metropolitan dailies is 
bringing the Bright Star message of 
“higher quality without increased 
cost” to millions of radio owners 
—it is to your advantage to “tune 
in’ on this great and growing con- 
sumer demand. Ask your jobber 
or communicate direct with us. 
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BRIGHT STAR BATTERY CO., INC. 


Main Office and Factory 
Hoboken, N. J. 


Branch: Chicago, IIl. 


A, 


SEVENTEEN YEARS BUILDING QUALITY BATTERIES 
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TRIANGLE CONDUIT CoO., INC. 


General Office: Dry Harbor Road & Cooper Ave., Brooklyn, N. Y. 
Factories: Brooklyn—Chicago—Butler, Pa. 
In Canada: Canadian Triangle Conduit Co., Ltd. 





A VALUABLE FRANCHISE 


For Biggest Gains Act Quickl 





THE MAN THAT 
MADE THIS BOX 
KNEW WHAT WE 

ARE UP AGAINST 


UNIT ~ VERSAL 
PANELBOARDS 


The enthusiastic approval given to the complete line 
of Bull Dog Unit-Versal Panelboards and Cabinets is 
proof of a large potential market for these quality 
products. Jobbers can cultivate this market with 
profit to themselves and with the certain assurance 
that they will be protected by the well-known and 
long-established Bull Dog jobber policy. 

To be a recognized jobber of the Bull Dog Panelboard 
line is a franchise continually growing in value. Act 
quickly to get the lion’s share of the profits. 

Boxes for Panelboards and Cabinets are standardized, 
so that only a small number of standard sizes need be 
stocked by the jobber. Immediate delivery is furnished 
for boxes, panelboards and cabinets. 

We welcome the opportunity to discuss our panel- 
board line with jobbers desiring to expand their busi- 
ness. Write for jobber proposition and complete 
catalog. 


BurtDoG ELECTRIC PRODUCTS Co- 


(MUTUAL ELECTRIC & MACHINE CO.) 


DETROIT MICH. U.S.A. 














Here you have the Bull Dog Box with 
one end removed. 








Diagrams of 140 knockouts in 
two ends of box. 


Real Safety 




















‘ : Lighting Panel’ Cabinet. 5 double Bar type Metering Panel, 
SAFtoFUSE Feeder Panel. 30- branch units with 20-Bull. Dog toggle combined with SAFto- 
60 amperes, 250 volts, 3-3 wiie switches and plug fuse connections— FUSES. View shows hinged 


units. 0 circuits. cover plates open. 
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